


UMI 


August 28, 1919 HARDWARE AGE 





HARDWARE AGE 


FOUNDED 1855 
GEORGE H. GRIFFITHS, Manager ROY F. SOULE, Editor 


Associate Editors, Harold G. Blodgett, E. H. Darville, New York; L. S. Soule, Chicago. 
BRANCH OFFICES 
Boston, Equitable Building Cleveland, Guardian Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building Cincinnati, Mercantile Library Building 
Worcester, Mass., Park Building San Francisco, 320 Market Street 
Entered as Second Class Matter May 22, 1913 at the Post Ofice at New York, New York, under the Act of March 3, 1879 


Chicago, Otis Building 


Yearly Subscription Price : United States and Possessions, also Mexico and Cuba, $2.00; Canada $3.00; Foreign $5.00 


Subscription remittances should be made by Check, Post Office Money Order, 
Express Money Order, or Bank Draft, payable to HARDWARE AGE, New York 


Owned by the United Publishers’ Corporation, 239 W. 39th St. 
New York City—H. M. Swetland, President; Chas. G. Phillips 
Vice-President; W. H. Taylor, Treasurer; A. C. Pearson, 
Secretary. 


Published every Thursday by the Iron Age Publishing Co., 239 
W. 39th St., New York City—W. H. Taylor, President & Treasurer; 
Fritz J. Frank, Vice-President; George H. Griffiths, Secretary; 





HARDWARE AGE is a member of Audit Bureau of Circulations, the recognized authority 
on expert circulation examinations. Member ot the Associated Business Papers. Inc. 











Hardware Age is a consolidation of Iron Age-Hardware, Hardware Reporter and Western Hardware Journal 








In This Issue eur 
elling 


Learn Special Articles ond 
from STOVE PRoFITS—By Phil B. Heckler............ 55 ; 
the EDITORIAL ANNOUNCEMENT OF MRS. FREDERICK.. 58 Buying 
Other SYSTEM FOR HANDLING SMALL ITEMS—By L. S. Pointers 
MINE: Wadiunn eh ocnee dT hakee eines eeresin 59 Here 
Fellow PRESENT DAY HARDWARE SALESMANSHIP—By 
Harold Whitehead ........ a ere eee 60 


A MASTER SALESMAN SPEAKS—By A. K. Trout.. 63 


Warm day, isn’t it? REAL CUTLERY DISPLAY SELLS THE GOoDS—By 


Yes, but it’s time you Mr. Kraeutef is not 
custeh sear meteten Cavite DOWNES <c vie sesccces panenvewtacehe 70 the cals pele whe 
campaign to sell LETTERS OF A SALES MANAGER TO HIS MEN...... 72 likes tWis’ stuff 
more stoves and . Crounse sends up 
nee te. vel TIRE TROUBLES—By Frank Farrington.......... 82 sean. ‘Seen 


Heckler tells you 
how to do it. Page 


each week. What do 


Regular Departments you think of it? Page 





65, this issue. 67. this issue. 
IN THE MORNING’S MAIL............. ahaa aa 65 
@® @ @ WASHINGTON NEWS—By W. L. Crounse........ 67 
EIDETOREAL, COMMENT . oo. o 5 cccccccccccccscececs 73 © @ ©@ 
TRADE CONDITIONS AND IRON, STEEL AND HARD- 
WAM NO do cbc stows cea nse eernseewenens 75 
Did you ever say CURRMICT DENTAL, PRICKB i005 cece kk cee tieceens 76 Oh, Boy! But isn’t 
“Darn those rivets, CUTLERY MARKETS ...................0ee0eees G6 she a beauty. Ghe's 
anyway?” Or is it the first of a series 
screws, or books or PAINT MARKETS SCRRE HGRA HE SHRED HEC RROD ES 688 86 of hear t-breakers 
what-not that is @ = PUBLICITY FOR THE RETAILER.................-. 6 4 Gat em nehe m 
small merchandising ‘ to the Atlantic City 
problem? Here’s a NEW Goops AND NOVELTIES Ceecoeccseceeeseosecoces 92 convention through 
kink that will solve MOTOR ACCESSORIES ..............ee cece ee eeee og See, Sm 
the problem. Page ss 73, this issue. 
NOTES OF THE RETAIL HARDWARE TRADE......... 96 


59, this issue. 


©O® 


You remember Har- 
old Whitehead, the 
professor fellow over 
in Boston who used 
to write for HARD- 
WARE AGE. Here he 
is again, in a hard- 
ware sales _ talk. 
Page 60, this issue. 
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Coming Next Week 


The Consulting Household Editor of the 

‘Ladies’ Home Journal” will tell: you how 

to sell washing machines to women. Mrs. 

Christine Frederick is her name. Show 

her article to your wife and see if she 

does not agree that Mrs. Frederick is right. 
In next week’s issue. 
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Burt Paris works 
right through the 
summer, with nary a 
vacation week. He’s 
as much interested 
in helping you ad- 
vertise better as you 
are in being helped. 
Page 88, this issue. 
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National Barn Door Latch. 


Whether open or closed a barn door is held right with a 
That's why customers want it. 








Door open 


The top cut shows the catch that holds the latch when the 
barn door is opened wide and swung full back. The door is 


held securely in place. 


“All Steel” 


holds the door when swung tightly back. 
This permits an easy method of locking the 
door by simply inserting the shackle of the 
padlock through the slot in the strike. 





Here’s another feature: The strike is 
made with a guard and the bar extends only 
¥% of an inch beyond the edge of the door. 
This projection is so short and so small that 
a harness cannot possibly catch on it. 


The only thing the National is sure to catch 
is trade and it holds that securely. 


The National No. 29 Latch is easily in- 


Door closed 






Now look at the bottom cut and note how the 


NATIONAL 


Barn Door Latch 


stalled. Your customer doesn’t have to hire 
a carpenter. We pack a paper template 
with each latch. This insures each part be- 
ing properly placed. 


Packed the National way—each latch in a 
neat individual box with screws in a separate 
envelope. Sold the National way—direct 
to the dealer. 


Stock this steady selling Barn Door Latch 
for swinging doors and watch it swing trade 
your way. 


Send for the Complete Catalog of National 
Builders’ Hardware. 








National 
Mfg. Co. 


Sterling, _ IIL. 
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Stove Prority 


ut 


The Heckler 
Stove and Range 
Department. 





Note the price 
tickets prominent- 
ly displayed. 





By PHIL B. HECKLER 
One of Heckler Bros., Wide-Awake Hardware Hustlers, 
Pittsburgh, Pa. 


HE Stove Department 
T in some _ hardware 

stores is, a_ losing 
proposition, beeause it is 
neglected. Too often the 
cooking stoves on display 
are used for catch-alls. 
This is not the way to 
make a stove department 
pay. Stove music will not 
be heard in the cash regis- 
ter until this condition has 





Heckler 


Phil B. 


been remedied. 

If, however, this department is entrusted to some 
live-wire clerk with instructions to make good or 
to get out, a step in the right direction has been 
taken. 

But this is not enough! A good line must be 
selected and every effort made to acquaint the cus- 
tomer with this fact. 

A profit must be made by all means. Therefore, 
not less than sixty per cent must be added to the 
cost. 

Service should be mentioned and GIVEN! 

A forced sale should never be made. The cus- 


tomer should always be allowed to make his own 
purchase. 
Good Display Important 

T has often been said that ,*goods well displayed 

are half sold,” and this is equally true of the 
stove business. Stoves should be well displayed by 
all means, and plainly marked with price tags that 
can be read at a distance of at least 25 feet. They 
should also be kept clean and well polished. Nothing 
except a tea kettle, coffee pot, or tea pot should be 
placed on top of the stove. This allows for quick 
demonstration and facilitates the sale. 

Price should never be mentioned in the stove dem- 
onstration. Let the price tag work. What the stove 
will DO, is the thing that should be talked about. 
For instance, the prospect should be informed that 
the stove will bake biscuit in twenty minutes, cake 
in thirty minutes and bread in one hour. 

Fuel economy should also be mentioned; appear- 
ance as well as durability should not be forgotten; 
delivery is important; or, in other words, the desire 
to possess should be aroused to such an extent where 
the stove is bought rather than sold. This method 
is invariably practiced by successful stove men, and 
has never been known to fail. 
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“Stove music will be 
made on the cash 
register when stoves 
are merchandised 
right.” — Phil B. 
Heckler 








“Teaser” Display Pays 
A= good way to sell stoves is to put a 


“teaser” display in the front of the store. Use 
one or two of the best sellers for this purpose, and 
carry the full line in some other part of the building. 

The show window should also be employed to 
arouse the desire in the mind of the prospect. A 
good way to do this is to double deck the show win- 
dow, using the upper half for stoves and the lower 
section for hardware and kindred lines. This makes 
it possible for the people on the far side of the side- 
waik as well as those close up to the window to see 
the stoves on display at the same time. It also 
affords those on the opposite side of the street an 


opportunity to view them without even crossing 


over. The show window should be well lighted, so 
that it will work equally well after dark. 

Too much stress cannot be laid on the value of the 
show window, because it is the face of the store, and 
should always make a presentable appearance. 

Advertising is also important, and space in the 
local paper can be used to advantage. All news- 
papers have men to write advertisements for their 
clients, if inconvenient for the store man to do so 
himself. HARDWARE AGE has a department for this 
purpose, which is free to its subscribers for the 
asking. 

Another good way to make stove sales, is to in- 
struct the clerks to talk about stoves to every cus- 
tomer for one week, making note of those who show 
an interest. These should be followed up later by 
the stove department. This can be done by mailing 
these prospects attractive literature from time to 
time. 

Canvasser Will Pay Now 
| Ate summer stove sales can be increased by 
making a house to house canvas. Women are 
better than men for this purpose, because they are 
more familiar with baking and cooking. Women, as 
a rule, will lend a willing ear to a subject of this 














“Women are better than men for stove canvassing” 









Hardware Age 


kind. Therefore, if the campaign is properly planned 
and executed, it will prove to be a wonderful stove 
sales stimulator and profit maker. 

In small towns and suburbs of large cities, the 
credit plan can be worked to advantage. A good 
plan is to announce a sale of this kind in the paper 
a week or two before the time set for the beginning 
of this campaign. In the opening announcement, a 
few good leaders should be featured, attractive look- 
ing stoves or especially low priced stoves should be 
used for this purpose, as they catch the eye much 
quicker than the staple lines. 

-This credit campaign can be worked out very 
nicely by offering to sell stoves for a limited time on 
a cash payment of $1.00, and a daily payment of 
25c, and might be called the “DOLLAR MIDSUM- 
MER SALE.” 

If the salesman is on his job when one of the cus- 
tomers mentions stove, he can very easily collect 
three or four weeks in advance, and this will make 
a very substantial first payment, and the balance, 
instead of being paid 25c a day, will usually be paid 
once a week or once a month. This plan is similar 
to collecting industrial insurance, which has proven 
so satisfactory to some of the largest insurance com- 
panies in the world. 


Service Is Important 


ge the service end of the stove department, allow- 
ance should be made for a very reasonable charge 
for connecting and setting up stoves. This charge 
should be just about one-half the plumber’s charge 
for the same service. This will enable the dealer to 
get cost for this work, and will very much please the 
stove buyer. 

It also eliminates that dreaded first complaint 
which is so often registered by stove buyers, be- 
cause the stove does not cook well or bake well, or 
one of the gas burners does not burn just right, and 
many other reasons too numerous to mention. These 
complaints can all be overcome if the dealer has a 
service department similar to that mentioned above. 

The great trouble with too many stove men is 
that they treat the stove department as a side line, 
and yet the profit derived from the stove department 
is much greater than that of other lines requiring 
more attention. 

There is not much detail connected with the stove 
business, and if given attention in proportion to 
other lines, based on the investment, it will be the 
most profitable line you handle. 

Contractors as a rule are very large purchasers of 
stoves and ranges, and if properly looked after a 
nice business can be secured from this source. 

The real estate man is also a prospect for stoves 
and ranges, as he is invariably called upon to fur- 
nish ranges when he rents his houses. Therefore, 
a real harvest can be had from this source if prop- 
erly worked in the early spring, before moving time. 


Who Is a Stove Prospect? 


T= farmer is always a prospect, and, as his ships 
have been coming in in the past few years, this 
business should be gone after with a vengeance. 

His $2.26 wheat has been piling up a surplus with 
which he can buy Sarah any old thing, from a $16.00 
“sheet iron” to a $150.00 “combination.” Oh boy! 
what an opportunity to cash in on the stove business 
with the fdrmer’s consent. 

Now we come to the newlywed! The bride is the 
best prospect of all, and more especially since her 
doughboy is returning from abroad. What a chance 
to make the cash register work overtime, and the 
delivery man earn his beans driving the gasoline 
buggy into the garage after closing time. 

The bride, boys, is some prospect. Are you going 
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Note the double-deck display windows 
with stoves and ranges on the second level 


to throw this golden opportunity away? Some of us 
had one ourselves, and don’t forget we spared no 
expense to make her happy, and these young bucks 
that are about to become benedicts are no different 
than we were. They will not let their best girl have 
anything BUT the best, and YOU, the most promi- 
nent man in your community, can you afford to have 
him pass your store with his pockets bulging with 
good old greenbacks that are all intended for HER, 
and the STOVE MAN who is willing to make a 
reasonable effort to please him? 

Just think of it, ye slaves of the hardware busi- 
ness! What a wonderful opportunity lies before you 
in the much neglected stove business! 

Will you lay this HARDWARE AGE aside after read- 
ing this little article, and say it can’t be done, or 
will you dig in and make enough to pay your dear 
old Uncle Sam the income tax which he will surely 
call for at the end of this most wonderful stove 
year? 

Absolutely guarantee every stove you sell. Tell 
your customers that you will make good, and it is 
dollars to doughnuts that you will. 

* * * 


EDITOR’S NOTE—AIl the foregoing methods of 
making a stove department a success have been suc- 
cessfully practiced by Heckler Brothers, of Pitts- 
burgh, Pa. Every campaign is carefully planned 
and executed to the letter. This makes for success. 

The double deck window mentioned in this article 
is one of the latest features in Heckler Brothers’ 
store. The latest addition has been so profitable and 
satisfactory that we do not hesitate to recommend 
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it to all our readers, as one of the best things we 
have to offer to further the sale of stoves. 

We also lay great stress upon the price tag. This 
silent salesman is given credit for fifty per cent of 
the sales made in this stove department, and we do 
not believe that they are overestimating its value. 
Of course, this will not work so well if the stove de- 
partment is not kept in first class shape. 

We say, therefore, “Keep the ranges clean and 
well polished, the price tag in plain view, and you 
will be surprised how easy it is to sell stoves and 
ranges.” 


“The farmer is always a good stove prospect. But now, 
with $2.26 wheat, there is a new opportunity to push 
rural stove sales’ 
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Your Wife Knows Mrs. Frederick 


Editorial Announcement Extraordinary 





Mrs. Frederick at work in her own kitchen 


ATCH for Mrs. Frederick’s articles in HARDWARE AGE beginning 
September 4, 1919. Show them to your wife. Tell her that Mrs. 
Frederick is consulting Household Editor of the Ladies’ Home Journal, 
author of “Household Engineering,’ Domestic Efficiency Expert, Lecturer, 
Home Maker and Authority. 
Do you realize that taking this country, town by town, county by county 
and state by state, the greatest single problem is how to maintain homes 
“like mother used to make” but under conditions that would have driven 
mother frantic? 


HARDWARE AGE is the first business paper to recognize that the “biggest 
opportunity right now in America is the home.” 


The editors of HARDWARE AGE have prepared to turn this opportunity over 
to you Hardware Dealers—free. 


How? By preparing readers of HARDWARE AGE to know the entire field 
of domestic appliances as they are needed by millions of women—as they 
will be used by millions of women—as they must be sold to millions of 
women. 

Beginning September 4, HARDWARE AGE will run a series of eXpert “Home 
Engineering” talks by Mrs. Christine Frederick, covering the Hardware 
side of the newly reconstructed home from furnace to laundry. 


Every article will prepare you to recognize new sales-features of such lines 
as Washing Machines, Electric Appliances, etc., at a glance. 

You will be prepared to double and treble your sales on these lines by 
knowing what women want for the home—and why. 


You will know just how to make your store control the local distribution 
of household equipment—the line that is going to grow faster during the 
next ten years than any other you carry. 

These articles are going to interest you immensely. 

They are going to profit you even more. 

Remember—MRS. CHRISTINE FREDERICK in HARDWARE AGE. The 
first article will appear in the September 4 issue. It will be full to the 
brim of tips from a woman on how to sell washing machines to women— 
or to women’s husbands. 


Ask your wife if Mrs. Frederick does not hit the nail on the head. 
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System for Handling 


Small Items 


Rivets, Washers, Screw Hooks, Stove 


Bolts, Cotters, Wood Screws and 
Similar Goods Efficiently Dis- 
played by Oregon Dealer 


By LLEw. S. SOULE 


ee installation of a compact yet practical 

system for the retail handling of such small 

items as rivets, washers, screw hooks and 
screw eyes, escutcheon pins, machine screws, 
stove bolts, cotters, picture hooks, etc., is always 
more or less of a problem to the hardware dealer. 
In many cases it is necessary to break packages 
in order to supply the smaller wants of the cus- 
tomer, which causes further worry and sometimes 
loss. 

Many of these small items come from the manu- 
facturer in packages, and it is almost impossible 
to arrange these packages on the ordinary shelf 
in either a convenient or attractive manner. 
Where drawers are used, the contents are usually 
in a badly muddled condition, with too much valu- 
able space used for each item. In making sales, 
the patience of the salesman is taxed to the break- 
ing point, and in many cases the selling cost eats 
up the entire profit. 


Drawer With Removal Container Solves Problem 


EAQUEST BROS., Portland, Oregon, have, after 

considerable experimenting, solved this bother- 
some small-item problem, through the installation 
of combination wood and metal drawers equipped 
with removable metal containers. A section of 
shelving has been fitted with these drawers, which 
extend from the front of each shelf to the wall, 
leaving no waste space. The construction of the 
drawer and container is readily seen from the ac- 
companying illustrations. Each drawer consists 
of a wood frame, made from %g in., or !2 in. lum- 
ber, with tin sides. The upper edges of the tin 
sides are folded over outward to avoid sharp 
edges, and the sides are attached to the wood 
frame with small wire nails or brads. 

The containers are made of tin of a size to fit 
neatly into the drawer, and each container is 
fitted with a strip of tin across the top, for use 
in lifting from the drawer and for the label or 
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other data. Seaquest Bros. use the lumber from 
old packing cases for the frames of the drawers 
and make the containers from scrap tin. The 
drawers vary in size according to the depth of 
the shelving and the size of the merchandise to 
be carried in them. The majority of those in the 
Seaquest store are 6 in. high, from 2 in. to 4 in. 
wide, and from 15 in. to 18 in. deep. The front 
of each drawer is painted, or covered with green 
paper, glued on, and a space is left at the top for 
the label or sample. A wire drawer pull is at- 
tached to the front below the label or sample 
space. Each drawer has from 4 to 12 containers, 
according to the class of goods and size of con: 
tainer. 
Advantages of the System 

(= of the main advantages of the system is 

that the individual pockets can be readily 
lifted from the drawer and the contents emptied 
or displayed to the customer for selection. In 
counting out small quantities or selling full 
packages, the time of service is reduced to a mini- 
mum. At the same time stock shortages are quick- 
ly noted. There is a decided saving of space, as 
the drawers extend entirely back to the wall, leav- 
ing no waste space, and the stock is in compact 
form. The appearance of the store is improved, 
there are no broken packages to cause losses and 
the items do not get mixed. It is a very simple 
matter for the salesman to pull out one of these 
drawers, allow the customer to make his selection, 
then remove the container and count out or weigh 
the merchandise. 

According to Seaquest Brothers, there is only 
one disadvantage—if it can be called a disad- 
vantage. If you make one, you immediately want 
a hundred or more. 

However, this obstacle is readily overcome, 
since they are very easily made, and at a low cost. 
The only tools required are a saw, hammer, plane, 
try-square, tinners’ shears, folder and soldering 
iron. You can use scrap lumber and scrap tin, 
doing the work during the quiet times. The main 
cost is the tin and the time. 


System Varied to Care for Wood Screws 


A VARIATION of the system described above is 

used by Seaquest Bros. to care for the wood 
screw stock. The same type of drawer is used, 
but there is only one container, which cares for 
the broken packages. The balance of the drawer 
space is used for full packages. A _ separate 
drawer is used for each size screw, but,in smaller 
stocks two containers can be employed and two 
sizes carried in one drawer. Where only one con- 
tainer is uesd the balance of the drawer will ac- 
commodate 10 gross or more of screws. With this 
system a very large stock of wood screws can be 
carried in a very small space. At the same time 
each size is easy of access in either small or 
package lots. 

If you have been having trouble in caring for 
the numerous miscellaneous small items, which 
should furnish a profit but do not, try out the Sea- 
quest system and nail the profit. 


59 








Present Day Hardware 


Salesmanship 











Harold Whitehead 


An address given at the recent sales convention of 


The College of Business Administration 


The King Hardware Company, 
Atlanta, Georgia 
By HAROLD WHITEHEAD 
Professor: Sales Relations 


Boston University 
Boston, Massachusetts. 








T is always an inspiration to me to be with a 
group of present-day salesmen. I cannot help 
comparing the present generation of salesmen 

with those I knew when I began selling on the 
road. 

“Some tough birds” they were! Happy-go-lucky, 
boozey fellows whose idea of a good deal was to 
load a buyer with a stack of “stickers,” and who 
mistook filth for fun. They were “born” salesmen, 
bless you! You couldn’t teach them anything. To 
have asked one of them what he knew of psy- 
chology would have called for a curled-up lip and 
a sneering “Psychology ?—bunk.” 

That type of salesman has joined the dodo and 
has been crowded out of the game by the new type 
of salesman trained in constructive salesmanship 
and in the importance of decent living. 

What is salesmanship? There are many defini- 
tions. “Selling goods that won’t come back to 
customers who will” is one that I like. “The 
creation of additional business without additional 
expense” is another that emphasizes the personal 
equation. 

A more scientific one is “The art of presenting 
the advantages of an offer in a way which arouses 
the desire to profit by it and which leads to ac- 
tion.” One more, an all-embracing definition, is, 
“The ability to get others into agreement with us.” 


What Is “Salesmanship?” 


Ses last definition embraces every activity of 
life. It implies “selling” ideas and ideals. It 
does not limit itself to the economics of selling. 

It is not merely selling goods, but the art of 
living happily with others. 

The beginning of one’s business life is sales- 
‘ manship. We have to sell our services to some 
one—and if we deliver the goods we “make good” 
and the boss continues to buy our services at 
higher and higher prices. 

The bookkeeper is a salesman if he by his con- 
duct “sells” his fellow-workers the idea that he 
is a bully good fellow to co-operate with. 

The politician! Every time he opens his mouth 
—which is far too often—he emits a sales talk, 
usually about himself. If we elect him to office 
“he has made a sale.” 

My little girl is a saleswoman—she’s only three, 
but she knows how to “sell” me the idea that ice 
cream cones are good for her. She doesn’t demand 
them, but she suggests it in such a wheedling way 
that I would like to buy her one—I assure you 
that I am a frequent customer. 

Two doctors in a community—both equally pro- 
ficient. One succeeds, the other barely lives. One 


gets on, the other gets by. The reason is sales- 
manship. The first one is a good mixer. He has 
a cheery greeting for everyone. He is prominent 
in church and the lodge. He attends the church 
picnics and hands out the ice cream. He attends 
to “mother” rather than the girls—for “mother” 
decides on the family doctor. 

The result is that people say “If I were sick 
I’d like young Dr. Brown, he’s always so—so 
cheery.” The reason for his success is that he 
is a doctor and a salesman. 


Salesmanship Everywhere 


HE minister is a salesman—or should be. He 
has the finest “line” on earth to sell. The 

pity is that so many are such poor salesmen, 
that we go to sleep during their sales talk—or 
sermon. The minister who is also a salesman 
is a success. He fills his church with people and 
his people with aspirations to higher ideals. 

Every young fellow at some time decides that 
he would like to keep some other man’s daughter. 
So he “sells” her the idea that her happiness is 
assured with him. If he can back up his sales 
talk with the goods, he “sells” her—sometimes she 
“sells” him! 

The baby in its carriage is a salesman—selling 
us the idea that we should love the little rascal. 

A man named Hohenzollern tried to “sell” the 
world on the thought that might made right. Four 
million of our soldier-salesmen joined with a few 
million of allied soldier-salesmen in “selling” him 
and his gang a different philosophy. 

We on this continent owe our existence to a 
good sale—when Columbus “sold” Queen Isabella 


the idea of pawning the crown jewels to enable - 


him to discover America. 

Life itself began with the famous sale of an 
apple! 

In a word, salesmanship is the art of right liv- 
ing and is the motive force of progress. 

I’m often asked “Are salesmen born?” 

The answer is “Yes!” Of course, salesmen are 
born—so are rabbits. But men are not born sales- 
men, they are born babies. 

Some men inherit a more pleasing personality 
than others. But so far as salesmanship is con- 
cerned, that is a matter of education and ex- 
perience. 

Developing Salesmanship 
A MAN with a poor personality, but trained to 
sell, will win out every time over the hap- 
hazard methods of the untrained individual with 
a good personality. 
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Personality is comparable to a gun. There are 
large and small personalities just as there are 
hugh cannon and toy pistols. These weapons in 
the hands of untrained people are of little value. 
Train the men how to aim and fire and at once 
they are formidable. 

A small revolver in the hands of a trained man 
is effective. A machine gun is ineffective in the 
hands of a novice. 

Let me add, however, that one need not be 
satisfied with one’s personality. One may 
broaden, develop and sweeten it according to one’s 
life and habit of thinking. 

Thought is the basis of all education. Indeed, 
every action springs from thought. 

Everything has thought as its basis. 

The Woolworth Building would be a junk heap 
without the ordered and planned thought of the 
architects. 

“Hamlet” is merely the 26 letters of the al- 
phabet—plus the thought of Shakespeare. 

“Carmen” is just the seven notes of music— 
and the thought of Bizet. 

“The Fighting Temaraire,”’ is but the three 
primary colors—and the thought of the artist 
Turner. 

“The American Beauty Rose” is only the com- 
mon hedge rose—to which is added the thought 
of Burbank. 

“The Statue of Liberty” is simply a mass of 
bronze—plus the thought of Bartholdi. 

This business is merely the expression of the 
thought of its directors. 

The better the thought, the nobler the results 
produced. Compare the thoughts of the old-time 
drummer with the present day “ambassador of 
commerce.” 

The startling difference is merely a difference 
of thought. 

Thought in Selling 


NSTEAD of merely grabbing orders the modern 

salesman thinks. He analyzes conditions, ad- 
vises with his customers and helps them to dis- 
pose of his goods. 

I consider him a poor salesman who does not 
give thought to the ultimate consumption of his 
goods, for until his customer has cleared the goods 
off his shelves there is no more business for him. 
Successful selling implies a steady and continuous 
flow of business. 

I said that the salesman of today must analyze 
conditions. If ever there was a time when they 
needed analyzing it is now. 

Two big problems face hardware salesmen 
everywhere. They are prices and transportation. 

Are prices going to drop—or what? The fu- 
ture is always a guess, of course, but here is my 
belief. 

I believe that prices will never go to anything 
like their old low level. I believe commodities 
have taken on a new value and that the new value 
is here to stay. 

We cannot destroy around thirty thousand dol- 
lars’ worth of materials a minute for over four 
years without putting new values on what is left. 

Add to that, in our own case, an additional 
thirty-six billion dollars of paper money and at 
once we have a clear reason for high values. 
Europe is flooded with paper money of all kinds. 

I believe it would be nothing short of bank- 
ruptcy for old values to suddenly return. It would 
mean cutting in two the value of all property. 
What business interest could withstand such an 
appalling loss? 

Prices may decline, but if so it will be very, very 
slowly. Personally, I see no reason to anticipate 
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a reduction for several years. As we have wasted 
supplies, so we have wasted life. Over seven and 
a half million lives were thrown into the furnace 
of war. Naturally wages must be higher just as 
commodities are higher. 


This Is a Good Time to Buy 


HIS then is a good time to buy—if we can get 

goods to sell. Suppose prices did drop a lit- 
tle, how is that going to help the retailer who 
can’t get goods? 

Only last week I was told that the automobile 
industries had placed a joint order for 346,000 tons 
of steel—to protect their output. 

Don’t let high prices scare you into a hand-to- 
mouth policy. It isn’t the prices you pay, but the 
profit you make that counts. 

“But,” you say, “the market is now open to the 
whole world. Won’t we have goods dumped here 
and won’t that force down prices?’ 

I see no reason to fear heavy dumping. World 
stocks are depleted and I think that for a few 
years the demand will be for our goods in Europe 
rather than vice versa. 

Of course, well have goods from Europe. How 
otherwise can Europe pay her bills. Already old 
imported favorites are beginning to appear—but 
imported lines merely help us to meet a demand 
at present beyond us. 

So I say, sell your customers all they need if 
you can supply them. The retailer who plans to 
buy small and often is going to lose much trade 
through being “out” between deliveries. 

There are two reasons for this. First, the diffi- 
culty of getting goods. Second, the difficulties of 
transportation. 

Think of it! A small parcel which five years 
ago would cost 25 cents by express and be de- 
livered in two days now costs around 60 cents 
and is: delivered—when it gets there. 

The transportation difficulties will doubtless 
continue until the roads are turned back to the 
owners with a governmental supervision. 

When that is done we ought to expect a develop- 
ment of our canal and coastwise shipping and a 





Life itself began with the famous 
sale of an apple! 


In a word, salesmanship is the art 
of right living and is the motive 
force of progress. 


I’m often asked “Are salesmen 
born?” 


The answer is “Yes!” Of course, 
salesmen are born—so are rabbits. 
But men are not born salesmen, 
they are born babies. 

Some men inherit a more pleasing 
personality than others. But so far 
as salesmanship is concerned, that 
is a matter of education and ex- 
perience. 


—Harold Whitehead. 
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close co-operation between these and the steam 
railrgads. 

As things are, however, deliveries are uncer- 
tain. That is a strong season for buying ahead. 


Stock up on Staples 


O much then for business conditions. Now 
how shall the salesman advise his customers? 

The answer you already have. Buy enough to 
protect the future and have deliveries made well 
ahead of anticipated requirements. 

I believe that the retail hardware man who 
talked this over with his banker would receive the 
encouragement and the backing to stock up on 
staple goods. 

A word of warning. When with your customer, 
do not let your visit degenerate into a discussion 
of conditions. You are out to sell goods and 
everything you say and do should be to that end. 

I’ve seen salesmen get into such fierce argu- 
ments on politics, religion, conditions, and such 
like that when the affairs of the world were set- 
tled the buyer had neither the time nor disposi- 
tion to buy goods. 

The successful salesman today should consider 
himself—and be so considered by his customers, 
as the assistant buyer. 

I regret to say that few traveling salesmen are 
fully qualified to act in this capacity. There are 
two reasons for this. The first is vagueness on 
retail store conditions and the second is, ignor- 
ance of the goods they sell. 

Were I the manager of a sales force calling 
on the retail trade, I would require every man to 
have—say two weeks—in some retail store every 
year. Nothing can give a man that close knowl- 
edge of a retailer’s requirements as selling behind 
the counter occasionally. 

A neckwear manufacturer has recently adopted 
the policy of having every new salesman spend a 
month in a retail store before going on the road. 
The store is maintained for that purpose and also 
to enable the manufacturer to develop retail store 
selling methods and ideas which are passed on to 
his trade. 

This enables him to do what I mentioned some 
time ago. Sell to his trade and then help it to sell 
his neckwear. 

If you gentlemen have not had any retail store 
selling experience lately, I suggest that you spend 
the next free afternoon behind some customer’s 
counter. It will please him and help you. 


Get-Together Salesmanship 


V HAT do you know of retail store manage- 

ment? Do you know the best way to take 
an inventory? How do you figure turnover? 
What should expenses be? What mark-up should 
the retailer make? How should a man choose a 
location and how should he decide what class of 
trade to cater for? How should the retailer ad- 
vertise? Can you trim a window? 

These and such questions the wholesale sales- 
man should be able to answer. Such a man is 
welcomed by his trade, for he not only sells goods, 
but he sells a most valuable commodity called 
service. 





Don’t let high prices scare you 
into a hand-to-mouth policy. It 
isn’t the prices you pay, but the 
profit you make, that counts. 











Hardware Age 


Do you know your goods? 


I don’t mean the price, quality, method of pack- 


ing and the like. Do you know how the goods are 
made? where the raw material comes from? 
Have you any idea of the history of your goods? 
If not, I commend it to you as a fascinating study. 
Visit factories and observe the processes of pro- 
duction. Write to the makers and ask for infor- 
mation of production and of the history of their 
commodities. Study your trade journals. 


The Why of Trade Terms 


STUDY of trade terms and names leads one 
into the historic world of romance. For ex- 
ample: 

Watches are sometimes referred to as “Nurem- 
berg Eggs’ because of the shape of watches first 
made there. ‘ 

Pistols are so called because the first ones were 
made in Pistolia in Italy. 


The bayonet was first made in Bayonne, France, 


hence its name. 

Cambric was first made in Cambria, France. 

Ask a butcher why he calls a pig, a “pig,” when 
alive and ‘“‘pork” when its dead? Or a sheep 
“sheep” when alive and “mutton” when dead. The 
probability is that he doesn’t know—do you? 

If so, you know of those romantic stirring days 
of the tenth century when the Normans invaded 
England and conquered the Saxons. 

The Normans used the aristocratic French lan- 
guage—the official diplomatic language of the 
world until recently. The Saxons used the ple- 
beian Saxon tongue. 

The Saxons spoke of sheep. The Normans used 
the French mouton—now called mutton. The 
Saxons said cow, the Norman used the French, 
boeuf—or beef. The Saxons said pig, the Nor- 
mans, pork—and so trade names are made. 

Don’t you think that information of this kind 
relating to hardware would enable one to inject 
a new interest in a sales talk? Would it not en- 
able a salesman to hold the interest and confidence 
of his trade? 

If you were asked what were the methods of 
manufacture of razors could you answer? Do you 
know anything of the history of cutlery? 


Historic Razor Points 


SN’T it interesting to know that the modern 

razor had its beginning in the Stone Age— 
that the old flint-head is ‘its ancestor. After flint 
we come to the Bronze Age when that metal was 
used for edge tools. Then came iron and now 
steel . .. . Next? 

Cutlery used to mean everything that had a cut- 
ting edge, and the word cutlery itself comes from 
the Latin “cultellus,”” meaning a little knife. As 
the industry grew, edge tools, saws, chisels and 
the like ceased to be considered a cutlery. 

Advertising had one of its earliest beginnings 
in the cutlery trade of England. The Sheffield 
makers found that cheap goods were sold to the 
public as “genuine Sheffield steel.’”’ German goods 
were sent to England, sometimes stamped there as 
“Sheffield made. Best steel,” and the like, and then 
shipped abroad again. 

In 1624 the cutlers of Hallamshire—the district 
of Sheffield really formed an association for the 
protection of the “industry, labor and reputation” 
of the trade. They designed certain makes which 
were stamped on the product by the members of 
the association and that mark stood for quality. 

Those marks advertised a class of goods. 

I wonder if all your customers who sell cutlery 
know that the essential processes in its manufac- 
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ture are: 1, forging; 2, hardening and tempering; 
3, grinding; 4, polishing; 5, assembling. 

What confidence buyers have in salesmen who 
really know their goods. 

I have emphasized the desirability of thinking 
constructively and of knowledge. Now let me 
stress action. Thought must precede action if our 
efforts are to be profitable. We all like people 
with lots of pep—but pep without purpose is 
piffle. 

Sustained Action Counts 

ND the kind of action that counts is that which 

is sustained. So many salesmen think that 
they are temperamental—poor souls—and must be 
“just so” or they can’t sell. It is easy to think 
oneself into such a condition, but the real he- 
salesman just plugs at it day by day. Success is 
the result of the long steady pull, not a series of 
jerks. 
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That requires courage, I know. It’s easy to 
make a supreme effort when keyed to it, but it’s 
a far higher courage which keeps a fellow plug- 
ging day after day sustained in his efforts by his 
inward confidence in himself. 

One thing that helps a salesman to keep ever- 
lastingly at it is to know that he is part of an 
organization; and to be that he himself must know 
the potency of co-operation. 

Co-operation! The faculty of working with 
others for an ideal. Only when everybody works 
together to attain a desirable end does a collec- 
tion of individuals become an organization. 

Co-operation kills selfishness and develops help- 
fulness. It makes us forget personalities and 
think of purposes. It shrivels up petty jealousies 
and expands on love for our fellowmen. It 
deepens and broadens our nature until we become 
real men. 


A Master Salesman Speaks 


EDITOR’S NOTE.—The mail man slapped the following on the editorial desk the 
other day, from A. K Trout, sales manager, H. C. White Co., with Kiddie Kar sales 


offices in the Fifth Avenue Bldg., New York: 


“IT have just read your story on ‘Buying’ in the last issue of HARDWARE AGE. 
It’s a corker; but I am a salesman—don’t know anything else and don’t want to. I 
Give me a little space and I’ll tell as much about selling, as 


like it just that much. 
I see it, as you have about buying ” 


Following you will find some of the ideas and ideals of this man Trout 
our guess if you do not find here many a nugget to paste in your hat. 


By A. K. Trout 
Sales Manager, H. C. White Co. 


goods. Skid there and you hit the toboggan. 

Put a note on your tickler that you must also 
know yourself. The mug you meet in the mirror is a 
part of every sale you make. 

No matter how brilliant and fluent a talker a man 
may be, he cannot talk convincingly until he is thor- 
oughly acquainted with the proposition or subject upon 
which he is to talk. 

A gift of gab without the backing of brass tack in- 
formation is about as useful as a South Sea Islander 
on a switchboard. 

An old three-shell man once said, “Before you can 
bunco people you must bunco yourself.” Your talk 
must ring true if it is to carry convincing weight. 
Flowery words, no matter how beautifully spoken, will 
never bring home an order unless they carry a con- 
viction that rings true. He was some salesman, and if 
he doped out his crooked problem correctly, how much 
more truly does his logic apply to a business proposi- 
tion that is four square? 

This doesn’t put a bar on the windjammer, God 
bless him; there are a lot of them in the selling game. 
It just means that those who stay with it have the 
goods to back up their jazz. 

The little success I have made as q salesman has 
been due solely to the concentrated study of the possi- 
bilities of the article I have been selling, coupled with 
the hard work of getting on the job early and staying 
for the last performance. I am a firm believer that 
the early bird catches the worm and leaves little or no 
fish bait for the trailers. 

No matter what a man is selling, be it mouse traps, 
suspension bridges or spiritual salvation, before he can 
convert other men to his belief he must sell himself on 
himself and on his line. 


Then He Can Land the Business 


T first step in salesmanship is to know your 


Sees when he does believe honestly and absolutely 
that his product is the best of its kind with possi- 
bilities sky high, he can go out into the field and land 


We miss 





No matter what a 
man is selling, be it 
mouse traps, sus- 
pension bridges or 
spiritual salvation, 
before he can con- 
vert other men to 
his belief he must 
sell himself on him- 
self and on his line. 
—A. K. Trout. 














the business. When he has double lashed his faith to 
his line he can close the customer’s mind to competi- 
tion and sell goods on a stay-sold basis, providing the 
house he represents is as square as their representative 
and measures up to his belief in the big boss. 

Have all agreements written plainly in the order, 
make no special promises that you know cannot be 
taken care of by those filling the order. The fellow 
who slips up on this will skin his shins from his big toe 
to his waistband. 

Adopt one policy basis for all trade. Do not try to 
make any man feel you are letting him ih on the 
ground floor of some special deal as a special favor, for 
from the moment you do “Old Man Doubt” begins to 
whisper into your customer’s ear that some other 
favored friend is in the “sub-cellar,” and it’s a hundred 
to one shot he is right. It will take more T. N. T. than 
the Duponts can ever make to blast out that doubt. 

If you have a “special” on, say it’s a “Special,” and 
open to all the world at the same price and terms as 
long as the merchandise lasts; first come, first served. 
Treat your customers as fair as you would be treated 
were the position reversed, he being the seller and 
you the buyer. Put yourself in his place. Follow the 
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golden rule. You don’t have to belong to the First 
Baptists or the First National to “Do unto others as 
you would that they should do unto you.” 

Fight the competition; fight it tooth and nail; root it 
out and drive it out of your territory, but do it by fair 
and honest competitive selling. Don’t knock; it displays 
a weakness; know your own line thoroughly, enthuse 
over it, talk it, eat it, and sleep it. “Selling enthusiasm” 
is as contagious as “black cholera,” and ten times as 
deadly. 

A good salesman is the most valuable asset a house 
can have. He is the house in the field, the man that 
comes in contact with the trade, and by him, by his 
actions, by his talk, the house and its merchandise is 
judged. 

No house or manufacturer, be it wholesale or retail; 
be it great or small, is one bit bigger in any territory 
than the salesman who represents that house in that 
particular territory. 


Selling Yourself Yourself 


Bee’ your old think tank on that point when you are 
selling yourself on yourself. It makes an easier 
sale but you must measure up. The trade judges manu- 
facturers by the men who represent them. As first 
appearances often secure or fail to secure the coveted 
interview upon which future business is to be built, it 
behooves the manufacturer to select salesmen of neat 
appearance and clean personal habits. Men that look 
the part of successful men are usually there with the 
goods. 

It is not necessary for a salesman to be a fashion 
plate or a Beau Brummel, but he must be neat, well 
groomed and possess a pleasant manner. Personal ap- 
pearances “do cut ice.’ Many men who are not neat 
themselves do value and appreciate neatness in others. 
A well-pressed suit, clean linen, well-cleaned shoes, a 
good hat, and a coat collar free from dandruff call for 
very little expenditure, but are always appreciated and 
yield big returns. They are the ear-marks of efficiency. 

A good salesman must primarily have good health; 
this is absolutely essential, for in no other profession 
is a man called upon to use so much vitality as in sell- 
ing. His brain must always be clear, his wit quick, 
always alert to take advantage when an opening or an 
opportunity is offered by the prospect for the landing 
of the final “punch” that closes the order. A successful 
salesman takes the best of care of his physical body. 

Fat men are not always jolly. An unnatural paunch 
is frequently the forerunner of a grouch. If your old 
waist line gets to crowding your belt too much you'll 
feel the inclination to knock off at four in the afternoon. 
Keep her down. If you can’t find any better exercise 
buy a bucksaw, but don’t pass out as a salesman be- 
cause biliousness won out in a race with your will 
power. 

Healthy men are the finest assets any salesforce can 
have, for it takes a live fish to buck the current of 
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commerce. Any old dead one can float down. Re- 
member when Teddy Roosevelt put out his famous order 
for the army officers to ride horseback every day? He 
was out for better men, physically, for he knew that 
mental activity woud follow. 

Orders are not taken today at midnight suppers or 
wine parties, but are given out and sold on the merit 
of the keenest kind of competitive selling which takes 
place in the office or place of business of the prospect. 

There’s a cash bonus on cutlery sales, but my boss 
won’t dig up commissions for a telephone list. Mamie 
may look good under the glitter of the bright lights, 
but as a repeat order she’s a dismal drag. 


Loud Mouth’s Day Is Gone 


I DON’T pretend to preach that a salesman should 
be a “molly-coddle” in any sense of the word, but I 
do contend that he will be a better man and a better 
salesman by being a clean liver and have a greater 
earning capacity, both for himself and for the firm he 
represents. 

The day of the loud mouth, flashily dressed story 
telling “rum hound” order taker is past; it is gone 
forever. The selling organizations of today and the 
trade in general have not time or place for this type 
of man. Orders to-day are not secured on, or is the 
trade held by the personality of the salesman. Per- 
sonality is great introduction stuff, but it isn’t the whole 
show. John Smith may be a good fellow, but Tom Jones 
brings home the “bacon” because he is a good salesman. 

True, Smith may sell, and perhaps does sell, consid- 
erable goods, but Jones is the fellow that keeps ever- 
lastingly at it, and while Smith is spending time swap- 
ping stories and jokes Jones is busy writing orders. 

A man to be a real success as a salesman must be a 
good student of psychology, or in others words, a stu- 
dent of human nature. 

Many men fail because they do not know when to 
stop talking or when to talk. I have seen salesmen 
reach into their hip pocket for an order book in the 
same manner that a “holdup man” reached for a gun 
or blackjack in the early days in the West. A man 
making this move would have to be under the “daisies” 
unless he was quicker on the “pull” than the prospect. 
Salesmanship to-day, both wholesale and retail, is re- 
duced to scientific selling. Meet your prospect squarely, 
man to man, look him in the eye, tell him in a clear, 
brief way the merits of your line. 

Meet his objection squarely with clean, logical reason- 
ing, battle objections down one by one until he is 
satisfied beyond a reasonable doubt that your line is 
the best, sell him on your proposition just as thor- 
oughly as you yourself are sold, then hand him the 
order book, and nine times out of ten he will put his 
“John Hancock” on the dotted line. Then you have a 
real order. When a bill of goods is sold by this method 
only a financial panic or a failure can bring a cancel- 
lation from that buyer. 
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L. P. Sharples is President 


‘ke Sharples Milker Co. of Westchester, Pa., an 
offspring of the Sharples Separator Co., was 
formed July 1 to facilitate the manufacture and dis- 
tribution of the Sharples milker, which was formerly 





handled along with other lines by the Sharples Sepa- 
rator Co. The president of the new organization is 
Lawrence P. Sharples, who is also treasurer of the 
Sharples Separator Co. 


Norton Reorganization 


INCE July 1 the business of the Norton Co. and 

the Norton Grinding Co., Worcester, Mass., has 
been conducted by the Norton Co., with the following 
board of directors: George I. Alden, chairman of the 
board; Charles L. Allen, president and general man- 
ager; Aldus C. Higgins, treasurer and general counsel; 
George N. Jeppson, secretary and works manager; R. 
Sanford Riley, John Jeppson. 

Announcement by the company is also made of the 
following appointments: Carl F. Dietz, vice-president 
and general sales manager; W. LaCoste Neilson, vice- 
president and foreign manager; Herbert Duckworth, 
sales manager grinding wheel division; Howard W. 
Dunbar, sales manager grinding machine division; 
John C. Spence, superintendent grinding machine divi- 
sion; Charles H. Norton, chief engineer grinding ma- 
chine division. 


New Officers of Neal Hardware Co. 


T a meeting of the board of directors of the B. B. 

Neal Hardware Co., 117-119 Leonard Street, New 
York City, recently, C. T. Stork was made a director 
and appointed secretary of the company to succeed 
Charles H. Garity, and John McCallion was appointed 
vice-president to succeed James S. Dwyer. 

Mr. McCallion was connecte dwith the Marmon, Max- 
well & Moore concern and the Fairbanks Company until 
1915, when he became associated with the B. B. Neal 
Hardware Co. 

Mr. Stork started in the hardware business with the 
Van Wagoner & Williams Co. as a boy. He remained 
with that concern until July 1 of this year, although 
for some time past the firm’s name had been changed 
to the Columbian Hardware Co. Mr. Stork joined 
the B. B. Neal Co. on July 1. 
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To Open Housefurnishing Dept. 


USH TERMINAL COMPANY is opening a house- 
furnishing department in the Bush Terminal Build- 
ing, 142 West Forty-second Street, New York City, on 
Sept. 1. More than fifty manufacturers of housefur- 
nishings will be represented on the floor either in 
wholesale salesrooms presided over bv factory repre- 
sentatives or in the sales service provided by the Bush 
Terminal Company. Practically 300 lines of goods, 
products of representative American manufacturers, 
will be on display. James Taylor, who has long been 
associated with representative manufacturers through- 
out the East and Southern states, will be in charge 
of this new department. Associated with him will be 
A. H. Bond, Thomas J. Cronin and Mrs. K. S. Thaney. 
In connection with this new department, a buyers’ 
service department will be inaugurated through which 
buyers may write for information about prices or re- 
garding lines sold in this department of the sales 
service division. Mr. Taylor announces that it is the 
intention of this department to co-operate with manu- 
facturers and buyers to the fullest possible extent. 
The primary purpose of this department, according 
to Mr. Taylor, is to facilitate both buying and delivery 
and to furnish general information about housefur- 
nishing goods. 


Meyers Adds to Business 


HE Fred. J. Meyers Mfg. Co. of Hamilton, Ohio, 

manufacturer of Hunter’s sifters, has bought the 
entire sifter business of the Eagle Glass & Manufactur- 
ing Co. of Wellsburgh, W. Va., one of the largest 
manufacturers of flour sifters in the country. 

The Fred. J. Meyers Mfg. Co. bought out the entire 
sifter plant for the manufacturing of this line of 
goods, as well as the good will of the Eagle Mfg. Co. 
sifter business. 

The Fred. J. Meyers Mfg. Co. has removed the entire 
business of its plant at Hamilton and will add it to 
its line of sifters. 


Greetings ‘‘Joly’’ Clayton 


EARL CLAYTON followed his letter into our 

e office. They arrived five minutes apart. Ear! - 

beat the Burleson delivery and took the edge off the 
mail announcement of his transfer of affections. 

We have become so accustomed to thinking of Clayton 
as general manager of the Derf Manufacturing Com- 
pany, Inc., that we have to think twice before intro- 
ducing him as first vice-president and manager of mar- 
keting of the newly organized Lyons Ignition Company, 
Paterson, N. J. 

Clayton says they are making the best spark plugs 
south of the milky way. The company is organized to 
manufacture in America the famous Bougies “Joly” 
spark plug which was a lime light necessity on Allied 
airplanes during the war. He stood squarely on both 
feet in our office and admirably illustrating the ap- 
proved French hand helps in selling went on record for 
the everlasting merits of the “Joly” plug. He has 
joined the National Hardware Association Auto Acces- 
sory Branch under a new rating and promises sensation 
at the Atlantic City meeting as well as the Chicago 
exhibit in December. 

Clayton sails a steady course under his new name. 
Good luck to “Joly” Clayton. 


George H. Bishop & Co. Merger 


HE management of the firm of George H. Bishop & 

Co., saw manufacturers, announce the formation of 
a consolidation of interests with the James Ohlen & 
Sons Saw Mfg. Co. of Columbus, Ohio. 

The consolidation of the two companies means the 
production of a complete line of wood and metal cut- 
ting saws, tools and accessories and will result in one 
of the world’s largest corporations devoted to the saw 
and tool industry. The Lawrenceburg plant will con- 
tinue without any radical change in the operating force 
and all present employees are to be retained. In addi- 
tion to the two large plants at Lawrenceburg and 
Columbus, completely equipped branch houses will be 
maintained at Atlanta, Ga., St. Louis, Mo., Cleveland. 
Ohio, New York City, Chicago, Ill. and San Francisco, 
Cal. Both companies enjoy a large export as well 
as domestic trade. 

The Ohlen Company has been engaged in the saw 
and tool business more than 66 years and is owned 
and controlled by men of very large affairs and while 
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the new organization has not yet been effected it is 
announced that Mr. Frank Gould of the Bishop Com- 
pany will be prominently identified with the personnel 
of the new corporation. In fact the merger has been 
brought about largely because of his effort. It is stated 
that the combined assets will be considerably over one 
million dollars. 


McKay with Estes 


HARLES W. McKAY has taken charge of the ap- 
praisal division of L. V. Estes, Incorporated, indus- 
trial engineers, Chicago. 

Mr. McKay is well known in-both the industrial and 
public utility fields. He is the author of the book 
“Valuing Industrial Properties” published in 1918 and 
of a book entitled “Telephone Rates and Values” to be 
published by the Cornhill Company of Boston, Mass., 
on or about Sept. 1. 

During the past two years Mr. McKay has written 
over one hundred articles for technical and trade jour- 
nals on the general subject of “Valuation.” He is a 
member of the Advisory Council of the Industrial Ex- 
tension Institute. The past year he has supervised 
the appraisement of nearly $40,000,000 worth of indus- 
trial and public utility properties. 


Chicago Hardware Club Field Day 


RESIDENT A. VERE MARTIN of the Hardware 
Club of Chicago, announces that the club will hold 

its annual field day at Elgin, Ill., on Wednesday, Sept. 
3. The arrangements are in charge of “Bill Lewis, 
Chicago manager for the Yale & Towne Mfg. Co. 

Harry Macrae is said to be dieting, with a view to 
capturing the light-weight running honors, while “Van” 
Haight is firmly resolved to break a few amateur records. 
It is whispered also that Gus Ruhling is sharpening his 
Latting eye under the able tutorage of Al Vayo and 
George Beaudin. Allan Coleman has applied for the 
position of umpire, while Vere Martin reserves the 
right to horn in whenever the occasion requires it. A 
physician will be in attendance to bind up any broken 
records or other injuries. 

“Kid” Watts will positively appear in person. All 
club members are urged to be present and aid in making 
the annual field day its usual success. 


An All-Interest Convention 


UNIQUE convention was held in Minneapolis, 

Minn., Aug. 14, 15 and 16. It is the first time in 
the history of the trade that a convention was held of 
the manufacturers, jobbers, dealers and salesmen. It 
was called by the Sterling Electric Company of Minne- 
apolis and the Kelley Hardware Company of Duluth. It 
was the original idea of Harry Bohn, general manager 
of the household utilities department of the Sterling 
Electric Company. 

All of the dealers and salesmen handling the Gain- 
aday washing machine, the OHIO-TUEC vacuum 
cleaner, the Simplex ironing machine, the Ruud auto- 
matic water heater and the White portable sewing ma- 
chine, were invited to this convention. There were about 
two hundred in attendance. 

The salesmen were given an opportunity to give their 
views, the dealers, their views, the jobbers their views, 
and the manufacturers their views. 

The program was carried out as follows: 

The manufacturers furnished the statistics on the 
magnitude of the household utility business and im- 
pressed upon the jobbers, dealers, and salesmen the 
necessity of getting very busy and reaping the benefits 
of the big business which is now at hand. 

Among those attending the convention was W. L. 
Rodgers, president of the Pittsburgh Gage & Supply 
Co., J. R. Spencer, their sales manager, H. G. Grosse, 
president of the American Ironing Machine Co., C. S. 
Beardsley, general manager of The United Electric Co., 
A. P. Brill, general manager of the Ruud Manufactur- 
ing Co., W. H. Vilett, president of the Sterling Electric 
Co., Harry Bohn, general manager of the Household 
Utilities Department of the Sterling Electric Company, 
W. N. Hart, general manager of the Kelley Hardware 
Co., R. Hilgedick, sales manager of the Household 
Utilities Department of the Kelley Hardware Co., Fred 
P. Tosch, president of the Farmers-Electro Lighting 
Corporation, J. P. Hanley, secretary and treasurer of 
the Farmers-Electro Lighting Corporation, G. N. Holl- 
way of the Mason City Electric Co., P. D. Kline, vice- 
president and general manager of the Wisconsin-Minne- 
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sota Light & Power Co., together with eight managers 
of their various plants, Guy Bisbee, president of the 
Fixture Equipment Company, and others from North 
Dakota, South Dakota, Iowa, Wisconsin, and Minnesota. 





Obituary 


HOMAS G. DUNCAN, of 526 Macon Street, Brook- 

lyn, N. Y., died at his residence, Aug. 19. He was 
born in Breoklyn and received his first education in the 
hardware business with Sargent & Company of New 
York, filling in his spare time at his father’s hardware 
store, the late John C. Duncan, who established the 
hardware business at 1768 Fulton Street about 1872. 
From Sargent & Company, he went to Paterson, N. J., 
where he was employed by J. A. Van Winkle Company, 
hardware merchants. Upon the death of John C. Dun- 
can, he took over that business and established himself 
under the firm name of John C. Duncan’s Son. This 
store was one of the few in upper Brooklyn at that 
time, and was very well known, not only to the hard- 
ware manufacturers, but also to the mechanics and con- 
tractors of the 25th and 23d Wards. 

Mr. Duncan was always progressive and very much 
interested in the co-operation of other hardware mer- 
chants in the sale of this class of material, and was 
the first president of the Brooklyn Retail Hardware 
Dealers’ Association, and later the first president of 
the Metropolitan Hardware Association. 

Mr. Duncan was a member of the Crescent Athletic 
Club, and accompanied the International Lacrosse Team 
which successfully toured the British Isles about twenty- 
five years ago, and was also active in the Stuyvesant 
Heights Republican Club, having always been a staunch 
Republican, and ever alive to the interests of that party. 

Mr. Duncan is survived by his wife, Edith Viney, 
two children, Thomas, Jr., and Edith Elizabeth, also his 
brether A. E. Duncan of the Stanley Works, New York, 
and three sisters, Mrs. W. A. Clarke, of Oakland, Cal., 
and the Misses Clara and Jennie Duncan. 


J. OTEY BurorD, manager of the supply department 
and assistant to the manager, also a director of the 
Peden Iron & Steel Co., of Houston, San Antonio and 
Fort Worth, Tex., died Aug. 2 at Battle Creek, Mich. 

Mr. Buford left for Chicago on a business trip about 
10 days previous to his death and was taken ill while 
in that city. He went to Battle Creek for treatment. 
It is believed his death was due to a general break down. 

Mr. Buford was born at Mont-Vale, Va., and was 43 
years of age. He came to Texas about 20 years ago, 
locating in Houston in 1906, making that city his home 
until his death. 

To few men indeed is granted the privilege of being 
loved and honored as was Mr. Buford by all who knew 
him and his cirele of friends, both in and out of the 
hardware and mill supply industry, was large. A big- 
hearted and broad-minded man, with a remarkable 
grasp of affairs in general, he was at all times glad 
to meet the representatives ‘of the mills and factories 
with which his company did business, and it was not 
only a pleasure but an intellectual treat to sit and con- 
verse with him. 

The esteem in which Mr. Buford was held was evi- 
denced by the large number present at the funeral 
services, and the many floral tributes. The active pall- 
bearers were the officers of the Peden Co., and were, 
E. A. Peden, D. D. Peden, John A. Harvin, Charles D. 
Golding, R. C. Terrell and B. E. Taylor. 

Mr. Buford is survived by his widow and a young 
daughter. 

GEORGE W. Korn died July 27 at his home at Little 
Valley, N. Y. His death is a distinct loss to the Amer- 
ican cutlery industry. Mr. Korn, president of the Geo. 
W. Korn Razor Mfg. Co., of Little Valley, N. Y., was 
one of the most experienced razor manufacturers in 
the United States and was perhaps at the time of his 
death the senior cutlery manufacturer in point of years 
in the country. 

Mr. Korn was born at Breslau, Germany, May 22, 
1846, and came to the United States when he was 19. 
Shortly after he came to this country, he became asso- 
ciated with Walbridge & Co., Buffalo, N. Y. and later 
with Alfred Field & Co., New York City. 

In 1900 he established the Geo. W. Korn Razor Mfg. 
Co., of which he was president from the time of its 
organization until his death. 


Ecipius H. KUHLMANN, senior member of the firm of 
the Kuhlmann Hardware Company, Cincinnati, Ohio, 
died recently. 





UMI 





JMI 





epIEEEEE JIT\\ 





Trade Commission 








vs. Supreme Court 


Commission Ignores Court’s Ruling in Colgate Case—Continues Attacks 
on Manufacturers Seeking to Maintain Resale Prices—Lower 
Courts Now Following Supreme Tribunal— 

Other Commission Activities 


By W. L. 


WASHINGTON, Aug. 25, 1919. 

VERY serious question, of the highest im- 
A portance to the business men of the coun- 

try; has been raised during the past week. 
Does the authority of the United States Supreme 
Court exceed that of the Federal Trade Commis- 
sion, or is the Commission a law unto itself, owing 
no allegiance to the Constitution and no respect 
to the pronouncements of the highest legal tribunal 
in the land? 

This interesting question arises as the result 
of two decrees recently issued by the Commission, 
which appear to ride roughshod over the Supreme 
Court’s decision in the now famous Colgate case, 
in which it was held that a manufacturer had the 
legal right to refuse to sell his products to dealers 
who failed to maintain the prices fixed by the pro- 
ducers of the goods in question. An extraordinary 
feature of the case is the fact that these decrees 
have been issued with the consent of the defend- 
ants, which suggests that there is more in both 
cases than appears on the face of the matter. 


Colgate Decision Applauded 

EADERS of HARDWARE AGE will remember that 

when the Colgate decision was rendered the 
press of the entire country applauded the ruling 
of the Court and the opinion was generally ex- 
pressed that the Federal Trade Commission would 
at once cease its attacks upon business men seek- 
ing to prevent ruinous price-cutting. This opinion 
was greatly strengthened a few days later when 
the Commission, on its own motion, addressed a 
memorial to Congress, pointing out the necessity 
for the enactment of some such legislation as 
the Stevens bill, legalizing price-maintenance con- 
tracts, and urging haste in meeting the emergency 
raised by the action of the Court in the Colgate 
case. 

Notwithstanding these facts the Commission re- 
newed its warfare on manufacturers attempting 
to maintain resale prices and in the two decrees 
just issued has enjoined well-known concerns 
from employing “any practice of requiring dealers 
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to maintain standard fixed prices in reselling to 
the public.” The first of these decrees set forth 
by the Commission is as follows: 
Must Not Attempt Price Maintenance 

6’THE Beech Nut Packing Company, Canajo- 

harie, N. Y., manufacturer of Beech Nut 
Chewing Gum, has agreed to issuance of an order 
by the Federal Trade Commission requiring it to 
discontinue its system of requiring dealers to 
maintain standard fixed resale prices in the sale 
of Beech Nut gum to the public. 

“The Commission found that the concern had 
card-indexed thousands of jobbers, wholesalers 
and retailers; listing those that declined to main- 
tain the standard resale prices suggested by the 
Beech Nut Company as: ‘Undesirable—Price Cut- 
ters’; or ‘Do Not Sell,’ or ‘D. N. S.’ 

“It was also found the concern used a system 
of symbols or keynumbers on its packing cases, by 
which its representatives have traced the identity 
of distributors who have cut prices below the 
standard fixed by the company. The company 
would then refuse to sell Beech Nut products to 
such price-cutters.” 

Aside from the detail of card-indexing its cus- 
tomers, which would not appear to have the slight- 
est bearing upon the issue, the facts in the case 
do not differ in any essential particular from those 
involved in the case of Colgate & Co. Both con- 
cerns sought to maintain resale prices, both took 
certain steps to inform themselves as to which of 
their customers indulged in price-cutting and both 
refused to sell to such parties. 


Refusal to Sell Only Material Fact 
HE use of symbols on packing cases and other 
methods pursued to identify price-cutters can- 
not be said to be material. The refusal to sell is 
the only material fact in the indictment. 

It will also be noted that the Commission does 
not allege that any attempt was made by the de- 
fendants to enter into contracts with their cus- 
tomers not to cut prices Yet that is the only prac- 
tice which the Supreme Court, in its opinion in 
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the Colgate case declared was unlawful, upholding 
Colgate’s method of doing business for the specific 
reason that he did not seek to enforce formal 
contracts, but merely “exercised his undoubted 
right” to refuse to sell his goods to dealers who 
cut his prices. 

A Comprehensive Decree 


HE second decree just issued by the Commis- 

sion, though briefer, is even more sweeping 
than that above quoted. It appears to violate in 
substance and essential detail the ruling in the 
Colgate case and leaves the business world at a 
loss to understand the functions of the Supreme 
Court, if its mandates may be so contemptuously 
disregarded by a mere administrative commission. 
This decree is embodied in the following memo- 
randum: 

“The Ruud Manufacturing Company and the 
Pittsburgh Water Heater Company, both of Pitts- 
burgh, manufacturing together more than half of 
the instantaneous and other gas water heaters 
made in the United States, have agreed to issuance 
of an order by the Federal Trade Commission re- 
quiring them to discontinue, individually or joint- 
ly, any practice of requiring dealers to maintain 
standard fixed prices in reselling to the public.” 

If the ruling in the Colgate case means any- 
thing it certainly recognizes the legality of “any 
practice of requiring dealers to maintain standard 
fixed prices in reselling to the public,” provided 
only that no attempt is made to enforce main- 
tenance contracts. There is no allegation that the 
parties enjoined in this decree sought to employ 
contracts in th: -jaintenance of prices; hence 
their action would-appear to have been perfectly 
legal and wholly within the scope of methods ap- 
proved by the court of last resort. 


Courts Follow Colgate Rulin, 


UT if the Federal Trade Commission ignores 

the Supreme Court’s edicts, manufacturers and 
dealers can well afford to ignore the rulings of the 
Commission. That they may do so with impunity 
has just been demonstrated by the action of the 
Circuit Court of Appeals of the fourth circuit, 
which is based upon the opinion in the Colgate 
case, and which show that all the courts of the 
land are prepared to follow the Supreme Court 
and to override all rulings of the Commission or 
any other body that seeks to restrict the right of 
producers and dealers to adhere to fixed prices. 

The opinion of this court was recorded upon an 
appeal from a decision by the District Court of 
the United States for the District of Maryland. 
The lower court had rendered a decision against 
Cudahy Packing Company in a damage suit 
brought by Frey & Son, Inc., a jobber who had not 
adhered to the prices named by Cudahy Packing 
Company in so far as sales by wholesale distribu- 
ters to retailers were concerned, and who had been 
cut off the list of distributing agents selected by 
Cudahy. 

The action was brought under the Clayton Act 
and the Sherman Act. The higher court reversed 
the decision of the lower court saying “there was 
so little real conflict in the testimony on the vital 
issue that, except on the measure of damages, the 
case might well have been tried without prejudice 
on an agreed statement of facts.” 

The agreed statement of facts showed that the 
Cudahy Packing Company sold its product, Old 
Dutch Cleanser, only to wholesalers, who in turn 
sold only to retailers. The manufacturer sold all 
wholesalers of its own selection at a single price 
list from which a discount was deducted as com- 
pensation to the wholesaler. 
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How Prices Were Maintained 


RETAILERS were requested by salesmen to 

transmit their orders through any one of the 
specified wholesale distributers. If any whole- 
saler filled such orders from retailers at less than 
the list prices, the Cudahy Packing Company cut 
such wholesaler off his list of distributers and 
would only sell him again at such prices as would 
not allow that distributer to make a profit in com- 
petition with other wholesale dealers. The manu- 
facturer had widely advertised his product, and 
adopted the foregoing method of sales as a means 
of protecting his distributers and the public, at 
the same time assuring himself and his distribu- 
ters of a fair profit. 

The text of the court’s decision, which has been 
received by the Department of Justice, is of very 
great interest to merchants, and I therefore re- 
produce it, practically in full as follows: 

“In this action for damages under the federal 
statute forbidding combinations and discrimina- 
tion in restraint of trade, the District Judge re- 
fused to direct a verdict for the defendant and the 
plaintiff recovered judgment. Exceptions were 
taken at almost every step of the trial; but the 
vital question on which all others turn is whether 
the testimony, viewed most favorably to plaintiff, 
tended to prove an unlawful combination or un- 
lawful discrimination to which the defendant was 
a party. There was a mass of testimony and a 
great number of objections to its introduction, 
and the case comes here on one hundred and forty- 
one assignments covering eighty-five pages of the 
record; but there was so little real conflict in the 
testimony on the vital issue that except on the 
measure of damages the case might well have been 
tried without prejudice on the following as an 
agreed statement of facts. 


Considered Price Maintenance Necessary 


6’T’HE defendant manufactured and sald Old 

Dutch Cleanser and developed a large trade 
in that article by extensive advertisements in 
newspapers and magazines and by circulars and 
solicitors. Considering the maintenance of a fixed 
price necessary to adequate profit, defendant 
adopted the following means of promoting sales 
and maintaining the wholesale price: It sold only 
to jobbers and wholesalers, who were expected to 
sell only to retailers. Soliciting agents were sent 
to retail merchants and-orders taken from them 
at the list price to be sent to any jobber that the 
retailer named of the jobbers to whom the de- 
fendant was selling. These jobbers selected by 
the defendant, though called distributing agents, 
were purchasers to whom the defendant sold at a 
fixed reduction or discount from the list price. 
This discount was intended as the jobber’s profit. 
By circulars and personal interviews jobbers were 
insistently exhorted to maintain the fixed prices 
in their own interest and that of the defendant. 
The jobbers knew they were expected to maintain 
the prices fixed by the defendant and that they 
were liable to be cut off if they refused. There 
was occasional underselling by dealers and per- 
haps occasional disregard by the defendant of 
isolated acts of underselling. But the plan of the 
defendant was generally acquiesced in by jobbers, 
and its request or demands that the prices be 
maintained were generally complied with. There 
was no formal written or oral agreement with job- 
bers for the maintenance of prices. 

“The plaintiff was a jobber on the defendant’s 
list of ‘distributing agents’ who had a consider- 
able trade in Old Dutch Cleanser. Believing that 
by the elimination of certain expenses usually in- 
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cident to the wholesale business, it could afford to 
sell Old Dutch Cleanser at less than the price 
enjoined by the defendant, plaintiff reduced the 
price below that fixed by defendant. For that 
reason the defendant refused to sell to the plaintiff 
at its usual discount from the price list, thus cut- 
ting off its business by making it impossible for 
it to compete with other jobbers at a profit. 


Methods Not Illegal 


sal Besser vital question is whether defendant’s 
method of business coupled with the acquies- 
cence of its customers therein by observing its re- 
quests or demands to maintain prices was such co- 
operation between seller and purchasers as 
amounted to a combination in restraint of trade 
within the rule laid down in Dr. Miles’ Medical 
Company vs. Park & Sons Company, 220 U. 8S. 373, 
and other following cases. We are obliged to hold 
that the question has been clearly answered in 
the negative by the Supreme Court in United 
States of America vs. Colgate & Company, decided 
June 2, 1919. 

“The court expressly held that the announce- 
ment in advance that customers were expected 
to charge a price fixed by the seller and that the 
penalty for refusal to maintain prices would be 
refusal to sell to the offending customer, ob- 
servance of the request to maintain prices by cus- 
tomers generally, and the actual enforcement of 
the penalty by refusal to sell to such customers 
as failed to maintain the price did not constitute 
a violation of the trust statute. Nothing more 
was done by the defendant and its customers in 
this case. 

“Since the defendant under the Colgate case, 


_ merely exercised the right reserved by the Clay- 


ton Act to dealers of ‘selecting their own cus- 
tomers in bona fide transactions and not in re- 
straint of trade,’ the plaintiff cannot recover under 
its charge of unlawful discrimination in price.” 

This decision not only elucidates the opinion of 
the Supreme Court in the Colgate case—it lays 
down some basic propositions of great significance 
to the business world. 


What Decision Means 


“Tas are pointed out clearly by Gilbert H. 
Montague, the attorney who tried the case 
for the Cudahy Packing Company and who has 
prepared the following statement: “This decision 
really goes further than the recent decision of the 
Supreme Court in the Colgate case, because in 
the Cudahy case the court held that a refusal to 
sell a price cutter was not a violation of the Sher- 
man Act, nor of the Clayton Act, while in the Col- 
gate case only the Sherman Act was involved. 
The Cudahy case also differs from the Colgate case 
in that in the Cudahy case there had been a trial 
at which the price cutter had recovered damages 
against the Cudahy Company upon the apparent 
theory that suggestions by the Cudahy Company 
regarding the prices at which Old Dutch Cleanser 
should be resold by jobbers was evidence of an 
agreement in violation of the Sherman Act if such 
jobbers thereafter resold Old Dutch Cleanser at 
these suggested prices. 

“The Circuit Court of Appeals, in reversing the 
judgment thus obtained by the price cutter, and 
in sustaining the position of the Cudahy Company, 
expressly holds that the jury is not justified under 
the circumstances in assuming that there is any 
agreement in violation of the Sherman Act or 
Clayton Act. The Cudahy case, therefore, is the 
first application of the Colgate decision to the very 
practical situation of a manufacturer who has 
been sued by a price cutter.” 
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Kraeuter Likes Crounse 


Newark, N. J., Aug. 19, 1919. 


Editor HarpwareE AGE: 

Your W. L. Crounse’s article on 
“Probing the High Cost of Living” 
read with much interest, and I want 
to compliment you on the article. 
It is certainly a straight from the 
shoulder talk—one long truth from 
beginning to end, and certainly writ- 
ten in such a way as to impress 
everyone who reads it. 

Keep up the good work, and if 
we all hang together we will save 
the world yet. 

Very truly yours, 


KRAEUTER & Co., INC., 
Per A. A. Kraeuter. 











If the business men of the country can be 
guaranteed the protection of the courts in their 
legitimate efforts to curb price-cutting they will 
doubtless reconcile themselv ; #0 getting along 
without the approval of the Federal Trade Com- 
mission. 


Rulings on “Unfair Competition” 


Gomes interesting propositions relative to “un- 
fair competition” are laid down by the Com- 


* mission in a decree just issued against a St. Louis 


concern manufacturing lightning rods, which it 
is alleged are marketed by methods intended to 
give the public the impression that the rods are 
made by well-known competitors. This decree is 
described by the Commission in an official state- 
ment as follows: 

“Charging concealment of true ownership, use 
of trade names employed by competitors, spying 
upon competitors’ businesses, misbranding of 
products, and disparagement of competitors, the 
Federal Trade Commission has issued formal com- 
plaint of unfair competition against the St. Louis 
Lightning Rod Company, and its subsidiaries, 
Monarch Lightning Rod Company and Franklin 
Lightning Rod Company, all of St. Louis. 

“The Commission’s complaint cited that selec- 
tion of the name ‘Monarch Lightning Rod Com- 
pany’ had enabled that subsidiary to compete un- 
fairly for the business of a competitor which had 
given its product the trade-name of ‘Monarch’ and 
adopted the trade-name ‘Monarch of all Rods’; 
and that selection of the corporate name ‘Franklin 
Lightning Rod Company’ enabled that subsidiary 
to compete unfairly for the business of another 
competitor which had marketed its product under 
the trade-name ‘Franklin.’ - 

“The complaint also cited that the three con- 
cerns have been secretly paying employees of its 
competitors large sums of money for confidential 
information, including the names of competitors’ 
customers, destinations of shipments and other 
business secrets.” 

The defendants in these cases have been di- 
rected to make answer before the Commission on 
September 8. 








Real Cutlery Display Sells the Goods 


Linking Cutlery with House-furnish- 
ings—Why Not Push Kitchen 
Knives for the Late Canning Sea- 
son Now ? 


By CHARLES DOWNES 


lery department at the Albany Hardware & 
Iron Company, Albany, N. Y., recently. He’s 
worth knowing and has a lot of practical ideas. 

Any man who has respect for his face de- 
mands a sharp razor. If he owns an old-fashioned 
blade he wouldn’t think of using it without first 
stropping it, nor does he put it away without first 
giving it a final run on the strop. “Why shouldn’t 
the same hold true of a safety razor?” asks Walrath. 

I know men who have used the same blades for 
years simply because they took the same care of 
them as they would of an old-fashioned straight 
razor. From a dealer’s point of view it is profit- 
able to sell blades. But it is also profitable to sell 
the sharpening devices. There will always be a 
certain proportion of folks who never buy an auto- 
matic stropper. And, of course, there are always 
beginners in the art of self-shaving. A wafer 
blade can’t be made to last a lifetime, so the dealer 
who is on the job can realize profits both ways. 

Walrath and several others seem to think so 
anyway. 

“Just now,” he said, ‘‘we are selling more pocket 
knives than any other single item of cutlery. I 
suppose the reason for it is chiefly due to the fact 
that we have a large stock constantly on display. 
To sell cutlery properly it is necessary to have a 
large variety and it is a line of stock that has got 
to be kept constantly before the buying public— 
morning, noon and night. Of course,” he added, 
‘“‘we have the advantage here of a large transient 
trade—people who vis#t the capital and who buy 
pocket knives as souvenirs.” 

Walrath certainly practices what he preaches 
in the matter of display. The whole center of the 
store is a glittering display in crystal of fine cut- 
lery. The case and its arrangement would be a 
credit to any jewelry firm on Maiden Lane. 

“Good salesmanship,” as defined by Walrath, 
“consists in the ability of inducing people to buy 
more than they intended to buy when they entered 
the store. And therefore,” he says, “attention and 
ingenuity devoted to display cases and window 
trimming is time well spent. For the window is 
the bait, and the display case the hook, and it’s 
up to the salesman to land the ‘trout’.” 

Incidentally I might say at this point that Wal- 
rath also said some very pleasant things about 
HARDWARE AGE, especially about its value as a 
clearing house for ideas and merchandising sug- 
gestions for dealers all over the country. 


I WENT up to see Scott C. Walrath in his cut- 


Linking Cutlery with Housefurnishings 


ALRATH is one of those men who believes 

there is a definite place for pretty nearly 
everything, and so he puts household and kitchen 
cutlery in the housefurnishing department. 

“We used to have all our cutlery stock in one 
department,” he explained. “Women would come 
in and go up to the housefurnishing department, 
get what they wanted and then go out again. I 
have had women tell me that when they got home 


they very often found that they had forgotten to 
get a paring knife or a new bread knife and 
would either have to ’phone for it or send some- 
where near their home for what they wanted. 
The point of it is we did not do our part as dealers. 
It was as much our loss as it was the house- 
keeper’s. 

“So we finally decided to move the bulk of our 
household and kitchen cutlery to the housefurnish- 
ing department and also to keep it continually on 
display in the window. The result has more than 
justified the move. We’ve had men and women tell 
us that they had no intention of buying a kitchen 
knife when they came in the store. But they saw 
some pattern on display that struck their fancy 
or else had some particular knife called to their 
attention in an interesting way and nine times 
out of ten were induced to buy. The main thing 
—cutlery in our housefurnishing department at- 
tracts attention, which is the first step toward a 
sale.” 

Kitchen Knives for Fall 

ALRATH also mentioned the fact that fall 

cutlery sales can be made to net good profits, 
especially in kitchen knives. September is the 
usual canning and preserving time and knives 
are essential items for the woman who does her 
own preserving. Home preserving, Walrath said, 
was made popular during the war and a great 
many families have come to appreciate more than 
ever home-made jams, jellies and sauces. Wal- 
rath considers that this September canning sea- 
son is a good chance for wide-awake dealers to 
feature cutlery for the housewife along with the 
usual assortment of jars, pots, kettles and rub- 


“ber washers, etc. 


According to Walrath the question of prices 
is going to influence the American market more 
than anything else. He is strong for American 
made cutlery, but pointed out that dealers, for 
sound economic reasons, can’t afford to buy domes- 
tic cutlery at high prices if they can get prac- 
tically the same quality in foreign goods at lower 
prices—unless, of course, American products are 


given a fair and ample form of tariff protection - 


so that American workers can compete on an equal 
basis with foreign labor. 


A Point for Salesmen 


E said it is hard to convince the average 

American customer about the amount of 
skilled labor required to produce a pocket knife. 
The average person seems to consider merely the 
value of the materials in the knife and overlooks 
the human element necessary to make it. For that 
reason he thinks the dealer should try to convince 
a customer that when he or she purchases an 
article of American-made cutlery the price repre- 
sents the cost of modern skilled labor. Explana- 
tion on the part of the man behind the counter 
is needed. He ought to be able to give a con- 
vincing idea to a customer about some of the im- 
portant and difficult operations of manufacture, 
which should help to establish a friendly attitude 
on the part of both customer and clerk. 

Apropos of this I recently visited a few stores 
that were big surprises. There seems to be too 
much of a defiant “take it or leave it” attitude 
nowadays on the part of some clerks and it pro- 
duces a justifiable feeling of resentment among 
customers. 

In these days of Bolshevism and high prices it’s 
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Note how cutlery is linked up with fine 


like a wind from heaven to meet a man of Wal- 
rath’s type who has time to be friendly and to 
take personal interest in strangers. Prices may 
change, but there are some things that never alter, 
and one of the most important of these is every 


housefurnishings in this Albany Iron & Hardware Co. store 


sane man’s appreciation of friendly attention. It 
was once said that a man who is really friendly 
gets more dependable trade than any cut price 


sale ever did. 
Well, why shouldn’t he? 
















Letters of aSales Manager to His Men 


XXXII 


This is the thirty-third of a series of sales letters, which, though 
intended primarily for traveling men, will be of interest to 
every member of the trade. They were written by the sales 
manager of a great hardware jobbing house to a corps of sales- 
men who in the last eight years have doubled the business of 
the firm. The letters are really short editorials which prefaced 
actual merchandise instructions. The author has consented to 
their publication at the solicitation of HARDWARE AGE, in which 
they will appear in succeeding issues through the year. 





Is Hospitality a Part of Your Creed? 


cause it shows an all too frequent error made by salesmen. 


In a certain town not far from here there dwelt a man who had been engaged in the 
hardware business for fifteen years. 
During that time dozens and dozens of salesmen had called upon this merchant. Some had 
sold him much goods—some had sold him little. 
He began business in a small way, his total capital being just $500, but he was a careful, 
hard-werking fellow. He bought often and in small quantities and he saved what he made. 
Ten years later he moved the old building in which he began business to the back of his 


lot, and erected a new building on the old site. It was not a pretentious business home, but a 
lot better than the one he began business in. 


At the time of his entry into the hardware business he had no money to buy either shelv- 
ing or fixtures. 


A credit at the local lumber yard enabled him to secure some boards and his first order con- 
tained some varnish stain. 

With these things he fashioned some shelving and boxes in which to store his stock. 

When he moved the stock into the new store building the old fixtures went along because. 
as he afterwards said, he did not have enough money left after paying for the new building 
to buy new fixtures. 

Five years have rolled by since the new building was built, and during that time my friend 
has prospered. 

The other day he was called upon by a salesman who was new to the territory but had a 
nose for business, like a pointer has for a covey of chickens. 

This new salesman heard the story of the man’s rise in the business world. Then his 
busy, active, well trained brain did a rapid step in figuring and this new salesman reasoned 
it out about as follows: 

“This merchant began business fifteen years ago. In ten years he made enough money to 
build a new building. It’s five years since the new building was built—he still has the old 
original fixtures. It’s about time that he bought a set of uptodate hardware shelving and 
counters.” ° 

This salesman invited the merchant to buy fixtures. The merchant accepted the invita- 
tion. He bought $1,500 worth of fixtures and after they were installed one of the salesmen 
who had been calling upon this merchant for ten years found the shelving in place on his next 
trip. : 

Here’s the conversation that followed: 

SALESMAN: “Hullo, Jim. Where did you get your new shelving?” 

MERCHANT: “Bought it from —— ——.” 


SALESMAN: “The hell you did. I didn’t know you were in the market for shelving. 
My firm sells that shelving also.” 


MERCHANT: “Well, Bill, I didn’t know that I wanted to buy until Mr. Blank invited 
me to, and you must admit that if you had been thinking very much about me and my affairs 
during the ten years you have called upon me you would have known that I needed some new 
shelving.” 

This is not an imaginary tale. It’s a fact, and it’s the same story over and over again 
with hundreds of salesmen every day. 

Why didn’t these other salesmen who had called on this man so many years and had watched 
his growth and knew of his prosperity make this sale? Well, friend, that’s the great question 
—WHY! 


Why is it that more salesmen do not use the first and greatest principle of salesmanship? 


Why don’t salesmen watch the side of the path of life, as well as looking only at the road 
ahead of them? 


There are too many men who masquerade as salesmen who do not use the good common 
sense that God gave them. 


INVITE YOUR CUSTOMERS to buy—not what they WANT to buy, but what you know 
they can afford to buy and what it will be pro‘table for them to buy. 
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[To is an unusual story—not because it is void of the elements of human nature, but be- 
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TLANTIC CITY the week of Oct. 15. No really 

big hardware man needs a call-up to remind him 
of what’s doing on that date. Their reservations 
are made—their anticipators are in tune—they are 
going to be a part of the greatest of hardware con- 
ventions. 

Every important hardware wholesaler in the 
United States will be there. It isn’t a cub salesmen’s 
meet. The Big Boss covers this one himself. If 
there are two or three of him they are all there. 
Partners buy tickets in pairs to the National Hard- 
ware Conventions. 

Then the manufacturers are coming, because their 
American Hardware Manufacturers’ Association 
meets at the same time. These big hardware men 
kill two birds with one stone. The buyers come to 
buzz and buy and the sellers come to sizz and sell. 

They do their Buzzing and their Sizzing after con- 
vention hours and their buying and selling on the 
side lines. It’s the big get-together meeting of the 
industry. 

Like the wholesalers the manufacturers send their 
big men. Presidents and secretaries, treasurers and 
salesmanagers will be thicker on the Board Walk 
in October than bathers are on the beach right now. 

There will be toy men and tool men, steel kings 
and plier plutocrats, builders’ hardware barons and 
housewares wonders. There will be half a thousand 
automobile accessory speed demons and the washing 
machine elite of the entire world. In fact, the 
“‘Who’s Who in Hardware” will all be there. 

And before you wire for reservations—you’ll have 
to wire the Marlborough Blenheim or the Traymore 
now—before you crowd your order for an ocean 
front room with fresh and salt water bath into a 
ten-word telegram—make it for two. 

You'll be lonesome at Atlantic City without your 
wife. All the boys are doing it. It’s perfectly proper. 
No one will think the less of you for it. To be 
perfectly frank, it’s not good form to come without 
her. If you haven’t got a wife get one. 

The entertainment committee is planning on at 
least 800 ladies at this convention and the things 
they have arranged for their comfort and pleasure— 
say, even the old Atlantic’s jealous about it. 

Tell the Mrs. to order her clothes and you, old 
timer, put your nose against the grind-stone and 
catch up with your work, for you are going to be 
away from home all the week of October 15. 

T. James Fernley estimates that the attendance 
will be 25 per cent greater than any National Hard- 
ware Association Convention of the past. 

So—pack up your troubles in your old kit bag 
and check the blamed thing in the basement. You’ll 
want your wardrobe trunk on this trip. 

Atlantic City the week of October 15. There are 
over three hundred Jobbers on the Reception Com- 
mittee alone. Bobby Jones will 
Well, you’ll be there to see. 
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A National Building 
Stimulant 


ENATOR CALDER stated before the 

United States Senate on August 8 that 
1,000,000 homes to cost about $4,000,000,000 
are needed in the United States. He em- 
phasized the shortage of labor and materials 
and ably reviewed numerous obstacles which 
confront the man who wants to build a home. 
He said “the Government should provide a 
system of easy loans to home builders.” 


Senator Calder has broached a big sub- 
ject. We hope the suggestion will not die as 
a passing remark. The housing of our people 
is a problem that grows greater and more 
serious every month. Landlords have been 
raising rents continuously for the past four 
years. There are more than a million famil- 
ies in this country who are now paying 25 
per cent more rent than they paid two years 
ago for the same property. Many raises have 
been 50 per cent, and in some cases over 75 
or 100 per cent. It has been and is still a 
Profiteers’ Paradise. Any national law that 
will stimulate home building would receive 
popular endorsement. 


The Joys of 
Rural Life 


HE committees on the high cost of living 

are having a hard time of it. Work has 
been piling up for them for a long time back, 
and they can prod profiteers in about any 
block. One of the most interesting and most 
violent price advances, however, is found out 
in the country far beyond the haunts of the 
middleman. 


It’s apples—to be more explicit, cider 
apples. Last year they brought from 55c to 
75¢c a cwt. in the orchards. Now they are 
in demand, or rather they are demanded, at 
$2 a cewt. 


But the farmer is sitting tight. The early 
and tremendous demand for cider mills is 
a clear indication of what is in his mind, and 
we might prophecy, with considerable con- 
fidence, that we are on the eve of a boom in 
visits to country cousins. 


Hard cider contains an eight to ten per 
cent kick, which in these days of 2.75 per cent 
heer, looks like a lodestone to the individual 
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whose thirst becomes more pronounced with 
the prolonged “dry spell.” 


Incidentally the price of cider apples has 
put the price of vinegar well up the ladder. 


City demand has hopped the price of yeast, 
and sugar soars. The farmer with his cider 
mill, however, seems to have the edge. He 
needs no outside ingredients, seltzer the 
morning after. He grinds his apples to 
juice and sits tight. Truly rural life has its 
atonements. 


Produce More— 
The Need 


REALIZATION that the great prob- 

lems of readjustment will not be solved 
by advancing wages, or by shortening the 
hours of a working day seems to be taking 
root. 


To increase production per capita is to file 
the key, the key to our national and interna- 
tional problem. 


We are confronted by the same obstacle 
that has reared itself before us for years 
past, only its proportions are greater. 


For forty years past labor-saving devices 
have saved the day. 


Now the shirking of the individual, the 
let-up of the man, the lay-down uf the worker 
has at last overcome the saving of automatic 
machinery and we are against a stone wall. 
It is a shameful admission that our produc- 
tion per capita is on the wane. 


No nation can become richer by produc- 
ing less. Labor-saving devices at their best 
should mean more and better conveniences 
and essentials for the human family. 


Increased wages and shorter hours are 
proving a pitifully poor team with which 
to pull down advancing costs. Everything 
that is done for labor that will increase pro- 
duction, directly or indirectly, is good for the 
country. Every move that reduces produc- 
tion per capita increases a danger that al- 
ready threatens the foundations of govern- 
ment. 


A national resolve, deep and abiding in 
the hearts of every true American, to in- 
crease his production would clear the clouds 
in a hurry. 


Pledge yourself to produce more, then fol- 
low through. 





UM! 
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NEW YORK 


Office of HARDWARE AGE, 
New York, Aug. 25, 1919. 

HE most important development of the past week 

in this vicinity was the big strike of cutlery work- 
ers in fifteen of the largest factories in Newark. As 
this report goes to press the men are still out and 
are demanding a 44-hour week, a 10 per cent increase 
and majority control of shop management. There 
are about 2500 men employed in the Newark cutlery 
factories, most of whom belong to the Brotherhood of 
Metal Workers. This strike is significant because the 
results will be felt in practically every cutlery factory 
in the United States. Cutlery for some time past has 
not been very plentiful and the scarcity is now frankly 
acute owing to continued labor troubles. One large 
jobber recently predicted that by Chritsmas pocket 
cutlery will be almost impossible to obtain in any 
quantity. 

The general market remains firm and outside fall 
buying is noticeably increasing. Local jobbers con- 
sider business on the whole decidedly satisfactory, al- 
though a good deal of buying uncertainty seems to 
exist on account of labor conditions and the Govern- 
ment’s investigations into the causes of the high cost 
of living. Because of these conditions no appreciable 
reduction of prices is expected nor even considered re- 
motely possible for an indefinite period. However, the 
majority of local jobbers claim to have done a larger 
volume of business this month than during any pre- 
vious August that they can remember. 

Retail dealers in and around New York continue to 
do a brisk business and appear to be fairly well stocked. 
They no longer seem to look for a general decline of 
prices and are placing fall orders early so as not to 
be caught the last minute with empty shelves. Most 
retailers say present prices seem to have little influ- 
ence on the buying of the average customer. 

Babbitt Metal.—The condition of this market remains 
firm with no changes since last week. Best grade, per Ib., 
$1.00: commercial grade, per Ib., 60c. 

Brass and Copper.—The market in brass and copper con- 
tinues strong with no change in base prices. Buying is re- 
ported to be improving even over last week. Jobbers say 
that the Government sales of brass have made no material 
impression on the local market. 

Base prices for quantities not less than 100 lbs. of a size 
from New York stock: High brass sheets, 29c. to 32'4c. 
base: high brass wire, 3lc. to 33c. base; brass rod, 26% to 
30c. base: seamless brass tube, 37c. to 39c. base; seamless 
copper tube, 38%c. to 40%4c. base; sheet copper, 33%c. to 
361%4c. base; copper wire, plain, 3244c. to 338c. base. 

Butts and Locks.—No changes are reported since last 
week, but sales continue good. Solid bronze locks, $3.10 a 
set: inside door locks, steel. 63c. a set; butts, bronze plated 
on steel, 3% in., 27c. a pair. 

Conductor Pipe, Eaves Trough, Elbows and Shoes.—The 
usual fall building orders for these lines are reported slow 
and uncertain. Prices remain unchanged. Conductor pipe, 
galvanized steel, 50 and 10 per cent; galvanized, charcoal 
and iron, 35 per cent; copper pipe, 20 per cent; discounts 
from jobber’s list. 

Eaves Trough.—Galvanized steel, 60 and 10 per cent: gal- 
vanized, charcoal and iron, 50 per cent; copper, 20 per cent; 
discounts from jobbers’ lists. 

Elbows and Shoes.—All sizes up to 6 in., 70 per cent dis- 
count on galvanized steel, plain, round and corrugated. 

Cutlery.—Local jobbers report an increasing demand for 
pocket cutlery and a corresponding decrease of stocks on 
hand. Cutlery is one of the hardest lines of hardware 
stock to obtain at present in any quantity. Strikes and 
closed order books are responsible. Prices generally are 
expected to advance about Sept. 1. 

Jack-knives, standard American 2-blade, standard gauge, 
3% in. length, stag handles, steel lined, black inside, steel 
bolsters, no cap, $10 per doz. Boy Scout pattern, 3% in. 
length. stag handles, one cutting blade, one can opener 





blade, and combination bottle cap opener blade, $12.63 to 
$17 per doz. Butcher Knives, standard American beech 
handle knives, 3 brass screw rivets in handles: 6 in., $4.20 
per doz.; 7 in., $4.90; 8 in., $5.60; quoted at 30 per cent dis- 
count on jobbers’ lists. 

Window Glass.—The market in this line continues firm. 
A number of factories are expected to resume production 
within a few weeks, which will increase local stocks that 
are at present “pretty well broken up.”” Present prices are 
the same as last week: A, single thick, all sizes, 79 per 
cent; B, single thick, all sizes, 80 per cent; A, double thick. 
all sizes 80 per cent; and B, double thick, all sizes, 82 per 
cent discount from jobbers’ lists. All quotations pre subject 
to stocks on hand. 

Galvanized Ware.—No advance is noted since the change 
of last week. The demand for this line is improving as the 
fall orders begin to increase. 

Standard galvanized washtubs, No. 1, $11.85 per doz. 
Standard galvanized washtubs, No. 2, $13.75. Standard gal- 
vanized washtubs, No. 3, $16 per doz. Standard galvanized 
pails, 8 qt., $3.65 per doz. Standard galvanized pails, 16 qt., 
$6.30 per doz. Standard galvanized pails, extra heavy, 12 qt., 
$6.30 per doz. 

Game Traps.--Increased interest is beginning to be felt 
in this line, and a large number of inquiries have been re- 
ceived by local jobbers. Large orders are expected as the 
fall approaches. Blake & Lamb traps: For rats, No. 0, 
$4.25 per doz.; No. 1, muskrats, $5 per doz.; No. 2, large 
mink, $10.50 per doz.; No. 3, fox, $14 per doz.: less 50 per 
cent from jobbers’ lists. Triumph traps, No. 11, muskrat, 
$5.60 per doz.; No. 12, fox, $10.50 per doz.; No. 14, lynx, 
$16.50 per doz.; less 65 per cent. 

Ice Skates.—This line is as yet comparatively quiet. 
Price advances are predicted. 

Men’s Union hockey, nickel plated, $1.01 per _ pair: 
women’s same, $1.66 per pair. Men’s cast steel polished, 
wae. per pair; women’s same, $1.06 per pair. Men’s cast 
steel, nickel plated, 89c. per pair; women’s, same, $1.29. 

Lanterns.—Improved buying was observed during the week 
in this line, and many inquiries were received. Most of 
the fall orders so far listed include lanterns. Dietz Hy-Lo 
lanterns, $7.30 per doz.; Monarch, $7.50 per doz.; Blizzard, 
$11.35 per doz.; junior side lamp, $13.75 per doz.; Eureka 
driving lamp, $15.95 per doz. 

Linseed Oil.—This market remains firm, and indications 
are that it will continue so for the rest of the month. The 
usual late summer dullness came this year at an opportune 
time because there is so little oil available. Some quotations 
have been made for October deliveries at $2.12 for car lots, 
$2.15 for lots of more than 5 bbls., and 92.18 for less than 
5 bbls., which is a decline of 5c. over last week’s quota- 
tions. For November and December shipments a decline of 
10c. is noted, quotations being given as $2.02 for car lots, 
$2.05 for 5 bbls. or more, and $2.08 for less than 5 bbls 
Present quotations for September delivery are as follows: 

Linseed oil, raw, in lots of more than 5 bbls. is quoted 
at $2.25. In lots of less than 5 bbls., $2.28. Calcutta oil in 
barrels, $2.35. Oil in half barrels, 5c. per gallon extra. 

Nails.—Local stocks are broken, supplies scarce and quan- 
tity deliveries hard to obtain. No price changes occurred 
during the week. 

Wire nails in store are quoted from $4.25 to $4.70 base per 
keg and carted by the jobber, from $4.40 to $4.90. Cut nails, 
in or out of store, range from $5.75 to $6.75 base per keg. 

Naval Stores.—_Prices in some of these lines declined 
slightly during the week. Turpentine remains firm, how- 
ever, and local stocks are almost nil. Quotations are still 
nominal. 

Turpentine, nominal, $1.75 per gal. 

Rosin, common to good strained, on a basis of 280 Ibs. 
per barrel, $17.50; lL) grade, $18.50 per bbl., and best W W, 
$24 per bbl. 

Tar, $13.50 for kiln and $14.50 for retort tar per bbl. 
f.o.b. New York. 

Lead.—American pig, 6c. to 7c. per lb.; bar, 7%c. to 8c. 
per lb. ” 

Solder.—No. 1, 40c.; 4% x 14, guaranteed, 45c.; refined, 34c. 

Rope.—The rope market is somewhat dull. Sellers con- 
tinue to hold firm on present prices, although one or two 
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minor changes occurred. Local merchants declare they have 
erders on their books to keep them busy until well on toward 
the first of the year. 

Jute rope, No. 1, 17%c. to 18c.; jute rope, No. 2, 16%%4c. 
to 17c.; jute twine, wrapping, 29c. to 3lc; India hemp twine, 
No. 4% and 6 basis, 25c. to 27c. Manila rope, best grade, 
25c. to 26%4c.; second grade,, 24c. to 25%c. Hardware, first 
grade, 22c. to 231%4c. Sisal rope, pure, % in. basis, 19c. to 
22%c. Lath yarn, first grade, 1914c. to 22%c.; second grade, 
17%c. to 19'ée. 

Roofing and Building Paper.—Prices are firm and the de- 
mands good. 

Tar paper, No. 1 ply, $1.60 per roll; No. 2 ply, 98c. to 
$1.20 per roll; No. 3 ply, $1.33 to $1.70 per roll. 

Rosin sized sheathing, 25-lb. roll, 85c.; 30-Ib. roll, $1; 40-lb. 
roll, $1.35. 

Rubber roofing paper, No. 1 ply, $1.90; No. 2 ply, $2.30; 
No. 3 ply, $2.85 per roll. 


Shovels.—This line is improving as fall orders continue 
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Office of HARDWARE AGE, 
Chicago, Aug. 23, 1919. 

HE Chicago district continues to experience an era 

of good business, which is considerably above nor- 
mal. During the past two months local jobbers have 
sold a larger volume of merchandise than during any 
corresponding period in their business history. The 
demand is not limited to any particular lines, but takes 
in practically everything pertaining to hardware. 

In the city of Chicago proper, there has been some 
decline in sales of builders’ hardware, sash weights, 
roofing, jack screws, wheelbarrows and other lines used 
in construction work, due to the strikes and lockouts in 
the building trades, but the general sales of even these 
items have increased. There now seems some hope 
that the troubles of the building trades will be adjusted 
during the next week, and local retail dealers will cer- 
tainly welcome the return to normal. The deadlock is 
now in its fifth week, with the following surface results 
to date: An absolute stopping of building operations, 
either in course of construction or ready to start, to 
cost approximately $125,000,000. More than 105.000 
men have been out of employment since July 8, which 
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to be sent in. It is rumored prices will adyance,. and, job- 
bers advise the placing of early orders for snow. shovels. 
Prices subject to advance. Black No. 2, D handle, $13.26 per 
doz.; polished shovel, 4th grade, $14.21 per doz. 

Snow Shovels.—Plain, 2-rivet, long handle, $6.75; Ames, 
long handle, $10.50; wooden, D handle, steel tip, $5.25; gal- 
vanized D handle, $11 per doz. 

Sleds.—Jobbers report this line to be slow. It is too early 
in the season yet for many orders of sleds, but a number of 
inquiries are being recevied, and quotations are given as 
follows: 

Speed King sleighs, No. 10, $12 per doz.; No. 11, $12.75; 
No. 12, $13.75; No. 13, $16.50; No. 14, $21.50; No. 15, $23. 

Flexible Flyers, No. 1, 942 per doz.; Junior Racer, $54 per 
doz., with discount of 33% from stock. 

Stove Pipe-—The same conditions exist in this line as 
mentioned about sleds. There has, however, been some in- 
crease of activity over last week owing to possible price 
advances. Twenty-eight gage, 6 in., $3.50 per doz. lengths. 
Elbows, heavy corrugated, 28 gage, 6 in., $2.35 per doz. 
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means a loss in wages or salaries of $14,000,000, the 
loss being estimated at about $600,000 per day. The 
best part of the building season is over, with a shortage 
of about 50,000 homes, which puts tenants daily more 
at the mercy of the landlords. 

The carpenters are still the ones blocking the settle- 
ment. The lathers, hoisting engineers, structural and 
ornamental iron workers, bricklayers and stone masons 
seem ready to settle their differences, but refuse to 
come to any positive agreement until they see how the 
carpenters come out in their wage demands. All groups 
have been offered an increase of 12%c. an hour, or $1 
per day over the old scale. The carpenters insist on 
an increase of 20c. per hour, or $1.60 per day over the 
old schedule. If the demands are granted it means a 
wage scale of $1 per hour for all carpenters, while the 
highest rate paid in other cities is 90c. per hour. 

Strikes are also in evidence in the blast furnaces and 
stee] mills, and in some instances large plants are now 
idle. If these strikes hold out for any long period of 
time there will be increased shortages of raw material, 
which will undoubtedly affect the general hardware 
market. 








Current Metal Prices 


The quotations given below are for small lots, as sold 
from stores in New York City by merchants carrying stocks. 

As there are many consumers whose requirements are not 
sufficiently heavy to warrant their placing orders with manu- 
facturers for shipment in carload lots from mills, these prices 
are given for their convenience. 

On a number of articles the base price only is given, it 
being impracticable to name every size. 


Iron and Soft Steel Bars 


Merchant Steel 
and Shapes P 


er TH. 
Tire1%yx% in. and larger.3.37¢ 


wag — T lk 3% in. and 
alk . ic 
Refined Iron. base price..3.37¢ 7; us 1 X 7% ln and 25¢ 
Burden’s H. BR. & - bar 10 Opeu-hearth spring steel... .6.00¢ 
iron, base price......... 6.10¢ Standard cast steel, base 
Dutes's Best ber tee... ME acne bedinn baecaalk 14.00¢ 
base price...-...ssesses Pag ted Extra cast steel... .18.00@20.00¢ 
Swedish Bars, base price..20.00¢ = crociay cast steel. . .23.00@25.00¢ 
Soft Steel: Tank Plate—Steel 
% to 1% in., round and er Ib. 
BQUATE «+ --e eee eeeses amid % in. and heavier....3.67@3.92 
‘i “4 . bie = bed - » 8 . 38.37 Sheets 
1 to 6 in. x % and 5/16 Blue Annealed ree ® 
Ri -dsbasnes case cop weer . tb. 
Rods—% and 11/16.......3.42¢ No. 8 and 3/16 in........- 4.52¢ 
Bands, 1% to 6 x 3/16 to — 10 Tere 4.57¢ 
EE Vee eer Se ee 07 Se, | RE oe eee eens 4.62¢ 
| err err -. -4.67¢ 
ghapes: BOAO ccoccuaaanennceee 4.77¢ 
Beams and channels—3 to Bor Annealed—Black 
BB ft. |. cc ccc cccccc cee BATE Soft Steel Wood's 
Cc. R., One Pass, Refined 


per Ib. ner th. 
Nos. 18 to 20....... 5.30@5.55¢ 
Nos. 22 and 
24 


Angles: 





3 in. x % in. and larger.5 









3 in. x 8/16 in. and % in.3.72¢ == 94 occ cc cees 5.35@5.60¢ 
1% to 2% in. x % in...3.52¢ No, 26.......00eeeee 5 40@5.65¢ 
1% x 2% in. x 3/16 in. ee ee 5.50@5.75¢ 
and thicker..... ee cso eee a ee 6.00 @6.25¢ 
1 to 1% in. x 3/16 in...3.52¢ No, 28, 36 in. wide. 10c¢ higher. 
1 to 1% in. x % in..... 3 Woods Keystone Hammered, 
% | ee | Srey ic r 18-24 gage, 9%¢; 26-28 gage, 
SS MH AB. .wccccccccess 10%¢. 
5% Galvanized 
Per lb. 
MO. Jhissvasecissage 5.85@6.10¢ 
ee ee -00@6.25¢ 
Nos. 1 -15@6.40¢ 
Nos, 2 .8B0@6 65¢ 
Bs Bs cwes: -6.45@6.70 
No. 27 -6.70@6.95 
No. 28 -T5@7.00¢ 
he ae re 7.25 O¢ 





. 30 @7.5 
No. 28, 86 in. wide. 20¢ higher. 


Corrugated Roofing, Gal- 
vanized 


2% in. corrugations, 10¢ per 
100 lb. over flat sheets. 
Steel Wire 


Base Price* on No. 9 gage and 
coarser: 


Bright. Basle... sss ee wet 5.25¢ 
Anpvaled Bolt... .cccscccves 5.25¢ 
Galvanized Annealed....... 6.00¢ 
Coppered BASiC....sccccrces 6.00¢ 
Tinned Soft Bessemer...... 7.25¢ 


*Regular extras for lighter gages. 
Brass Sheet, Rod, Tube 


and Wire 

BASE PRICE 
High Brass Sheet......... 32¢ 
High Brans Wire... 4.00: 32¢ 
i BAe ere ree 31¢ 
Brats Tube. vcccscciscasies 46%¢ 


Copper Sheets 
Sheet copper. hot rolled, 16 oz., 
32% @35 per It. base. 
Cold rolled, 14 oz, and heavier, 
1¢ per Ib. advance over hot rolled. 


Tin Plates 
Bright Tin 


Grade Grade 
*A Aa” ogee 


| ee $11.30 $10.05 

Mi covevees 13.50 12.00 

LL err 15.25 13.75 

2 er rrre 17.00 15.50 

oo és arr 18.75 17,25 

Coke—14x20 

Primes Wasters 

COW Sic ds $7. $5.77 

OO  Lctcec oo ‘TM 7.65 

SOTO casacess 8.00 7.75 

SF csvcekoe 8.15 7.90 

> Pr 9.15 8.90 
ERE - 6o0de008/ 30.98 

|S 6, e 13,15 10.90 

. BRR ceo vege 12.15 11.90 


Terne Plates 
8-Lb. Coating 14x20 









Tin 
Per 
Straits PE oovevevccoves T2@74¢ 
BOP ccrcceseceseonsess su @85¢ 
American Pig, 99 per cent. 
T@T2¢ 
Copper 

Late TnSet.ccvccccccs Tree. 
Electrolytic -24@25¢ 
Casting ..... weeveee -2L4@25¢ 

Spelter and Sheet Zine 
Western Spelter......... 8% @He 
Sheet Zinc, No. 9 base, casks.12¢ 

ME cpcterescecrezeuense 12 

Lead and Solder 

American pig lead....... 6% @i« 
Bat ARs 2cccnccecess T%@8ie 
Solder, % & % guarantee....45¢ 
Se ee ae verre. 
Retined: SOMO: vo 06-6.c.000-60008 B4¢ 


Prices of solder indicated by 
private brand vary according to 
composition, 


Babbitt Metal 


Best grade, per lb........... 90¢ 
Commercial grade, per Ib..... 50¢ 
Antimony 
BOO ccccsevers oeee DK@10¢ 
Aluminum 


No. 1 aluminum (guaranteed 
over 99 per cent pure), in 
ingots for remelting, per 
Te. ccccecdveves fu 35@37¢ 

Old Metals 
In this market prices are lower, 

Dealers’ buying prices are nomi- 

nally as follows: 

Cents 


Per lb. 
Copper, heavy and crucible.17.00 
Copper, heavy and wire....16.00 
Copper, light and bottoms. .14.00 
Brass, heavy..s..si%. o--.+10.50 
Brass, TG.» o:¢0-¢0K90 006005 7.50 
Heavy machine composition.15. 
No. 1 yellow rod brass turn- 
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August 28, 1919 


The leading steel producers are not inclined to ask 
higher prices on major products for this year’s delivery, 
but there is undoubtedly an upward tendency, and in 
some cases an actual advance in such items as galva- 
nized sheets, nuts, bolts, rivets and cut nails. The daily 
steel production for July was only 114,802 tons per 
day, or 17 per cent less than the average daily rate for 
last year. It will in all probability be considerably less 
for the month of August. . 

Shortages are already appearing in many hardware 
lines, and in some cases the shortages are assuming 
serious aspects. Meanwhile the ultimate consumer ap- 
pears to be buying as freely as ever, and paying in cash 
much more often than in pre-war days. 

Axes.—Hardware jobbers report a continued heavy demand 
tor axes, the bulk of the business being for future shipment. 
Sales over the retail counter are naturally light at this time, 
as the heavy selling season is during the fall and winter 
months. Manufacturers do not hold out any hope of lower 
prices, declaring that the market is very firm with a tend- 
ency upward. 

We quote from jobbers’ stocks, f.o.b. Chicago: First 
quality single bitted axes, 3-lb. to 4-lb., $14 per doz. base. 

Alarm Clocks.—There is apparently no change in the con- 
ditions surrounding the alarm clock industry. Demand over 
practically the entire country is above normal and manu- 
facturers are doing their utmost to fill back orders. In this 
they are greatly handicapped through inability to get skilled 
workers. Jobbing stocks are badly broken and some local 
jobbers are accepting orders only at prices prevailing at 
date of shipment. All recent advances have been taken by 
the jobbing trade and are firmly held. Present conditions 
seem to indicate that shortages will prevail throughout the 
balance of the year. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Amer- 
ican alarm clock in less than dozen lots, $12 per doz.; in 
dozen lots, $11.55 per doz.; in case lots of 4 dozen, $11.40 
per doz.; Lookout alarm clocks, in less than dozen lots, $15 
per doz.; in dozen lots, $14.40 per doz.; in case lots of 2 
Yozen, $14.20 per doz.; Tattoo alarm “locks, in dozen lots, 
$29.70 per doz.; in case lots of 50 clocks, $29.10 per doz.; Slum- 
ber Stopper alarm clocks, in dozen lots, $33.34 per doz.; Big 
Ben and Baby Ben alarm clocks, $2.20 each. 

Builders’ Hardware.—Although there is very little building 
going on in Chicago and suburbs, yet business in this lire 
for the territory supplied by Chicago jobbers is better than 
had been expected. It is really surprising to note the amount 
of new building in progress in the agricultural districts. It 
is estimated that at least $1,500,000 worth of new construc- 
tion is being held up locally on account of strikes and lock- 
outs. There have been recent advances covering practically 
the entire line and the market generally is very firm. There 
is nothing at present to indicate lower prices. 

Babbitt Metal.—Babbitt metal is selling in very good vol- 
ume, due to the fact that practically all manufacturing and 
farming machinery in this district is now in operation. Sales 
from the agricultural districts are above normal, indicating 
the increased amount of new machinery now being used on 
the farm. No price changes have been reported but present 
quotations are firmly held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, in full boxes, 9c. per lb.; Revenoc brand, in 
full boxes, 18c. per lb. 

Coil Chain.—There has been a slight falling off in the de- 
mand for coil chain due to the fact that the farming trade 
has supplied its wants for this season. There is no particu- 
lar indication of shortage, yet jobbers and retailers have 
accumulated no surplus. Prices are very firm. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
proof fire-welded coil chain, % in., 9c per Ib. 
Coal Hods.—The manufacturers of coal hods have been 


compelled to advance their prices three separate times since 
the opening quotation for May. Jobbers who bought heavily 
at the opening price have not in all cases taken the full 
advance. It is understood, however, that they will be com- 
pelled to change their prices in the near future when their 
stocks begin to decrease. Dealers who have not yet ordered 
their stocks for the coming season are advised to place their 
orders at once and to specify early delivery. 

Eaves Trough and Conductor Pipe.—Sales of eaves trough 
and conductor pipe are very satisfactory although the indi- 
vidual orders are comparatively small. This is a temporary 
condition due to the fact that the contractors and carpenters 
have as yet reached no settlement and building is still at a 
standstill. Naturally repair work is responsible for the ma- 
jority of sales. Local jobbers report their stocks in fair con- 
dition and hold out no hope of lower prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage 
lap joint eaves trough, 5 in., $5.15 per 100 ft.; 29-gage con- 
ductor pipe, 3 in., $6 per 100 ft. These prices are for full 
crate lots. 

Files.—There has been a decided improvement in the de- 
mand for files during the past three or four months. This is 
accounted for by the resumption of activity in the general 
building line. During the last few weeks there have been 
constant rumors to the effect that files will soon advance in 
price, but up to this time nothing definite has been reported. 
Any change would undoubtedly be in the nature of an 
advance. 

We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson 
files, 50-7%4 per cent discount; New American, 60 per cent 
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discount; Disston, 50-10 per cent discount; Black Diamend, 
50-5 per cent discount. 

Glass, Putty and Glaziers’ Points.—During the past six 
weeks the market on window glass has been exceedingly 
active and reports from the glass manufacturers are to the 
effect that they have cut their accumulated stocks approxi- 
mately sixty per cent during that period. There seems little 
doubt that all the glass which can be produced during the 
second operating period will be sold as rapidly as it is 
turned out. Local jobbers express the belief that advances 
are more to be expected than declines. The local demand is 
exceedingly light and the majority of sales are going to the 
smaller towns where building operations are not retarded 
by labor troubles. 


We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength, B, first 
three brackets, 77 per cent off; all sizes of double strength 
A, 79 per cent off. 


We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 3, 1 
doz. to a package, 65c. per package. 

Guns and Ammunition.—There is an apparent shortage of 
shotguns of both the single and double barrel varieties. 
Several of the leading manufacturers are so far behind with 
their orders that they cannot reasonably hope to catch up 
before the first of the year. For this reason some of them 
have withdrawn all their prices. Any orders which are taken 
now will doubtless not be delivered until next year and 
manufacturers say that they are unable to tell what the 
price conditions will be at that time. Air rifles are also very 
scarce and two of the leading makes have been withdrawn 
from the market. Local jobbers have so far been able to 
take care of their orders for Winchester and Stevens goods 
fairly well but the Remington lines are practically off the 
market. There is a reasonably good supply of Colts and 
Smith & Wesson revolvers but there is a dearth of automa- 
tics. It is practically impossible to get stocks of the cheaper 
competitive revolvers. 


The manufacturers of ammunition have guaranteed their 
prices against decline up to March 1, 1920. They are posi- 
tive that prices will not be lower. Local jobbers report con- 
siderable improvement in delivery with stocks in fair con- 
dition. 


We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
tel competition shotguns, 12 gauge, 30 or 32 inch barrels, 
plain extractor, $7.50 each; with automatic ejector, $7.75 
each; Standard shotguns, 12 gauge, 30 or 32 inch barrels. 
plain extractor, $8.35 each; with automatic ejector, $8.75 
each; double barrel guns, 12 gauge, with hammers, $17.75 
each; hammerless, $21 each. No discount. 


Galvanized Ware.—Shortages in galvanized ware are very 
apparent and the manufacturers have been behind with their 
orders for some time past. Some jobbers who purchased 
large stocks during the lower prices which prevailed in the 
spring are still selling below what the market would seem 
to justify. 

Our quotations are the nominal ones for this market, based 
on the manufacturers’ carload prices. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galv. tubs, No. 0, $7.80 per doz.; No. 1, $9.60 per doz.; No. 
2, $10.80 per doz.; No. 3, $11.55 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $13.60 per doz.; No. 200s, 
$15.50 per doz.; No. 300s, $17.25 per doz.; common galvan- 
ized pails, 8-qt., $2.70 per doz.; 10-qt., $3.10 per doz.; 12-qt., 
$3.35 per doz.; 14-qt., $3.75 per doz.; 16-qt., $4.65 per doz. 

Garden Hose.—Jobbers report a gradual falling off in sales 
of garden hose due to the fact that dealers generally have 
protected themselves for the balance of the season. The 
demand in general has been much heavier this year than 
usual on account of the drought in the northwest. Local 
jobbers have made no price changes. 


We quote from jobbers’ stocks, f.o.b. Chicago: Crow brand 
Competition hose, not guaranteed, in 50-ft. lengths, 10c. per 
ft.; 3-ply, %-in. guaranteed hose, 12c.; 3-ply, %-in. guar- 
anteed hose, 15%c.; 4-ply, %-in. guaranteed hose, 1l4c.; 4-ply, 
%-in. hose, 17c. 

Wood Handles.—There is a decided scarcity of wood han- 
dles, particularly second growth hickory type, and advances 
in price are to be expected in the near future, in fact there 
are rumors to the effect that higher prices have already 
been decided upon and that some makers have withdrawn 
all prices. The consumer demand is exceptionally heavy, 
while at the same time the makers of steel goods are in the 
market for large amounts. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hick- 
ory axe handles, $3.75 per doz.; No. 2 hickory, $3 per doz.; 
extra quality. hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 
hammer handles, 14-in., $1.50 per doz.; medium quality, 
14-in., 85c. per doz. 

Jack Screws.—The general sales of jack screws are much 
better than those for the corresponding period of last year, 
despite the fact that local sales have been cut down because 
of the building tie-up. There is an exceptional amount of 
industrial repair work in progress which has doubtless had 
a a effect on sales. Recent price advances are firmly 
held. 


We quote from jobbers’ stocks, f.o.b. Chicago: 
makes 33% per cent discount from list. 

Lanterns.—The demand for lanterns is increasing as the 
fall season approaches and present indications point to heavy 
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sales. The manufacturers have 
lines approximately 10 per cent. 
taken this advance, although 
heavily under low prices and 
market. 


recently advanced their 
Jobbers in general have 
there are some who bought 
are still selling below the 


We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns No. 6, tubular, $6.60 per doz.; No. 2 tubular cold 
blast, $9.50 per doz. 


Lace Leather.—lLace leather continues to sell in good vol- 
ume with a heavy demand from both manufacturing and 
agricultural sections. Sales in the northwest where har- 
vesting is now in progress are particularly good. Local job- 
bers declare that prices are very firm and that no declines 
ure to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide 
lace leather, %-in., $1.80 per 100 ft.; %-in., $2.20 per 100 ft.; 
Chrome lace leather, %-in., $1.32 per 100 ft.; %4-in., $1.65 per 
100 ft. 

Nuts and Bolts.—-It 
nuts and bolts are experiencing great 
sufficient labor and material to fill their orders. Vractically 
all the makers are sold up for months ahead with orders 
still coming in freely. The railroads are reported to be 
buying heavily, as are also the manufacturers of agricultural 
implements and automobiles. Local jobbing stocks are in 
fair condition only. No lower prices are to be expected for 
some time to come. 


is reported that the manufacturers of 
difficulty in getting 


We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to 3x4 in., 50-5 per cent off; larger sizes, 40-5 
per cent off; carriage bolts up to % x6 in., 45-5 per cent off; 
larger sizes 36-10 per cent off; coach or lag screws, gimlet 
points, square heads, 50-5 per cent off; hot pressed nuts, 
square or hexagon cap, $1.85 off per 100 lb. 

Wire Nails.—There is nothing new to report in the wire 
nail situation which is practically the same as for several 
weeks past. The leading interests are still, holding firmly 
to the old prices, refusing to meet the 25c. advance put 
through by the independent makers. Retail dealers claim 
that they are unable to keep their stocks up at the low prices 
and are forced in some instances to buy from independent 
makers. The independents are now quoting wire nails at 
$4.15 per keg base, f.o.b. Chicago. They are asking lec. per 
lb. extra for blued nails. On galvanized nails, one inch or 
larger, the extra charge is $2 per keg, and on the smaller 
sizes $2.50 per keg. Jobbing prices vary. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
wire nails from $3.90 to $4.15 per keg base; 
nails from $3.50 to $3.75 per keg base. 


Standard 
cement coated 


Rope.—The rope market is quiet with no changes reported. 
Local jobbers have taken the recent decline and say it has 


very little effect. on business as the season is practically 
over. Retail dealers are generally well supplied, having pur- 


chased their manila rope at the low prices which prevailed 
in the spring. 

We quote from jobbers’ stocks, f.o.b. Chicago: Manila rope, 
No. 1, 25%c. per lb. base; No. 2, 24%c. per lb. base: No. 3, 
22%c. per Ib. base: Sisal rope, No. 1, 19%c. per Ib.; No. 2, 
17%ec. per Ib. 

Rocfing and Building Paper.—The heavy demand for roof- 
ing paper is somewhat of a surprise to the jobbers of this 
district, since so much building is at present tied up on ac- 
count of labor strikes. Local iobbers report a steady flow of 
orders from practically all parts of the territory. The recent 
udvances are said to be due to a scarcity of the rags used 
in making felt for roofing and the consequent high prices. 
Some jobbers who were able to stock up at the low prices 
prevailing two months ago are still selling at prices below 
what the market would seem to justify. 

We quote from jobbers’ stocks, f.o.b. Chicago; Certainteed 
roofing, 1 ply. $1.78 per sq.; 2 ply, $2.29 per sq.: 3 ply. $2.80 
per sq.; Major roofing, 1 ply, $1.43 per sq.; 2 ply. $1.84 per sq.: 
three-ply $2.25 per sq.; Guard roofing, 1 ply, $1.33 per sq.: 
2 ply, $1.69 per sq.: 3 ply, $2.05 per sq.; tarred felt, $3.25 per 
100 Ib.; red and gray rosin paper, $50 per ton. 

Roller Skates.—Local jobbers report a 
future orders for roller skates, deliveries to be made this 
fall and next spring. The belief is generally expressed that 
shortages will prevail next season. ‘Some of the manufac- 
turers have given notice of price advances and others are 
expected to follow suit. 


Ice Skates.—Due to the fact that there was little cold 
weather last winter, many dealers were compelled to carry 
over stocks of ice skates. Naturally this condition is hav- 
ing its effect on the advance sales for fall. Despite this fact. 
local jobbers report a fair business. New prices were recently 
issued showing an advance in the price of the cheaper grades 
and a slight decline in the prices of medium and better 
grades. 

We quote from jobbers’ stocks, f.0.b. Chicago Men’s all- 
clamp rocker skates, No. C-110, 65c. per pair. Price includes 
war tax. 

Snow Shovels.—Indications point to a shortage of snow 
shovels when the season opens and local jobbers are advising 
their customers to place their orders,at once and to specify 
early shipping dates. Any changes will probably come in 
the nature of advances. 

Steel Goods.—The manufacturers of steel goods, such as 
rakes, shovels. forks, hoes, hand cultivators and similar 
items, are expecting serious shortages in these I'nes. They 
declare it almost impossible to get adequate supplies of wood 
handles. Wabor conditions are also tending to cut down pro- 
duction. It would seem good business on the part of retail 
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dealers to place orders at once to cover their estimated 
wants, specifying early shipping dates. It is reported that 
some jobbers are now quoting prices subject to withdrawal 
or revision at any time. 

Spark Plugs.—Sales of spark plugs, which have been ex- 
ceptionally heavy throughout the season, show no indica- 
tions of falling off. It is said that there has been an in- 
creased use of the automobile all over the country, due to 
the higher fares being asked by various city and interurban 
transportation lines. This has naturally increased the de- 
mand for all types of automobile accessories. Manufacturers 
of spark plugs are behind with their orders and local 
jobbers report difficulty in getting complete stocks. Dealers 
are advised to place their orders at once in order to insure 
stocks. 


We quote from jobbers’ stocks, f.o.b. Chicago: Hercules 
Giant, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%c. 
each; lots of 100 and upward, 60c. each; Hercules Junior, 


lots of 1 to 100, 40¢c. each; lots of 100 to 150, 37%c. each: 
lots of 150 and upward, 35c. each. Hel-Fi standard spark 
plugs, lots of 1 to 50, 45c. each; lots of 50 to 100, 42%c. 
each; lots of 100 and upward, 40c. each; Hel-Fi Superspark 
plugs, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%c. each; 
lots of 100 and upward, 60c. each. 

Screws.— Manufacturers and jobbers report a very fair de- 
mand for screws, the shops and factories being the principal 
buyers. There is nothing to indicate any reduction in ‘prices 
as the demand is now increasing daily. Jobbers report fair 
deliveries. 

Flat head 
round head 


We quote from jobbers’ stocks, f.o.b. Chicago: 
bright screws, 77%-20; flat head brass, 60-20; 
brass, 574%-20; round head blued, 75-20. 

Sand Paper.—General sales of sand paper are very satis- 
factory, although the demand locally is lighter than it was 
a few weeks ago. This condition is due to the quarrel be- 
tween builders and workmen, which is expected to be settled 
within the next week. Nothing new in the way of price has 
been reported. 

We quote from jobbers’ 
No. 1 sand paper, 
$4.85 per ream. 


stocks, f.o.b. Chicago, as follows: 
best grade, $5.40 per ream; cheaper grade, 


Solder.—Solder is selling freely, the majority of sales being 
for repair work. The manufacturers of sheet metal _.od- 
ucts are reported to be in the market for large quantities 
of solder but this has not as yet affected the market. Prices 
are firm. 

Warranted 
plumbers’ solder, 


We quote from jobbers’ stocks, f.o.b. Chicago: 
50-50 solder, case lots, 40c. per lb.;: No. 1 
case lots, 34c. per Ib. 


Steel Sheets.—There is a distinct shortage of steel sheets, 
the mills in this district being sold up for months to come. 
Several of the mills are reported to have increased prices 
but no general advance has as yet been made. Jobbers say 
that increased prices would prove no surprise. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 black 
sheets, $5.62 per 100 lb.; No. 28 galvanized, $6.97 per 100 Ib. 

Sash Weights.—There is a good demand for sash we'ghts 
from practically all parts of the territory with the excep- 
tion of Chicago. Prices have recently been advanced and 
are firmly held. Local jobbers are carrying comparat:vely 


light stocks, preferring to make their heavy shipments 
direct from the foundry. 
We quote from jobbers’ stocks, f.o.b. Chicago: Sash 


weights in ton lots, $52 per ton; 
per ton. 


Stove Pipe and Stove Boardse—A scarcity of stove pipe 
and elbows already exists, due to the fact that many dealers, 
expecting lower prices, did not place their orders in the 
spring. Naturally the manufacturers did not make up any 
great surplus at that time. It is now apparent that with 
higher priced labor and raw material increased prices on 
pipe and elbows are to be expected before the season for 
using these products is at hand. Manufacturers of stove 
boards recently advanced their prices 7% per cent on the 
wood lined and 5 per cent on the paper lined boards. Local 
jobbers have revised their prices, which will be quoted 
next week. 


in less than ton lots, $54 


We quote from local jobbers’ stocks, f.o.b. Chicago: Stove 
pipe, 30-gage, 6 in., $14.50 per 100; 28-gage, 6 in., $17.25 per 
100; elbows, heavy corrugated, 6 in., $1.80 per doz.; medium, 
6 in., $1.50 per doz.; common adjustable, $1.60 per doz. 


Tacks.--There is a very fair retail demand for tacks in 
packages, but a comparatively light demand for the bulk 
variety. On the other hand, furniture and upholstery manu- 


facturers are now in the market for large quantities of 
bulk tacks. No new prices have been reported, although 
there are rumors of advances. 

We quote from jobbers stocks, f.o.b. Chicago: 
ers’ tacks, 6-0z., 25-lb. boxes, 15\c. 
tacks, 6-0z., 25-lb. boxes, 15c. per Ib. 

Wheelbarrows.—Theré is an unusually heavy demand for 
wheelbarrows, particularly for the all-steel type. The de- 
mand is coming mainly from the road builders and con- 
tractors handling repair work. The tie-up of building 
operations in Chicago has had very little effect on the gen- 
eral sales, although the demand has dropped off somewhat 
in the city proper. Local jobbers report their stocks in 
a somewhat broken condition. Prices are very firm. 

We quote to retailers, f.o.b. Chicago:. No. 4 tubular bar- 


Upholster- 
per 1lb.; bill posters’ 


rows, all steel, $7 each; common tray or stave barrows, $2.25 
each; angle leg garden barrows, $4 each. 
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Wire Products.—The wire products situation is somewhat 
mixed at the present time. As previously reported, several 
of the independent makers have recently advanced their 
prices, but the leading interest still maintains its old sched- 
ule. Local jobbers have made no price changes, preferring 
to wait until the market is more uniform. Barb wire sales 
in the farming district are comparatively light, due to the 
fact that the farmer is now busy wih his harvest. How- 
ever, fall sales are expected to be very heavy. Poultry 
netting is also in light demand. Wire cloth is selling far 
in excess of the usual volume for this season. Manufac- 
turers have fixed prices on wire cloth and poultry netting to 
run to Nov. 1. The prices are the same as those now in 
elfect. 

We quote from jobbers’ stocks, f.o.b. Chicago: Painted 
barb wire, $4.05 per 100 lb.; galvanized barb wire, $4.75 per 
100 Ib.; No. 9 plain wire, 93.65 per 100 lb.; No. 9 galvanized 
wire, $4.35 per 100 lb.; staples, plain polished, $4.05 per keg. 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry net- 
ting, galvanized before weaving, 50 per cent discount; gal- 
vanized after weaving, 45 per cent discount. 

Game Traps.—The game trap situat'on is already becom- 
ing serious. Early in the spring both jobbers and dealers 
bought copiously, placing orders for only about 50 per cent 
of their estimated requirements. Then along in May, June 
and July they began to realize that prices could not be 
lower and would probably go higher. They began to in- 


crease their orders, with the result that the makers in many 
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cases were first to buy new stocks of raw material at high 
prices. It really looks as if there would be a serious short- 
age of traps when the season opens, as the high prices 
paid for furs and the increased popularity of fur garments 
will undoubtedly influence many to take up trapping as a 
business. Higher prices are more to be expected than de- 
clines. 

We quote to retailers, f.o.b. Chicago, game traps as fol- 
lows: Per Doz. 

A 








\ Per Doz. 
Victor— With Without Newhouse- with 
Size Chains Chains Size Chains 
i Cine saa $1.40 $1.07 3.2 
ae arr 1.65 1.23 
No. 1%..... 2.48 1.98 
| A Sere 3.46 2.96 
a ee 4.89 4.19 
Be Giccecce Ee 5.16 
, Se 1.89 
No. 91%..... 3.29 2.81 
Oneida Jump— 
i a 1.91 1.46 
ee, eens ses 2.25 1.69 
No. 1% 3.36 2.69 
WO. Fececsxs 40 4.23 
Pe Avwaeees 6.58 5.63 
a eT ee 7.75 6.80 
Wee O8...2..3 2 2.23 
No. 91%..... 3.99 3.28 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Aug. 23, 1919. 

HE threat of the national organizing committee of 

iron and steel workers of the American Federation 
of Labor that a nation-wide steel strike may be called 
if the steel companies do not grant their demands has 
caused somewhat of a sensation in this district, although 
the move was not unexpected. The national organiza- 
tion committee met at Youngstown, Ohio, on Wednes- 
day, Aug. 20, and announced that the secret ballot taken 
among the members of twenty-four unions showed an 
overwhelming sentiment in favor of a strike if other 
means of obtaining their demands fail. Union leaders 
hope to obtain a conference with officials of the United 
States Steel Corporation, and failing in this, a com- 
mittee of six, headed by Samuel Gompers, president 
American Federation of Labor, is empowered to call a 
strike. 

Union organizers have been busy for months, but 
greatest progress has been made, it is stated, within the 
past two or three weeks. The steel companies say 
that only a part of the workmen have joined the unions, 
possibly less than half of the total working forces, but 
it is admitted that a strike of this number would shut 
up many plants or seriously cripple their operations. 

No indication has been given by the United States 
Steel Corporation as to what its attitude will be toward 
the union demands, but it seems probable that recogni- 
tion will not be given to unions which comprise only a 
small part of the total working forces. 

Meanwhile, business in some lines continues good, and 
it would be even better if the mills were in a position 
or willing to book more orders for delivery this year. 
On pipe, sheets, wire products and bars some of the 
mills are well sold up ahead, some companies declining to 
take on any more business for this year. So far as 
next year is concerned they regard the future as too 
uncertain to make commitments now. Costs, many be- 
lieve, are likely to go higher, in which event selling 
prices will also be advanced. For the present the lead- 
ing interest and some of the independents are opposed 
to increasing prices, and they will probably maintain 
this policy for the remainder of this year, despite the 
anxiety of some of the smaller interests to take advan- 
tage of the present situation by asking premiums. 

Iron and Steel Bars.—The steel bar situation continues 
strong, with some companies virtually out of the market on 
soft steel, in which they say there is no profit at 2.35c. 
Leading manufacturers of cold finished steel and shafting 
have abandoned the list and discount method of quoting, 
which has existed from the infancy of the industry, and, 
effective Aug. 18, are quoting on a net price basis with 
extras. The base price is $3.60 per 100 lb., and the base size 
is 2% to 3 in. There are twenty-three manufacturers of 
cold finished steel bars in the country, and fifteen of them 
have already adopted the new schedule and the others are 
expected to do so. The total output of the industry is from 
700,000 to 750,000 net:tons annually. Three makers produce 
60 per cent of this. 

We quote steel bars, rolled from billets, at 2.35c. and from 
old steel rails, 2.45c. Eastern mills are quoting iron bars 
at 2.50c. for Eastern shipment with Ic. per lb. higher for 
double refined bar iron, while Pittsburgh mills ask 2.75c. 
Pittsburgh, plus full freight to point of delivery. 

Sheets.—The demand for sheets exceeds the ability of 
some makers to make deliveries this year. The leading 
interest has nearly reached the point of withdrawing from 


the market for the remainder of this year, and it is not pre- 
pared to entertain any inquiries for next year. A few com- 
panies continue to get a premium on galvanized sheets, but 
in general prices will probably not advance unless costs 
of production show a marked change. 

Effective from March 21, the base price of No. 10 blue an- 
nealed sheets is 3.55c., the base price of No. 28, box annealed 
one pass black sheets is 4.35c., and for No. 28 galvanized 
sheets is 5.70c. in carload and larger lots, f.o.b. Pittsburgh 
or Youngstown mill. 

Tin Plate—Packers of food products are buying heavily, 
and the mills have business on hand for ninety days or more, 
the leading interest being sold up almost for the remainder 
of the year. Demand for terne plate is not so, heavy as for 
tin plate. Prices of stock items range from $6.50 to $6.75, 
but production tin plate is firm at $7, Pittsburgh. 

Prices on terne plate, effective March 21, are as follows: 
8-lb.—200 Ib., $14.15; 8-lb.—-I. C. $14.55; 12-Ib.—I. C. $16.15; 
15-Ib.—I. C., $17.15; 20-Ib.—I. C., $18.40; 25-lb.—I. C., $19.65: 
30-Ib.—I. C., $20.65; 35-lb.—I. C., $21.65; 40-lb.—I. C., $19.65. 
All f.o.b. Pittsburgh. 

Wire Products.—Makers of wire products are taking no 
more business for this year than they can help, and will not 
take any orders now for first quarter. Most of the mills are 
well filled up. The leading interest continues its quotations 
on the March 21 schedule. but is not taking all of the 
business that is offered. 

Wire nails, $3.25 base per keg: galvanized, 1 in. and 
longer, including large-head barbed roofing nails, taking an 
advance over this price of $1.50, and shorter than 1 in., $2.00. 
Bright basic wire, $3.15 per 100 Ib.; annealed fence wire, 
Nos. 9 to 9, $3.00; galvanized wire, $3.70; galvanized barbed 
wire and fence staples, $4.10; painted barbed wire, $3.40; 
polished fence staples, $3.40; cement-coated nails, $2.85 base: 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to point 
of delivery, terms 60 days net, less 2 per cent off for cash in 
10 days. Discounts on woven wire fencing are 60% per cent 
off list for carload lots, 59% per cent for 1000-rod lots, and 
58 per cent off for smaller lots, f.o.b. Pittsburgh. 

Bolts, Nuts and Rivets.—The prices recently put into effect, 
which were an advance, are being firmly maintained so far 
as reported. Business continues fairly good. 


Large structural and ship rivets.................... $3.90base 
Bee ee PWN anedcccccaccanctedscdnbsecuxsesesibenus $4.00 
\% in., 5/16 in. and 7/16 in. diameter...... 60-5 per cent off list 


Machine bolts, hp. nuts, % in. x 4 in.: 
Smaller and shorter, rolled threads... .60 per cent off list 


Ce RMON 6546 nae Ne xccc endow enees 50-10 per cent off list 

Larger and longer sizes................ 45-5 per cent off list 
Machine Bolts, c.p.c. and t. nuts, % in. x 4 im: 

Smelter and shovter........cccccecss 40-10-5 per cent off list 

RM MI I 6 as nec snes casesoceccs 40 per cent off list 


Carriage bolts, % in. x 6 in.: 
Smaller and shorter, rolled threads. .50-10 per cent off list 


Cee CO cece uandd bch asied sedans wece es 50 per cent off list 

Larger and longer sizes................ 480-5 per éent off list 
Wie RN ih ca Vs mes Kid bee eEdee rach eared <onk 60 per cent off list 
Plow bolts, Nos. 1, 2 and 3...............50-5 per cent off list 
Plow bolts, Nos. 4 to 10............50-5 plus 20 per cent off list 
Hot pressed nuts, sq. blank..............3.10e. per Ib. off list 
Hot pressed nuts, hex. blank............. 3.10c. per Ib. off list 
Hot pressed nuts, sq. tapped............. 2.85c. per Ib. off list 
Hot pressed nuts, hex. tapped............ 2.85c. per Ib. off list 
C.p.c. and t. sq. and hex. nuts, blank...... 3.10c. per Ib. off list 


C.p.c. and t. sq. and hex. nuts, tapped....2.85c. per Ib. off list 
Semi-finished hex. nuts: 


i it ct sien cuawedadunskacdwas 70 per cent off list 
WU Oe, ON GN ike vcnccudccaceneucs 75-10 per cent off list 
Stove bolts in packages................ 75-10 per cent off list 
SOW WE OO les 6 ho kts etic cee adecace 2% per cent extra 
Tire belts .......: _ecarteke es eta dad aaaas 60-10 per cent off list 


All prices carry standard extras, Pittsburgh basis. 
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Hardware Age 


CLEVELAND 


OFFICE OF HARDWARE AGE, 
Cleveland, Aug. 26, 1919. 


HE most important event of the past few weeks 
has been the strike which resulted in the plants 
of the American Steel & Wire Co. being idle 

for two weeks and in partial operation for two weeks. 
About 4500 men at the steel plants and rolling mills 
of the company were thrown out of employment by 
a few employees of the Newburgh & South Shore 
Railroad, which carries ore and pig iron, going on a 
strike. The railroad trouble has been adjusted and 
the plant is now in operation to about 75 per cent of 
capacity. These conditions have resulted in a consid- 
erable congestion in the wire market, and the American 
Steel & Wire Co. is booking business in a very con- 
servative way. It has turned down many orders. It 
is adhering to the old quotations, but some of the 
independent companies which are quoting the new 
prices, an advance of $5 on nails and $2 on other wire 
products, are virtually out of the market. The sheet 
market is also very strong and price concessions have 
practically disappeared. 

Price advances have been made on a number of hard- 
ware items during the past week and the demand con- 
tinues strong for nearly all lines. This is attributed 
largely to a marked increase in building. Gun manu- 
facturers who were in the Government service through- 
out the war have been slow in adjusting themselves to 
peace conditions, but have now done so and the com- 
mercial demand is active. 

Automobile Accessories.—The demand for casings and 
tubes is particularly active. 

Bale Ties.—There has been a very strong demand, but no 
material is now available, and announcements to this effect 
are being sent out by jobbers to their customers. 

Barbed Wire.—The demand is very fair, and the supply 
hardly equal to it. 

Jobbers quote barbed wire as follows, for 80-rod spools: 
Four-point cattle, $4; four-point hog, $4.30; American and 
Cambria special, light weight hog, $3. 

Binder Twine.—The demand at this time is not very 
active, but a fair number of orders is being taken for next 
spring’s delivery. 

Bolts and Nuts.—Active demand continues, and jobbers 
have advanced their quotations in harmony with the recent 
action of manufacturers, who marked up their quotations 
on bolts and semi-finished nuts 10 per cent. At a meeting 
of bolt and nut manufacturers held in Pittsburgh Aug. 20, 
it was unanimously voted to instruct their attorney to write 


to the Federal Trade Commission, Washington, favoring 
the continuing of the custom of quoting on Pittsburgh basis. 
Jobbers’ discounts have been revised as follows: 

Machine bolts, % x 4 in., smaller and shorter, roll thread, 
50, 10 and 5; cut thread, 50 and 5; larger and longer, 40 
and 5; carriage bolts, % x 6 in., smaller and shorter, roll 
thread, 45 and 5; cut thread, 40 and ‘5; larger and longer 
sizes, 30 and 10; lag bolts, 50 and 5; stove bolts, 70 and 10; 
nuts, keg lots, square, $2.50 off the list; hexagon tapped, 
$2.50 off the list. 


Drills.—Twist drills have been advanced from 50 to 40 
and 10 off list. 


Fittings.—Malleable fittings are now quoted at an advance 
of about 15 per cent. 


Garden Hose.—Orders at the new prices, which are a re- 
duction of from 10 to 15 per cent as compared with the past 
season’s prices, are coming in freely. 

Garden Tools.—The market is active, and buying is being 
made steadily at the prices prevailing, which are the same 
as those of the past season. 

Harness Strap Ware.—This material has been marked up 
10 per cent and there is very active buying by dealers. 

Lace Leather.—There is a heavy demand which has not 

been checked by the recent advances. 
" Lanterns.—One of the largest manufacturers of lanterns 
has advanced prices 10 per cent. Orders are being taken 
for October shipment. They are coming in in large quan- 
tities. 

Lawn Mowers.—The placing of orders for next spring 
continues at an active rate. Stocks of retailers are not 
large. 

Lead Pipe.—The recent price advance is being well main- 
tained. Jobbers quote lead pipe at 9c. per lb 

Oil Cans.—The prices of galvanized oil cans are 10 per 
cent higher, and steady buying continues. 

Oil Cook Stoves.—Orders are being taken for spring ship- 
ment. Although price advances were expected, none has 
been made. 

Pump Leathers.—An advance of 10 per cent has been 
made. The demand is strong. 

Sash Cord.—The demand is very active, and it is difficult 
for jobbers to buy enough to meet the demand. 


Sheet Brass.—Many manufacturers are not making deliv- 
eries promptly owing to the heavy demand. Recent price 
advances are firm adhered to. The same is true of sheet 
lead and sheet zinc. 

Stove Pipe Dampers.—An advance of 5 per cent is an- 
nounced. 

Wheelbarrows.—Price advances range from 10 to 20 per 
cent, according to sizes and make. The demand is strong. 


TWIN CITIES 


St. Paul and Minneapolis, Aug. 23, 1919. 


CCORDING to tradition, and to almost all yearly 
records, business should be going very light at this 
time of the year. But according to all present records, 
totals are far ahead of last year, and some places even 
double last year. The writer has spent the last few 
days up through the northern part of the state and 
crops are looking fine, and every one is happy. The 
Fuller Hardware Co. at Park Rapids expects to double 
last year’s records, and to all appearances that will be 
easy money. Every town we went through was full of 
autos, and while many of them were tourists, the 
majority were from surrounding farms, and the stores 
of all descriptions were busy and happy. Inquiry at 
many farmhouses all along the road brought the news 
of good crops and fine results for the year’s work. 
Some people spoke of light crops, but the general opin- 
ion is voiced in good returns and high prices for all 
produce. 

Hardware men all along the line were busy and quite 
satisfied with returns. There were no selling out signs 
on any of them. The same conditions are seen in the 
Twin Cities hardware stores. Business was never bet- 
ter than now, and this despite constantly advancing 
prices on many lines. This feature of conditions keeps 
the price men busier than ever, and this just when they 
began to think that prices were on a stable basis. More 
price changes have come through from factories in the 
past six weeks than for months before. Practically all 
the leading lines have announced price advances, this 
including both finishing hardware and tools. Paints 
and paint materials have advanced likewise, as indicated 
by the linseed oil and turpentine market. The price 
on white lead is about the only one that has not changed 
and there are rumors of advances in the near future 
here also. 


Just how far such advances can be continued and 
not actually fetter the buyer by prohibitive prices is a 
serious problem, as even now the only ones who can 
consider repairs, alterations or actual construction 
work are those people having war profits and war basis 
wages. The average employee im mercantile establish- 
ments in general has not had his pay advanced even in 
proportion to actual living necessities. At least this is 
true in many of the stores of the Cities. 

We admit being out of touch with price changes the 
past few days, as indicated at the first of this report, 
and beg leniency for any errors in price quotations be- 
low. Many items are omitted for this reason. 

Auto Accessories: The chief source of revenue of this 
department of hardware stores is the tourist at present. 
On the road one may see cars from almost every state in 
the Union, and from many parts of Canada. One car 
was noticed because it bore a California license tag and 
had a Massachusetts banner on the back. Garages 
everywhere are filled to capacity at night and cars are 
parked in the streets or used by the roadside as part 
of the tent. Some hardware stores are carrying auto 
accessories and considering them a mighty fine addition 
to their active stocks. Others seem to have a working 
agreement with their re parged garages to keep away 
from the line to the benefit of the garages, in return for 
like favors in their own line. 


Builders’ Hardware.—There seems to be no slackening in 
the call for finishing hardware. Everywhere are to be seen 
new houses, barns, silos, apartment houses and _ store 
buildings of various kinds and descriptions. The shortage of 
the past few years and the restrictions are being almost 
desperately accounted for, by hurried and intense work, re- 
gardless, almost, of the cost. A general advance announced 
by the factories has been put into effect by the jobber and 
the dealer, as rapidly as possible. 
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Axes.—Call for axes is showing some improvement, both 
as to jobbers’ and dealers’ orders. Factories are finding 
this reacts on them to their advantage. Prices show no 
change. * 


We quote from local jobbers’ stocks: Single bit, base 
weights, at $14.50 per dozen; double bit, base weights, at 
$19.00 per dozen; Sager handled, single bit, at $18.50 per 
dozen; handled Hiawatha, boys’, at $12.00 per dozen. 


Bolts.—The local bolt market has held steady for some 
time now, and with the basic market changes, new quota- 
tions would not be surprising. Stocks seem to be in good 
condition, however, and sales are very satisfactory. 


We quote from local jobbers’ stocks: Small carriage bolts 
at 40-10 per cent, large carriage bolts at 30.5 per cent, 
small machine bolts at 50 per cent, large machine bolts at 
30.10 per cent; lag screws at 50 per cent, stove bolts at 70 
per cent, and tire bolts at 50-10 per cent discount from 
standard lists. 


Brads.—Sales of brads keep up very well, with the heaviest 
call at present from the contractor trade. Prices show no 
change. 


We quote from local jobbers’ stocks: Brads in 25-lb. boxes 
at 70-10 per cent from standard lists. 


Clocks.—If some clock manufacturer could produce a good 
alarm clock by the thousands, he could not apparently keep 
up with the present demand. Makers of this line of goods 
are far behind on orders and the demand is on the increase. 


We quote from local jobbers’ stocks: American 1-day 
alarm clocks at 89c. each, Lookout 1-day alarm at $1.15 each, 
Sleepmeter 1-day alarm at $1.22 each. Automatic 8-day 
alarm at $4.05 each, Automatic luminous dial 8-day alarm 
at $4.85 each. 


Drills.—Steady sales both to the shops and the retail trade 
are evidenced here. Mill shipments have been retarded con- 
siderably the past few weeks. No prices have been changed. 


We quote from local jobbers’ stocks: Straight shank car- 
bon drills at 40-10 per cent; bit stock at 50-10-5 per cent, 
and ratchet shank drills at 5 per cent from standard lists. 


Eaves Trough Conductor Pipe and Elbows.—Stocks are in 
fair condition and mills are shipping in good time. Sales 
are fine, because of added building activity. Some advances 
have been made by the mills, but no local changes have 
heen made in quotations. 

We quote from local jobbers’ stocks as follows: 28-ga. lap 
joint single head 5-in. eaves trough, $5.85 per 100 ft.; 28-ga. 
3-in. conductor pipe, $5.70 per 100 ft.; 3-in. elbows at $1.30 
per doz. Another quotation in discounts is as follows: 
Conductor pipe, not nested, crate lots, 70-10 per cent; elbows, 
70-10 per cent from standard lists. 

Files.—Call for this class of goods is steady and consistent. 
Saw files are more in demand than for many months, and 
shops are buying freely of the various kinds needed in their 
work. 

We quote from local jobbers’ stocks: Nicholson brand files 
at 50-10 per cent; Arcade brand at 60 per cent; Royal brand 
at 60-10 per cent, and Riverside brand at 50-10-10 per cent 
from standard lists. 


Freezers.—Freezers are selling to the satisfaction of 
every one concerned. Prices are holding steady and strong, 
with stocks ready to meet any demand. 


We quote from local jobbers’ stocks: 1-quart White Moun- 
tain freezers at $2.43 each; 2-quart, $3.03 each; 3-quart, 
$3.60 each; 4-quart, $4.23 each; 6-quart, $5.37 each; 8-quart 
$6.93 each; 10-quart, $8.85 each; 12-quart, $11.25 each. 


Galvanized Ware.—There has been no change in price and 
stocks are being rounded out, with somewhat better produc- 
tion on the part of the mills. Makers have announced some 
advances, which have not been put into effect by the local 
jobbers as yet. 

We quote from local jobbers’ stocks: No. 0 galvanized 
tubs at $7.25 per doz.; No. 1 at $8.88 to $9 per doz.; No. 2 
at $9.85 to $10 per doz.; No. 3 at $11.10 to $11.95 per doz.; 
No. 1 heavy galvanized at $13.50 to $19 per doz.; No. 2 at 
$15.15 to $21 per doz., and No. 3 at $16.90 to $24 per doz.; 
galvanized pails, 8-qt. common, at $2.76 per doz.; 10-qt. at 
$3.15 per doz.; 12-qt. $3.25-$3.40 per doz.; 14-qt. at $3.85 per 
doz.; 16-qt. at $4.65 per doz.; stock pails, 16-qt., at $6.30 to 
$8.35 per doz.; 18-qt. at $7.35 to $9.75 per doz.; 20-qt. at $10 
per doz. 

Glass Putty and Glazier Points.—Since the last advance 
noted on glass and putty no further changes have been 
made. Sales are normal for this season of the year on glass, 
and rather better on putty, a good demand coming from the 
contractor and painter trade. 


We quote from local jobbers’ stocks: Single strength A 
grade glass, all sizes, 76 per cent; double strength A grade 
glass, all sizes, 78 per cent from standard list. Commercial 
bladder putty in barrels, $5.75 per cwt. Commercial putty 
in 25-lb. steel drums, $6.25 per cwt.; in 50-lb. steel drums, 
$6.10 per cwt.; in 100-lb. steel drums, $6.00 per cwt. Strictly 
pure bladder putty in barrels, $6.70 per cwt. Strictly pure 
bladder putty in 25-lb. steel drums, $7.00; in 50-Ib. steel 
drums, $6.85; in 100-lb. steel drums, $6.75 per cwt. 

Lanterns.—Even the slight shortening of the day to be 
noted at present has caused some increase in lantern sales. 
Dealers are ready for calls, having their stocks ready. 
Prices have not changed. 
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We quote from local jobbers’ stocks: Dietz D-Lite, shorr 
globe, $12.65 per doz.; Dietz Wizard, short globe, $11.35 
per doz.; Dietz Little Wizard, short globe, $9.75 per doz.; 
Dietz Victor, $7.50 per doz.; Dietz No. 2 Blizzard, $11.35 per 
doz.; Dietz Buckeye Dash, $10.15 per doz.; Dietz Junior 
Wagon Lamp, $14.75 per doz. 


Metal Lath.—Call continues to run high for metal lath of 
all descriptions. Prices are steady and strong. 

We quote from local jobbers’ stocks: Expanded Diamond 
Mesh No. 27 painted metal lath, $26.70 per 100 sq. yd.: 26 
gauge, $28.10; 24 gauge, $31.00. Toncan metal lath, painted, 
26 gauge, $33.10 per 100 sq. yd.; 24 gauge, $36.60 per 100 
sq. yd. 

Nails.—Stocks still are fairly well assorted and prices 
firm. Sales are heavy, with the building work at a high 
mark in comparison to last year. 

We quote from local jobbers’ stocks: Standard wire nails 
at $4.45 per keg base; coated wire nails at $3.75 per keg base. 


Paper.—Advances in the paper market have kept pace with 
the changes in other classes of hardware for building. Job- 
bers in this line indicate a heavy trade that is very satis- 
factory to them. 


We quote from local jobbers’ stocks: Barrett’s No. 2 tarred 
felt at $3.38 per cwt.; stringed felt in 500-ft. rolls at $1.63 per 
pg slaters’ felt at $1.10 per roll; Duplex plaster board at 


Sash Cord.—Prices are running high and with indications 
of going even higher. Sales are good at present, due to 
building operations. 

We quote from local jobbing stocks: Common sash cord at 
50c. per Ib. base. Silver Lake sash cord at 92c. per Ib. base. 
Samson sash cord at 92c. per Ib. base. 


Sash Weights.—The moulders are still on strike and in 
consequence sash weights are being shipped in from other 
cities. This hampers sales to some extent, as there is a 
shortage of this class of material. 


We quote from local jobbing stocks: Cast iron sash 
weights,in regular sizes at $2.75 per 100 lb. 

Steel Sheets.—The call for this class of material is steady 
and strong. Stocks are in good condition with average as- 
sortments to draw from. Prices show no further change. 


_We quote from local jobbers’ stocks: Galvanized sheets at 
$7.19 per cwt. base; black sheets at $5.84 per cwt. base. 


Solder.—Sales of solder continue very strong even at 
present prices. Stocks are heavy enough to meet any 
present call. 


We quote from local jobbers’ stocks: Strictly half and 
half solder at 42c. per lb.; warranted half and half solder at 
46c. per lb.; wire solder at 48c. per lb. 

Staples.—Staples continue to sell well, with no increase in 
prices. Poultry netting staples for metal lath running strong. 
Fence staples also are moving well. 


We quote from local jobbers’ stocks: Polished fence staples 

at $4.40 per keg; galvanized fence staples at $5.10 per keg; 
galvanized poultry netting staples at $6.00 per keg. 
; Tacks.—Call for tacks is still, strong, the furniture 
factories being far behind on orders, making overtime neces- 
sary to keep up at all. Other consumers also are taking 
large amounts of tacks and retail sales are good. 

We quote from local jobbers’ stocks: American cut No. 8 
tacks at 7lc. per lb.; tinned No. 8 at 73c. per Ib.; blued up- 
holsterers’ at 70c. per Ib.; double point No. 11 at 38c. per 
lb.; copper tacks at 50c. per lb. base. 

Tin Plate.—Stocks are in good condition and prices are 
steady and strong. 

We quote from local jobbers’ stocks: R.C. 20 x 28 old style 
at $30.00 per box; R.C. 20 x 28 No. 8 coated at $17.25 per box; 
charcoal bright 20 x 28 Ideal I.C. at $21.00 per box; Superba 
at $23.00 per box. 

Tinware.—Sales are fairly heavy with no change in price. 
Stocks are sufficient to meet the demand. 

We quote from local jobbing stocks: Tinware at 25 per 
cent discount from standard lists. 

Wheelbarrows.—Call is running strong from contractors, 
and jobbers. Wheelbarrows for home use are selling well 
also. 

We quote from local jobbers’ stocks: Fully bolted wooden 
tray wheel barrows at $35.00 to $35.50 per doz.; nailed tray 
wheelbarrows at $32.50 per doz.; Ideal wheelbarrows at $36.50 
per doz.; tubular steel wheelbarrows at $7.95 each; wood 
garden wheelbarrows at $5.40. 

Wire Cloth.—Sales of wire cloth are slow and light in com- 
parison to a few weeks ago. Prices have not chahged. 

Wire.—Smooth wire for concrete forms is keeping pace in 
sales with barbed wire for fence work. 


Wire and Wire Goods.—There has been a slight change in 
the market of wire and sales are keeping up very well. 
Stocks are in fairly good condition, although there is some 
shortage of the more popular sizes with some of the dealers. 

We quote from local jobbers’ stocks: Bright wire goods at 
80 per cent; brass wire goods at 80 per cent from standard 
list; black annealed wire at $4.00 per cwt. base; galvanized 
annealed wire at $4.70 per cwt. base; painted cattle wire, 
80 rod spool, $3.57 per spool; galvanized cattle wire, 80 rod 
spool, $4.12 per spool; painted hog wire, 80 rod spool, $3.83 
per spool; galvanized hog wire, 80 rod spool, $4.40 per spool. 








Tire Troubles 


Little Adventures in 
Hardware Shopping 


By FRANK FARRINGTON 


which I was touring a front tire went ker- 

flooie! I had to stop and change tires in a 
crowded street and I was in no very amiable frame 
of mind. This frame of mind was not improved 
any when I found that the spare was flat. 

I looked around for a garage sign but there was 
no garage in the vicinity. I did see a sign in front 
of a hardware store, one of those handsome enam- 
eled tire signs supplied by manufacturers who aim 
to help their dealers to get more business. 

Leaving the family in the car, I went into this 
store and asked the young man in charge if they 
had any 35 by 44 shoes. There were no tires any- 
where in sight. The outside sign was the only evi- 
dence of tire stock. 

“No,” the young man replied. ‘“‘We don’t carry 
any tires except a few of the size we use on our 
truck and on the boss’ car, Ford sizes, and I guess 
we haven’t got more than one of those right now.” 

I guess I blew up with as much noise as my tire 
had made. Anyway, I waked up the boss and he 
came out of the office to see what was the matter. 

“Why,” I exploded, ‘‘you’ve got the nerve to put 
out a sign advertising tires and trying to get 
motorists to come in for them, and you haven’t got 
a blankety-blanked tire in stock, except maybe one 
measly little Ford shoe. What kind of a blankety- 
blanked joint do you run, anyway?” 

I expected a display of fireworks as a come back, 
but the fellow only grinned, and said, ‘Well, we 
ain’t really in the tire business. I have to use some 
tires and so I get ’em wholesale, and I have to kind 
of make a bluff at selling some. You can get tires 
across the street at the Woodman store.” 

I knew that lots of merchants pretend to install 
one line or another in stock just to get their own 
supply at cost, but I hadn’t happened on a case just 
like this, where they even put out a sign and then 
admitted it was a bluff. It just seemed to me that 
I ought to call that manufacturer’s attention to the 
matter, because it was depriving him of representa- 
tion where he thought he had it, and, more than 
that, it was likely to make motorists feel dis- 
gruntled at the tire maker and avoid trying that 
tire in the future. I know that if I had found 
another store later where they had that same sign 
out I would have thought it was probably just 
another case of a dealer getting his own tires cheap. 
I would have formed the opinion that that particu- 
lar manufacturer was satisfied with that kind of 
business. 


R mic in the busiest part of a city through 


No Time to Argue 


DIDN’T have time to argue with the man. I 
went across to the Woodman store and there 
they did have tires. They were out in front on the 
pavement in a rack. The store set back far enough 
to allow of this display on their own property with- 
out obstructing the street. One window was filled 
with tubes, draped around from hooks and strings. 
The thing that struck me was that they had un- 
boxed all their tubes and taken the wrappers from 
all the tires and the whole outfit was displayed in 
the strong sunlight where it would receive the most 
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damage if there is anything in all the advice we 
get not to let light or heat get to our spare tires. 

That’s one thing I have always been particular 
about, keeping my tires protected from heat, light 
and oil, as far as possible, and I wouldn’t think of 
buying a tire I found displayed out in front of a 
store in the sun. But it never occurred to me that 
any dealer would unwrap his whole stock and display 
it like that. 

When I went in I said, “I see yu have my size 
in a Gore tire. What do you ask for them?” 

“Yes, sir,” the salesman replied, as he took down 
his list from a hook, “$48.35 for your size in a 
non-skid; $43.25 in the plain tread.” 

“Get a shoe and a tube out of the stock room and 
unwrap them for me and I’ll bring in my rim and 
put it right on.” 

“The stock is all right here in front,’ said he. 
“T’ll get it for you.” 

“Never mind, if that’s the case,” I interrupted, as 
he started for the tire. “I don’t want a tire that 
has been standing out in the sun like that. If 
that’s all you’ve got, I’ll try some place else.” 

“All right,” was the surly reply. “I suppose you 
expect to use your tire only at night to keep the 
sun from it.” 

Without answering, I went out, disgusted with 
hardware stores as a source of tire supply. I walked 
over to see if the traffic cop had made any fuss yet 
about my car standing there, and as he was just 
coming my way I beat him to it by rushing up to 
him and saying, “Tell me, officer, where I can get a 
good tire quick. I’m flat. Can I let her stand there 
a few minutes till I get a new shoe on?” 

“T can’t let you wait there long, but maybe you 
can take time to put on a tire if you'll make it 
snappy.” 

“T’ve tried those two stores,” I pointed to where 
I’d been, “and there’s nothing doing. Is there a 
good tire stock near here?” 

“Oh, you can’t get tires in those places. One of 
“em doesn’t carry tires really, and the other just has 
a bunch out in front where the sun’s been frying 
*em for weeks. Go back there to Brown’s, in the 
next block. He’s got a full line of automobile stuff. 
But hustle up!” 


What a Difference 


HUSTLED up to Brown’s and there was a tire 

sign over the door, a nice sign that ought to 
have been set out in some way so it would have 
shown from up and down the street. I went in, and 
at one side there was a rack of tires with samples 
unwrapped and sample cross-sections on a table 
near by where there was a display of advertising 
literature—booklets, catalogs and folders—about 
automobile accessories, etc. 

This looked to me like a good place to buy tires. 
You know you always have a feeling of satisfaction 
when you walk into a store to buy something and 
find it looking like the right kind of a place with 
the right kind of a stock, kept up in the right style. 
You don’t have to be told when you get into such 
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a place. It appeals to you right away, and you feel 
like buying. 

There was a young man by that table, folding up 
advertising matter, and when I came in he jumped 
to his feet and met me. I told him what I was 
after. He led me to the tire rack and showed me 
three grades of tires, a low-priced and a good quality 
fabric tire and a cord tire. My idea had been to 
get one good fabric tire, and when I got home to 
see what I could do to make a spare out of one of 
my leaky ones. I told him where my car was, and 
that I was in a hurry as the traffic cop was watch- 
ing me. 

He called to a young man loading a delivery truck 
at the rear of the store: “Jack, skip out and get the 
flat tire by this gentleman’s car, down near the 
corner.” 

This sounded like timely assistance and quick 
work. I took Jack to the door and pointed out my 
car, and told him what to bring. 

While he was getting it I examined the tires and 
the sample sections and was easily sold on the better 
fabric tire. . 

“Now, I’ll tell you what would be the cheapest 
thing for you to do,” said the salesman. “I want 
you to buy whichever tire you want, but there is 
that Apex tire you like, guaranteed on a 3500-mile 
basis, costs you $45. That’s about a cent and a 
quarter a mile. You will probably, on that basis, 
have to replace that this year. You'll drive more 
than that mileage this summer. Now, that cord 
tire there is guaranteed for 6000 miles. It is more 
than likely, with a careful driver, to give 7000 or 
even 8000, but we are talking about guaranteed 
mileage now. That tire costs you $67.50, a cent and 
an eighth a mile. It costs an eighth of a cent less 
for the tire. The tube costs the same. Cord tires 
give you an easier running car. That ought to be 
worth an eighth of a cent a mile. It gives you 
better mileage on your gas and less wear and tear 
on machinery. What is more important than all, 
you get no blowouts, fewer punctures and you don’t 
have to replace that tire until next year. 

A Proposition 

ss]F you will take two of those shoes, you have 

got to have a spare, anyway, and put them on 
your rear wheels and use the one good one now on 
there for a spare, you will probably never have to 
touch those tires again this year, of course, barring 
accidents, and you don’t look to me like the man 
to have many of those. Figure that all out for 
yourself, and if the saving in all lines doesn’t cut 
the cost of the cords down to a cent a mile actual 
money saving and even take away that cent a mile 
in increasing safety and decreasing inconveniences 
and discomfort, then I don’t know a tire from a 
doughnut.” 

Jack had come in with the rim from the car while 
we talked and already had the old tire off and was 
ready to put on the new one. The salesman had the 
fabric and the cord tires on the floor. He was 
taking the wrapping off from the cord and mo- 
tioned Jack to unwrap the fabric tire. I had to 
decide quickly and do a little figuring. 

While this was happening the salesman said, 
“You know, when we think of $67.50 for a shoe, it 
looks like quite a lot, and we forget that instead of 
being $67.50 more than we had thought of paying, 
it is only $22.50 more. It is the $22.50 that is 
buying all the advantages of the additional twenty- 
five to thirty-five hundred miles and the freedom 
from tire trouble. Even if you were able to get 
that much mileage out of that much money’s worth 
of fabric tires, you would do it only at the expense 
of running those tires for many miles after they had 
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reached a condition when you would never feel safe 
with them. 

“With a good cord tire one period of use with a 
worn thin casing and with the cheaper tires to get 
the same mileage you have two such periods. If you 
want to make the extra investment, and it’s the 
best-paying investment you could make of $45, we 
will have the two new cords on and your spare in 
place and you can be on your way in less than half 
an hour. Put on the one tire and drive around to 
the back of the store and we’ll finish it up, if you 
say so.” 

Of course I said so, and ever since I have been 
satisfied that the salesman was right. It took sales- 
manship to get me to do what was the most econom- 
ical thing. I guess he could have convinced me that 
I ought to borrow the money to buy the better tires, 
and I’m not sure but he would have been right. 


Brief Notes of the Trade 


HE Apex Electrical Mfg. Co. has moved from the 
Whitney Power Block to a new and larger plant at 
1065-1103 East 152d Street, Chicago, IIl. 


The India Tire & Rubber Co. of Akron, Ohio, an- 
nounces that William G. Lerch is now superintendent 
of their factory. Mr. Lerch was formerly assistant 
superintendent of the Miller Rubber Co. of Akron, and 
was at one time also connected with the B. F. Goodrich 
Co. and the Carnegie Steel Co. 


E. C. Atkins & Co., Inc., of Indianapolis, Ind., manu- 
facturers of silver steel saws, announce that James 
N. Mackin has been appointed as their Far Eastern 
representative, with headquarters at No. 5 Australasia 
Chambers, Martin Place, Sydney, New South Wales, 
Australia. 


With acceptance of a 15 per cent wage increase to 
all and the nine-hour day, the employees of the Peck, 
Stow & Wilcox plant at Southington, Conn., went back 
to work Aug. 5. The strike began July 16. 


The Hartford Battery Co., capitalized for $200,000, 
has bought a large manufacturing plant at Milldale, 
formerly occupied by Clark Brothers Bolt Co., and will 
equip it for manufacturing purposes, with a capacity 
of 1,500,000 batteries per year. 


Sergeant Paul Mitchell of the Provisional Supply 
Depot, American Expeditionary Forces, France, has 
just returned to Chicago and has resumed his duties 
as traveling representative for the Independent Pneu- 
matic Tool Co., 600 West Jackson Boulevard, manufac- 
turers of Thor air and electric tools. Mr. Mitchell 
will travel out of the Chicago sales office as hereto- 
fore. 


The American Wire Fabrics Co. has started excava- 
tion for its new works on Western Avenue and 136th 
Street, Chicago, Ill. The units which will be built in- 
clude a loom room, 204 x 266 ft.; paint tower, 60 x 60 
ft., 100 ft. high, and an annealing room, two stories, 
60 x 60 ft. The improvements will cost $1,000,000. 


It is announced that the Perfection Piston RingaCo., 
Cleveland, Ohio, will build a plant in Ravenna, Ohio, 
and has acquired a site adjoining the Erie Railroad. 
It is stated that the Cleveland plant will eventually 
be removed to Ravenna. 


The Piston Ring Co., Muskegon, Mich., has awarded 
the contract for its addition to the National Construc- 
tion Co., Detroit and Muskegon. The buildings will 
comprise a four-story structure, 55 x 133 ft.; a one- 
story L addition, 55 x 65 ft., and a third building, 
60 x 65 ft. When these are finished the company will ° 








84 


have 80,670 sq. ft. of floor space, compared with 48,200 
sq. ft. at present. 


The Ashland Tire & Rubber Co., Ashland, Ohio, has 
been organized with a capital stock of $1,000,000 and 
contemplates erecting a plant for the manufacture of 
fabric and cord tires. J. Fickel, Cleveland, is presi- 
dent, and A. A. Fickel, secretary and treasurer. 


The Canton Stamping & Enameling Co., Canton, 
Ohio, will erect a $30,000 factory, to replace an old 
structure, and providing 45,000 sq. ft. of floor space. 
It will be used for the furnace equipment. 


The Hoover Suction Sweeper Co., North Canton, 
Ohio, will build an addition which will be occupied by 
its grinding and polishing department. 

The Stanwood Rubber Co. owns its own plant on 
Frelinghuysen Avenue, Newark, N. J., purchased from 
the Militor Corporation, and is installing equipment. 
It will commence the production of Stanwood tires and 
tubes at an early date. 


The Spenser Metal Products Co., Medina, Ohio, will 
increase its capital stock to $1,000,000 and will shortly 
begin the manufacture of metal toys. 


The Atkinson & Long Mfg. Co., Newark, N. J., has 
been incorporated with a capital stock of $40,000 by 
Hugh and Rufus D. Atkinson and Allen T. Long to 
manufacture locks and other hardware specialties. 


The Bridgeport Hardware Mfg. Co., Bridgeport, 
Conn., is planning for the erection of a two-story addi- 
tion, 20 x 150 ft., to its works on Iranistan Avenue, 
to cost about $25,000. W. F. Hobbs is president. 


The Brown Fence & Wire Co., 6532 Juniata Avenue, 
N. E., Cleveland, Ohio, will erect a three-story brick, 
steel and concrete factory. 


The Universal Can Co., Binghamton, N. Y., has been 
incorporated with a capital stock of $1,000,000 by J. F. 
Montgomery, H. C. Hooks and B. E. Austin, 194 Rugby 
Road, Brooklyn, N. Y., to manufacture cans and other 
tin specialties. 


The Gregory Tire & Rubber Co., South Vancouver, 
B. C., has secured a site for the erection of a manu- 
facturing plant. 


The Acme Aluminum & Brass Works, Indianapolis, 
Ind., has been incorporated with $40,000 capital stock to 
manufacture aluminum and brass products. The direc- 
tors are Frank L. Bridges, Peter Lamberlus and Ben 
H. Steeb. 


The Pacific Radiator Shield Co., Inc., Seattle, Wash., 
has taken over the machinery and patents of the former 
Pacific Radiator Shield Co. and will begin the manu- 
facture of radiator shields. 


The Pressure Proof Rings, Ltd., Sherbrooke, Que., 
has been incorporated with a capital stock of $100,000 
by Edward L. Mills, Silvester W. Jenks, George D. 
MacKinnon and others to manufacture pistons, piston 
rings, engines, motors, etc. 


The Moline Plow Co., Stoughton, Wis., has broken 
ground for a three-story addition, 64 x 90 ft., which 
will be equipped mainly for woodworking and black- 
smithing. The Stoughton branch factory makes farm 
and other heavy duty wagons and trucks, and is re- 
ported to be engaging in the manufacture of motor 
truck bodies and other specialties. 


The South Bend Tin Mfg. Co., South Bend, Ind., has 
been incorporated with $50,000 capital stock. The di- 
rectors are Martin Kaniewski, Ignac Cierpiat and 
Adolph Cruszezynski. 


The Crown Chair Co. has been incorporated at Evans- 
ville, Ind., with $150,000 capital stock to manufacture 
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chairs and other furniture. The directors are A. F. 
Karges, Daniel Wertz and W. A. Carson. 


The New York Wire Cloth Co., 233 Broadway, New 
York, has had plans prepared for an addition to its 
plant at York, Pa., to cost about $50,000. J. A. Demp- 
wolf, Cassatt Building, York, is the architect. 


The Surf Mfg. Co., Milwaukee, Wis., which has been 
incorporated with a capital stock of $100,000 to manu- 
facture electric washing machines, will equip a plant 
of 15,000 sq. ft. at 109-113 Clinton Street, and contem- 
plates an output of 5000 machines in the first year. 
Officers have been elected as follows: President, Oscar 
F. Fischedick; vice-president, J. Hoffmann; secretary, 
A. W. Schmidt; treasurer and factory manager, A. W. 
Krahn. 


The Banner Gas Range Co., South Bend, Ind., has in- 
creased its capital stock from $75,000 to $100,000. 


The Hartford Rubber Works, Hartford, Conn., a sub- 
sidiary of the United States Rubber Co., has arranged 
for the immediate erection of an addition to its plant, 
to consist of two six-story exterisions on Bartholomew 
Avenue, each about 100 x 800 ft. Charles B. Whittle- 
sey is president. 


William F. Lemon & Bro., Inc., Trenton, N. J., has 
been incorporated with a capital stock of $50,000 by 
William F. and Walter D. Lemon and Edgar H. Free- 
man, to manufacture hardware. 


The Moore Plow & Implement Co., Greenville, Mich., 
is building a new foundry, 50 x 80 ft. 


The Cook Spring Co., 420 East 106th Street, New 
York, has increased its capital stock from $50,000 to 
$100,000. 


The Monarch Carburetor Lock Co. of Illinois, 7 West 
Adams Street, Chicago, II]., has been incorporated with 
a capital stock of $100,000 by Carlton E. Fox, B. T. 
Bancroft and J. A. F. Chandor. 


The National Lock Co., Rockford, Ill., has commenced 
the construction of a six-story addition, 80 x 264 ft., to 
cost $250,000. 


The Wagner Mfg. Co., Sidney, Ohio, has awarded the 
contract for the erection of a three-storv 50 x 70-ft. 
machine shop and a two-story 50 x 80-ft. foundry, at a 
cost of $65,000. 


The Century Rubber Co., 1346 Rawson Street, Chi- 
cago, Ill., manufacturer of automobile tires, is plan- 
ning for the erection of a two-story plant to cost about 
$80,000. The Osborn Engineering Co., 2848 Prospect 
Avenue, Cleveland, is the engineer. E. D. Trovier 
is general manager. 


The Cooper Saddlery Hardware Co., Moline, IIl., has 
changed its name to the Moline Iron Works, and has 
added $500,000 capital stock to finance additions. 


The Bower Mfg. Co., manufacturer of adjustable 
trailers, Fowler, Ind., recently incorporated with $100,- 
000 capital stock, commenced the operation of a factory 
there on Aug. 1. 


The Altorfer Brothers Co., manufacturer of washing 
machines, Peoria, IIl., is considering the removal of its 
plant to some other city. - 


The Kibbe Tractor & Implement Co., Dallas, Tex., 
has been incorporated with a capital of $50,000 by 
Louis G. Kibbe and associates, to manufacture motor 
tractors and other equipment. 


The Acme Tire & Rubber Co., Milwaukee, Wis., has 
been incorporated with a capital stock of $100,000 to 
manufacture pneumatic tires, tubes, belting and other 
mechanical rubber products. The incorporators are 
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Alvin M. Carter, Andrew Loell, Sr., and John M. 
Carter. 


The Moore Plow & Implement Co., Greenville, Mich., 
will build a new one-story foundry, 50 x 80 ft., to cost 
about $10,000. D. H. Moore is president. 


Work has been commenced on the new plant of the 
Columbus Tire & Rubber Co., Columbus, Ohio. 


The Vollrath Co., Sheboygan, Wis., manufacturer of 
enameled kitchen utensils and sanitary ware, has plans 
by Brust & Philipp, architects, 405 Broadway, Milwau- 
kee, for a two and three-story addition, 60 x 150 ft., 
part of which will be used as offices. The investment 
is estimated at $60,000. 


The reliable Spark Plug Co., Dayton, Ohio, has been 
incorporated with $10,000 capital stock by E. E. Kum- 
ler and others, and will manufacture a newly patented 
spark plug. 


The Interstate Mfg. Co., Milwaukee, Wis., which has 
been incorporated with a capital stock of $15,000, will 
continue the manufacture of automotive equipment and 


accessories at 3419 Vliet Street. The owners are, 


Charles B. Johnson, Edward A. Tessner and Robert 
John Stahl. 


The Schoener Garden Tool Mfg. Co., Des Moines, 
Iowa, has been incorporated with $350,000 capital stock. 
The officers are H. Schoener, president; C. D. Bowles, 
vice-president, and John C. Little, secretary and treas- 
urer. 


The Visible Automatic Pump Co., Fort Wayne, Ind., 
has been incorporated with $100,000 capital stock to 
manufacture pumps. The directors are August E. C. 
Becker, Augustus Bowser, Guy R. Bracken, D. D. Bash 
and G. Max Hoffman. 


The Noble Heater Co., Kendallville, Ind., has been 
incorporated with $400,000 capital stock to manufac- 
ture automobile and other metal heaters. The directors 
are Gilbert A. Bartholomew, Clarence E., James E. 
and William S. Baker and Louis Goering. 


The Three Wheel Drive Tractor Co., Indianapolis, 
Ind., has been incorporated with $100,000 capital stock 
to manufacture tractors. The directors are Willard 
Harmon, John A. Miller and Lee Polk. 


The Black Diamond Mfg. Co., Cincinnati, Ohio, paint 
makers, has had plans prepared for a brick addition 
to its plant, 50 x 80 ft., three stories. 


The Grinnell Washing Machine Co., Grinnell, Iowa, 
has been incorporated with $250,000 capital stock to 
manufacture washing machines. The officers include 
A. C. Lyon, president; Fred J. Whinery, vice-president: 
J. L. Fellows, secretary and treasurer. 


Walden-Worcester, Inc., Worcester, Mass., is plan- 
ning for the erection of a new four-story plant on 
Shrewsbury Street, 56 x 400 ft., as an extension to its 
present works on Commercial Street, to be used for the 
manufacture of wrenches. It is estimated to cost about 
$200,000. 


The Lovell Mfg. Co., Erie, Pa., will enlarge its plant 
by the erection of an addition to cost $10,000. 


The Standex Mfg. Corporation, 341 East Ohio Street, 
Chicago, Ill., manufacturer of automobile specialties, 
has awarded a contract for the construction of a two 
and one-story plant, 48 and 97 x 120 ft., at 2857-2905 
North Western Avenue. The estimated cost is $45,000. 


The Nevergap Co., New Haven, Conn., has been in- 
corporated with a capital of $50,000 by A. J. Larson, 
Jules Bango and Peter Torello, to manufacture metal 
clasps, etc. 


The Steinman Hardware Co., Lancaster, Pa., has 
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filed notice of increase in capital stock from $100,000 
to $200,000. Scott W. Baker is secretary. 


The Seneca Wire & Mfg. Co., Fostoria, Ohio, is 
doubling the capacity of its plant by adding a second 
story to its main building. 


The Mountain Varnish & Color Works, Toledo, Ohio, 
has commenced the erection of a new plant of brick, 
steel and concrete that will contain a floor space of 
200,000 sq. ft. 


The Star Light Auto Signal Co., New York, has been 
incorporated with a caiptal stock of $150,000 by B. A. 
Maclean, R. V. W. Vandervoort and R. S. Baker, 37 
Wall Street, to manufacture signals, etc. 


The Squires Tire & Rubber Co., Richmond Hill, L. L., 
has been incorporated with a capital stock of $250,000 
by C. H. and A. C. Squires, Richmond Hill, to manu- 
facture automobile tires, etc. 


The Syracuse Auto Parts, Inc., has been incorporated 
with a capital of $25,000 by F. B. Schuber, 177 Bruns- 
wick Street; F. Dean Russell, 552 Harvard Street, 
Rochester; and W. B. Carroll, 439 Melville Street, 
Irondequoit, N. Y., to manufacture automobile parts, 
ete. 


The Canadian Products, Ltd., Walkerville, Ont., has 
been incorporated with a capital stock of $10,900 by 
Alexander Leslie, John E. Laughlin, Hugh L. MeDowel: 
and others to manufacture auto trucks, tracturs, farm 
machinery and implements, etc. 


The Canadian Steering Wheel Co., Ltd., Toronto, 
Ont., has been incorporated with a capital stock of 
$150,000 by Mark Devlin, Charles W. Livingston, Room 
301, 157 Bay Street; James Parker and others, to 
manufacture automobile accessories and products of 
wood and metal, ete. 


The Dominion Tractors, Ltd., Windsor, Ont., has been 
incorporated with a capital stock of $500,000 by George 
N. Hickey, Elmer E. Theis, both of Detroit, Mich.; 
Ernest S. Wigle, William Horne, Windsor, and others, 
to manufacture the Hickey farm tractor, machinery, 
ete. 


The Pedlar People, Ltd., Oshawa, Ont., is contemplat- 
ing selling its site and to buy property further from 
the center of the town and erect a new plant for the 
manufacture of sheet metal products, etc. 


The Smith Wheel, Inc., 101 North Geddes Street, 
Syracuse, N. Y., manufacturer of automobile wheels, 
has increased its capital from $3,000,000 to $3,500,000. 


The Imperial Knife Co., 4 Blunt Street, Providence, 
R. I., has filed notice of organization to manufacture 
knives, cutlery, etc. Michael A. and Felix A. Mirando 
head the company. 


George A. Fiel, secretary of the New England 
Hardware Dealers’ Association, and other members of 
the membership committee have just returned from an 
automobile trip through New Hampshire, where a 
successful drive for members was made. 


O. J. Ridenour, who was for four years genera! 
manager of the Star Expansion Bolt Company, and 
until recently the secretary and assistant general man- 
ager of the Wright-Martin Aircraft Corporation, has 
become associated with the National Chain Company 
as vice-president and general manager. 


Chicago Cutlery Market 


Office of HARDWARE AGE, 
Chicago. August 23, 1919 


ONDITIONS in the cutlery market reflect very little 
C change in the past few weeks, except that shortages in 

pocket cutlery are becoming more apparent daily 
Neither the jobbers nor dealers in the Chicago territory have 
adequate stocks, and both are doing their utmost to meet 
the demand. Some of the leading manufacturers declare 
that they have so few finished knives on hand that there is 
hardly enough of any one kind to justify the sending out of 
samples. Labor conditions are largely responsible for the 
present shortages,,as increased pay and shortened hours 
have made higher costs with decreased production. Some 
manufacturers have withdrawn their quotations on pocket 
cutlery for the balance of the year. They say that any orders 
accepted at this time could not possibly be filled before next 
Summer, and that they are in no condition to read the 
market that far ahead. There seems little prospect of any 
immediate betterment in conditions in the pocket cutlery 
field. 
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There are reports from many sources of strikes in the fac- 
tories which produce shears and scissors, and the shortages 
which have prevailed to some extent for the past two or 
three years are becoming more pronounced. In fact, the 
present conditions in the cutlery market as a whole indicate 
firm prices with an upward tendency, and until production 
can be materially increased, advances are more to be antici- 
pated than declines. 


The razor situation is about as described in our report of 
last week. There is an exceedingly heavy demand for both 
the safety and open-blade styles, with both retail and job- 
bing stocks below normal. The blade demand is also very 
heavy, and seems to be increasing. 


There is better than a normal demand for silver and silver 
plated wares, particularly in the better grades. Recently 
revised prices seem to have stimulated rather than retarded 
this demand. 


Butcher Knives.—Standard beech handle, American made 
butcher knives, ‘‘fully guaranteed’, three brass saw screw 
rivets in handles, 6-in., $4 per doz.; 7-in., $4.65 per doz.; 8-in., 
$5.65 per doz.; Standard pattern kitchen knives, $1 to $2.50 
per doz. All prices net, f.o.b. Chicago. 


Jack Knives.—American two-blade standard gauge pocket 
knives, length 3% inches, stag or wood handles, $6.75 per 
dozen, net, f.o.b. Chicago. Above are steel lined and black 
inside and with steel bolsters and no cap. 


Length 3% inches, stag or wood handles, $11.50 per dozen 
net, f.o.b. Chicago. Above are brass lined with nickel silver 
bolsters, caps and shields and clean inside. 

Length 3% inches, stag or wood handles, $17.75 per dozen 
net, f.0.b. Chicago. Above have two cutting blades and one 
patented punch blade. They are brass lined with nickel 
silver bolstegs, caps and shields. 


Length 35% inches, stag handles, ‘“‘Boy Scout’’ pattern 
pocket knives, $19.80 per dozen net, f.o.b. Chicago. Above 
have one cutting blade, one patented punch blade, one can 
opener blade, andi one combination screwdriver and bottle 
cap opener blade. 


Toilet Clippers.—Khedive, $1.55 per pair net, f.o.b. Chi- 
cago; Success, No. 1, $1.80 per pair net, f.o.b. Chicago; Suc- 
cess, No. 0, $1.90 per pair net, f.c.b. Chicago; Brown & 
Sharpe, No. 000, list per pair $4.00, less 25 per cent discount: 
3rown & Sharpe, No. 00, list per pair $4.Uv, less 25 per cent 
discount; Brown & Sharpe, No. 0, list per pair $4.00, less 25 
per cent discount; Brown & Sharpe, No. 1, list per pair 
$4.00, less 25 per cent discount. 


Razors.—Old style open blade type, with rubber handle, 
full hollow ground, %-in., %-in., %,-in., $21.00 per doz. net, 
f.o.b. Chicago. Three-quarter hollow ground, %-in., %-in., 
%-in., $18.00 per doz. net, f.o.b. Chicago. Half hollow ground, 
%-in., %-in., %-in., $14.00 per doz. net, f.o.b. Chicago. 


Safety Razors.—Gillette Standard and vest pocket edition, 
list $60.00 per dozen 


Auto-strop standard and army edition, list $60.00 per doz. 
Above takes a discount of 25 per cent f.o.b. Chicago. 


Extra blades for above, 6's, 50c., and 12’s, $1.00, less 25 
per cent discount per package. 


Gem Damaskeene safety razors, 1 dozen lots, $8.40 per 
dozen net, f.o.b. Chicago; 3 dozen lots, $8.00 per doz. net, 
f.o.b. Chicago; 12 dozen lots, $7.50 per dozen net, f.o.b. Chi- 
cago. Gem extra blades, lots of 1 dozen packages, $4.20 per 
dozen packages; 12 dozen packages, $3.84 per dozen pack- 
ages; 36 dozen packages, $3.60 per dozen packages. 


Ever Ready safety razors, 1 dozen lots, $8.40 per dozen 
net, f.o.b. Chicago; 3 dozen lots, $8.00 per dozen net, f.o.b. 
Chicago. Ever Ready extra blades, standard package of 6 
blades, lots of 1 dozen packages, $3.36 per dozen packages; 
per card of 2 dozen packages, $6.72 per dozen: lots of 5 
cards in one shipment, $6.24 per card. 


Table Ware.—Oneida Community teaspoons, per dozen net, 
f.o.b. Chicago, $4.75; Oneida Community tablespoons, $9.52 
per dozen net, f.o.b. Chicago; Oneida Community dessert 
spoons, $8.92 per dozen net, f.o.b. Chicago: Oneida Com- 
munity hollow handle knives and forks, $14.30 per set of 6 
knives and 6 forks, net f.o.b. Chicago; solid flat handle 
medium knives and forks, Oneida Community. $9.41 per set 
of 6 knives and 6 forks, net f.o.b. Chicago. 


Table Cutlery.—‘‘Gross Goods,’’ standard makes and pat- 
terns, cocoa, ebony and white bone handles, $11.00 to $33.00 
per gross net, f.o.b. Chicago. 


Silverware.—1847 Rogers flatware, new list prices dated 
July 15, 1919. On basis $11.00 per doz. for teaspoons; on 
basis $22.00 per doz. for tablespoons, less 50-10-5 per cent 
discount. 


Nickel Sitverware.—Teaspoons, $13.40 per gross net, f.o.b. 
Chicago. Tablespoons, $26.86 per gross net, f.o.b. Chicago. 
Medium knives and forks, six knives and six forks in a set, 
$3.50 per set net, f.o.b. Chicago. 


Shears.—Nickel plated straight trimmers, regular pattern, 
6-in., $11.20 per doz.; 7-in., $12.90 per doz.; 8-in., $14.20 per 
doz.; japanned straight trimmers, regular pattern, 6-in., 
$9.60 per doz.; 7-in., $10.80 per doz.; 8-in., $12 per doz.; 
barber shears. nickel plated; regular pattern, 7-in., $12.80 per 
doz.; 8-in., 914.20 per doz. All prices net, f.o.b. Chicago. 


Hardware Age 


Twin Cities. Paint Market 


St. Paul and Minneapolis, Aug. 23, 1919. 


AINT continues to run very heavy in sales although it is 
P too soon to tell how the last advance on mixed paint is 
going to affect sales. Considering the change of a few 
weeks ago, it is a pretty stiff advance for the average con- 
sumer to pay, and sales are bound to be curtailed to a 
certain extent. 


Mixed Paint.—Up to the present time mixed paint has 
been making record sales for this season of the year. The 
recent advances have not interfered with sales appreciably. 


Linseed Oil.—Supply so far keeps up to the demand. Call 
is heavy, with so much new building going on. The outlook 
is for less flax than last year and this is apt to put the 
price even higher. 


White Lead.—The call is no heavier for white lead than 
for several weeks past. Price is still at old quotation with 
a very good chance of higher prices soon. 


Turpentine.—Up to date quotation is not available but it 
is almost certain to be higher than a week ago, when a 
slight decrease was noted in price. Consumption is at 
normal for the past several weeks, with no heavy purchases. 


Shellat.—Shellac continues to be very scarce and there is a 
very good chance that higher prices will prevail before the 
end of the year. Sales are normal in a retail way. 


Steel Wool.—Call is steady with no changes in price 


| Chicago Paint Market 


Office of HARDWARB AGE, 
Chicago, August 23, 1919. 


LTHOUGH the building lock-out, which has effectually 

tied up building operations in Chicago and suburbs, is 

still in effect, sales of paint and paint accessories in the 
trade district supplied by Chicago jobbers are exceptionally 
heavy. ne feature of the demand is the amount of mixed 
paint being used as a matter of protection to buildings 
erected several years ago. Owners are beginning to realize 
that it will cost them much more to build now than at the 
time their buildings were erected, and are paying more at- 
tention to the matter of keeping them in condition. It is also 
noticeah e that the painting season this year has started 
earlier than usual. This is due to the fact that there is a 
scarcity of painters, and house owners are securing their 
services whenever availabe. As a result, local jobbers are 
selling more paint at this time than is usual for the season. 


Just now there is a movement on foot, conducted by the 
Linseed Crushers’ Industrial Council, to change the unit 
price of linseed oil from a gallon to a pound basis. Chicago 
jobbers are generally of the opinion that the proposed change 
would help to stop the loss due to measuring the oil, which 
is now estimated at about 114 per cent. The average manu- 
facturer understands this and figures it into his manufac- 
turing cost, but many dealers fail to take the loss into 
consideration. 


Some local paint and varnish men are reported to be urging 
the Federal Trade Commission at Washington to make an 
investigation of conditions in the turpentine market at Sa- 
vannah concerning the recent heavy price advances. They 
feel that the advances were unwarranted by supply and 
demand conditions, . 


The varnish gums market is fairly active at this time, 
although there have been no large sales. Varnish makers 
seem to be beginning to realize that prices are not liable to 
decline and are buying in fairly good volume. This means 
that lower varnish prices are not to be expected for the 
present at least. 


The glue market is also showing considerable activity, and 
the producers are extremely busy endeavoring to supply the 
demand. There is a firm undertone ‘to the market, and 
while the manufacturers do not claim any advance imforma- 
tion, they predict higher prices. 


The turpentine market is rather uncertain at this time, 
and appears to have a downward tendency. Some of the 
local jobbers express the belief that the price will drop a few 
cents at a time until a considerably lower figure is reached. 
Whether or not this is true, the market has evidently reached 
the top for a while, even though advances may reappear 
after a short period of declines. 


Brushes.—The brush situation remains practically the same 
as for some time past. Sales over the retail counters are 
picking up as the Fall painting season approaches, but 
dealers generally are buying only in quantities to supply 
their immediate needs. Despite this fact, there seems to be 
an upward tendency to the market, and all brush prices are 
firm. 


Mixed Paints.—Mixed paint is selling exceptionally well 
for this time of the year, and retailers say that the painting 
season has opened several weeks earlier than usual. They 
explain the condition on the grounds that painters are scarce, 
and that those desiring any paint work are hiring the work- 
men at the time they are available, rather than at the 
general painting season. The high prices of paint are in a 
measure overcome by the argument that it is much cheaper 
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to protect buildings than to build new ones. Manufacturers 
are said to be behind with their orders. 

Linseed Oil.—There is very little change in the linseed oil 
market. Prices are high, but the crushers claim that they 
are justified by the seed crop conditions. An authority on 
the oil question, im a recent address before a convention of 
master painters, said: ‘‘At the present high prices of linseed 
oil, which bids fair to go to $3 per gallon before this season 
ends, it would seem the part of wisdom, for reasons of 
economy alone, to take advantage of the superior paint- 
making qualities of reinforcing oils which also serve the 
additional purpose of extending and conserving raw linseed 
oil.’’ 

We quote to retailers f.o.b. Chicago: Strictly pure linseed 
oil, in barrels, 1 to 4 bbls., one delivery, raw, $2.48 per gal.; 
boiled, $2.50 per gal.; 5 to 9 bbls., one delivery, raw, $2.28 per 
gal.; boiled, $2.30 per gal.; 10 bbls. or over, one delivery, raw, 
$2.23 per gal.; boiled, $2.25 per gal. Terms, 30 days net, or 
less 1 per cent if paid within 10 days from date of invoice. 

Turpentine.—The turpentine market has shown some weak- 
ness during the past week, and is rather uncertain at the 
present time. Local jobbers declare that the tendency is 
downward at this time, although there may be a reaction 
after a short period of decline. It looks as if the top had 
been reached for a while at least. The trade generally is 
satisfied that a lower level is in sight and that gradual 
reductions are to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
pure turpentine, in barrels, $1.78 per gal. 

Denatured Alcohol.—Manufacturers report that great in- 
terest has been shown of late in denatured alcohol, and that 
quite a volume of business has been booked for Fall de- 
livery. None of the distillers has as yet offered any delivery 
price for after the first of the year, and very few are offer- 
ing alcohol with the price guaranteed against decline. Local 
prices are same as quoted last week. 

We quote from jobbers’ stocks, f.o.b. Chicago: 180 deg. 
denatured alcohol, in barrels, 53c. per gal.; 5 and 10 gal. cans, 
20c. per gal. higher; 1 gal. cans, 25c. per gal. more, which 
prices include the containers; where sold in bulk, in less 
than barrels, the price is 10c. per gal. more, with an extra 
charge for the cans. 

White Lead.—The demand for white lead in oil is appar- 
ently greater than the supply, with a steady flow of orders 
coming to the manufacturers from paint makers and job- 
bers. In spite of this fact, and the high prices quoted for 
pig lead and linseed oil, the white lead manufacturers have 
not as yet made any price changes. 

We quote from jobbers’ stocks, f.o.b. Chicago: 100-lb. kegs, 
13c. per lb.; 50-lb. kegs, 13%c. per lb.; single kegs, $6.75 
each; 25-lb. kegs, 13%c. per lb.; single kegs, $3.45 each; 
12%-lb. kegs, 13%c. per lb.; single kegs, $1.80 each. 

Shellac.—The shellac market, so far as supplies are con- 


Strictly 


87 


cerned, is unchanged. There is practically no shellac to be 
had. All quotations are subject to confirmation, and are 
being withdrawn or revised so often that there is very little 
to base a price on. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
shellac (4-lb. goods), in gallon cans, $6.50 per gal.; 
orange shellac (4-lb. goods), in gallon cans, $6 per gal. 

Dry Materials.—Dry materials seem to be in fair demand, 
and sales are getting better as the Fall season approaches. 

Sundries.—We quote from jobbers’ stocks, f.o.b. Chicago: 
New York plaster of paris, in barrels, $3.50 per cwt.; gilders’ 
whiting, in barrels, $1.75 to $2.50 per cwt.; English Venetian 
red, in barrels, $2.50 to $4 per cwt. 


Pure white 
pure 





Cincinnati Paint Market 


Office of HARDWARE AGE, 
Cincinnati, August 23, 1919. 


TEADY advances are still taking place on paints and on 

everything that enters into their composition. Business 

is still very good, although local retail merchants report 
a falling off in trade due to a painters’ strike in Cincinnati. 
Country and suburban merchants make very optimistic re- 
ports and look for the paint season to extend well into the 
winter. 

Mixed Paints.—Paint makers are hard put to fill all 
orders promptly, and state that advanced prices seem to 
stimulate business rather than to retard it. As soon as the 
threshing season is over a big business is expected from the 
farming trade and merchants in the rural districts have 
lately been buying some heavy stocks to take care of this 
anticipated business. 

The Foy Paint Co. quote to dealers as follows: First grade 
mixed paints, $4 per gal.; white, $4.25. Second grade mixed 
paints, $3.25 and third grade, $2.25. 

Linseed Oil.—No late advances have taken place and the 
jobbers’ quotation to-day is $2.32 per gal. in barrel lots. 
Business is exceptionally good. 

Turpentine.—The market has fluctuated some lately, but is 
again advancing. To-day’s wholesale price of $1.72 per gal. 
is a top-notch figure and represents an advance of 27c since 
July 20. 

Varnishes.—Nearly all makes of varnishes have been 
marked up, but advances made are comparatively smaller 
than those made on mixed paints. Business is holding its 
own very well with both the city and country trade. 

White Lead.—The base price is unchanged at 18c per Ib., 
with the usual trade discounts on different sized packages. 
There is a big demand for white lead both from the painters’ 
trade and from plumbers. 
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How to Make Advertising Capital of a Special Purchase—Advertising to 
the Hotel and Restaurant—Copy That Got Results 


By Burt J. PARIS 


Playing Up a Special Purchase 
No. 1 (5 cols. x 18 in.) 
N the course of business, a hardware merchant 
I sometimes is enabled to make a special purchase 
of a sufficient quantity of goods to warrant a 
strong showing of special publicity. 


1—Presenting a special purchase 


QUALITY BRAND 
ALUMINUMWARE 


The Most Startling Special Sale of Alum- 
inumware Ever Held in Memphis, Begin- 
ning, Monday Morning, at 8 o'clock. 


We bought over 200 dozen pieces at an enormous 
saving—which causes this Radical Price Reduction 


Entire Lot $ 
Goes at each ae 49 
Come Expecting Values That You 


Never Heard of B of Before 
of iis ra ae - 
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Memphis, Tenn. 
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“HELLO! 
BLAKEY-CLARK” 





This ts Brown talking. I just wanted to compliment you on 
that Hur of BLIZZARD FREEZERS you are selling down there 
Believe me, it is SOME line That was a ‘peach’ of a freezer 
u sent me—the best I ever ted. And say, the way It turns out 
that pure, wholesome, velvety ise cream! Why, man, It makes my 
mouth water while I'm talking about it. This is one eummer we 
will have plenty of ice cream at my house 
“Your salesman who sold me my BLIZZARD—well, I'll say be 
was some salesman. He boosted the BLIZZARD up strong—in fact, 
so strongly that I memorized hie selling talk. It runs something Ds sseisaclchisiblitinias $2.60 
like this 2 qt » sevnee eens MB.2S 
3 at $3.75 
4 at ons canamee cee 4.25 
“The BLIZZARD is the most practical and most economical © Werner renner A. 
freezer in ase because it is convenient, compact in size, uses the —_ cai ace 
smallest amount of ice and salt; runs easily, freeecs quickly and 
Produces smoothly frosen creams and deverts with litle bother and = 


leas work.” 


EY-C 

I'l say be was right. It will do everything he Mlaimed for it LAR 

and more, too. You may refer any of your freezer prospects to me, F COMP 
for I'm strong for THE BLIZZARD.” " P 











8—This copy sold the freezers 


Ofttimes, it is not clear to the merchant just how 
this sort of publicity should be handled and for the 
benefit of those who, in the future, may take advan- 
tage of such special opportunities, we are glad to 
show this ad sent us by the House-Bond Hdwe. Co., 
Memphis, Tenn., which is a model presentation of a 
special sales opportunity. 

The heading of such an ad is very important. In 
this ad notice the large type, the featuring of price 
and the action-getting cut, not forgetting the suc- 
cinct guarantee, without which the ad loses a great 
deal of its force. 

Always “shout” as loud as you can with your head- 
lines, opening paragraph and illustration. Don’t 
attempt to use the more conservative display of 
your regular ads. You are featuring something dif- 
ferent and you must make your ad different in look 
and appeal. 

Aiways give great prominence to the items as has 





UMI 





Al 


August 28, 1919 





Let Mr. Paris counsel 
you in your advertising 
problems. 

This service is free. 











been done here and separate them very distinctly so 
that the reader may pick and choose without ‘“wad- 
ing” through the entire ad. 

Make your space as large as you can. Don’t drop 
under 4 columns by 15 inches and go over this by 
as many inches as you can. Cut out phone and 
C. O. D. orders, otherwise you will make some peev- 
ish customers. Invite mail-order, cash-in-advance 
trade. (This appeal is handled very neatly in the 
ad.) Talk up your purchase strong but don’t over- 


do. It is best not to set a time limit on the sale as°* 


this sounds too much like a periodic clearance sale. 
Start your sale Friday or Monday and infer that the 
sale will be on until the supply is exhausted. In 
the opening paragraphs of this ad, you will find this 
point well taken care of. Your follow-up ads should 
diminish in size until after the third or fourth day 
you are using two-column “sale reminder” ads. A 
larger ad may be used to wind up the sale with a 
rush if toward the end goods are not moving fast 
enough. 


Hotel and Restaurant Trade 
No. 2 (2 cols. x 15 in.) 
|? you cater to hotels and restaurants, or if you 
have any designs on capturing this class of trade, 
read over this ad sent us by Adman C. B. Hunt of 
W. J. Pettee & Co., Oklahoma City, Okla. 
Newspaper advertising will build up a profitable 
line of trade in cities large enough to have a num- 
ber of hotels and restaurants and the Pettee Com- 
pany devotes considerable space to developing and 
holding this class of trade. 


This Copy Gets Results 


No. 3 (3 cols. x 7 in.) 


C B. KNIGHTEN, who devotes a large share of 

* his time as secretary of the Blakey-Clark Hdwe. 
Co., Ennis, Tex., to preparing the constant barrage 
of ads laid down by the firm, says this ad “got 
results.” That’s the real test of an ad. No matter 
what we may think or anyone else may dope out, the 
ad that gets results is the ad to use even though it 
looks like a third-rater and violates all advertising 
principles. However, the ad that really pulls will 
be generally found basically correct as far as adver- 
tising principles are concerned and this ad is no 
exception. 

As Mr. Knighten says, this ad has the “personal 
touch” and the copy is alive and snappy in appeal. 
It does not smack of overstatement. 

Mr. Knighten, in sending us this ad, takes occa- 
sion to thank this department of HARDWARE AGE 
for past assistance given in connection with Blakey- 
Clark advertising. 


In [ts Seventh Year 
No. 4 (7% in. x 11 in.) 
Ms EVEN years calling on the trade and still going 
strong: that’s the record of Hackley’s Store 
News of Earl Park, Ind. E. Hackley is a good busi- 
ness man and is running his hardware store for 
profit and if Store News didn’t fetch the bacon, you 


89 
don’t suppose he would have kept it going all these 
years, do you? ’Tain’t likely. 


If you haven’t got a store paper, why haven’t you? 


2—Are you getting hotel and restawrant trade? 


If 








STORE HOURS — OPEN 7:30 A. M. CLOSE 6:00 P. M. 


ORDER BY 20 YEARS OF 
MAIL SERVICE 

















“THE MOST INTERESTING STORE IN OKLAHOMA” 








Hotel and Restaurant Supplies 














Born Steel Hotel Range 


Combination fer gas or coal—all-steel constructed — two 
ovens sizes, 24x26 inches—top warming  shclfi—nickeled- 
trimmed. Price complete with gas burners, $260. 

Born Range—Gas or coal, single oven, 26x36 oven, with 


gas burners, price §160—Second Floor. 








Chinese 
Strainers 

Retinned extra strong malable 
handles f d strainer. Prices 


perforate 
$3.75, $4.50, $5.00.— Second Floor. 





Potato 
Mashers 


Heavy strong 
wire masher — 
very durable 
Wood handle 

erent sizes 
d at 65¢ and 








Potato Baskets 


Heavy wire basket 
with hook handle, steel 
kettle. Different sizes. 
Prices range from $4.50 
to $7.50. Also small sizes 
for family use, $1.50 up. 


—Second Floor 














French 
Egg 
Beater 

Strong heavy 
retinned wire— 



















— wrapped wire 
handle. Sizes 
° from 12 to 18 
Hotel Colanders whet MR. 
Retinned steel, one-piece seam- 85c to $1.75. 
less, riveted handle. Various 
sizes from 98.50 to $4.50. Family Second Floor 
sizes from 35¢ up.—Second Floor. 
eens BAG 
,tieavy white can- . 
vas, sizes from 1 Hotel Dishes 
PALS Prices and e 
Pastry Glassware 
Tubes 
Heavy re- We carry a com- 
oats = plete service in first 
jer ne MF amy quality hotel dishes 
10¢ each, 3 and glasses. at 
for 25¢. Second Floor 
Second 
Floor 














DELIVERY PREPAID ON MAIL ORDERS 


Quick Meal W. J. PETTEE & CO. North Star 
Gas Ranges Oklahoma City Refrigerators 


“191-123 West Main 


Annex Store 120 West California 
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If you want to know anything about store papers, cade ago and we’re just that positive that we say to 
write this department. We’re not a bit conceited, you that when it comes to store papers, we are the 
but we started the store paper ball a-rolling a de- leading authority. 





4—A store paper in its seventh year 
POSTMASTER NOTE—RETURN POSTAGE GUARANTEED 
A Live Message From a Live Store 


Hackley’s Store News. 





Seventh Year. 


EARL PARK, INDIANA, 





ARE WE HERE FOR PROFIT? we| 
ARE! BUT READ THIS | 





Some of our good customers have/| 
expressed interest of late in our pro-| 
fts. 

“You're in the business for the pro- 
fit you can get out of it,” said one. 

We certainly are. 

Running a store is not exactly the 
kind of occupation we should choose 
were our only idea that of promoting 
the good of our health. 

Whenever we hear a person speak 
in a patrohizing tone about a store- 
keeper's profit we are reminded of the 
same remarks that age passed out 
from time -fo time about clergymen 
and school teachers. These two class- 
es of highly educated professionals— 
to whom the world owes more than to 
any other single class—are the most 
poorly paid people in the world. Any 
priest, any minister, any teacher gets 
just about enough to maintain himself 
by practicing economy. And yet there 
are people who will say that clergy- 
men and teachers are in the business 
for the money they can get out of it. 

What a slander! 

We do not mean to insinuate that 
we are in the same class as the cler- 
gymen and instructors. We speak of 
them merely for purposes of compari- 
son. We frankly say we are here for 
what we can make. Were we to say 
otherwise you would know that we 
were not telling you the truth. 

A frank understanding along these 
lines is good for all of us once in a 
while. 

How much profit do we gain? 

About 10 per cent net profit is what 
we aim to make our store yield us. It 
falls below this if anything. We do 
not and cannot get fancy profits for at 
least two reasons: 

In the first place you would not pay 
fancy prices. 

In the second place we owe you a 
duty which we insist on discharging. 
You trust us. You trust our know- 
ledge of merchandise, our ability to 
find and buy the merchandise you 
want. For this service you are will- 
ing to pay us a modest profit. To give 
you this service and to get this profit 
we are in business. 

We repeat we are here for the pro- 
fit we can make. Unless we tell you 
to the contrary you may make up your 
mind in the beginning that the prices 
we quote on most of our articles of 
merchandise allow for a nominal pro- 
fit. When we do not make any profit 
on an article—and there are such ar- 
ticles*in our store—we will tell you. 
Whenever we sell anything away be- 
low its value for advertising pur- 
poses we will tell you, In other 
words, when we say a thing is a bar- 
gain you may depend upon it that it 
is a bargain. 





We are going to deal squarely with 
you and you with us. 

We don’t expect you to buy things 
from us because you love us or thru 
any other sentimental reason. The 
only basis upon which we can expect 
you to buy goods from us is our abil- 
ity to save you money. When it gets 
that we can’t save you money and do 
better by you than other people we 
don’t expect you to buy here. 

And, on the other hand, the only 
basis upon which you can expect us 
to run this store and to extend this 
service is our ability to gain at least 
enough out of it to pay for the ex-, 
pense of living. 


THINK THIS OVER | 











' 

The United States has only 6 per, 
cent of the population of the world 
and only 7 per cent of the land and 
yet we produce: 

60 per cent of the world’s cotton; 
20 per cent gold; 25 per cent wheat; 
40 per cent iron and steel; 40 per 
cent lead; 49 per cent silver; 50 per 
cent zinc; 52 per cent coal; 60 per 
cent aluminum; 60 per cent copper: 
66 per cent ofl; 75 per cent corn; 85 
per cent automobiles. 

We also refine 80 per cent of the 
copper and operate 40 per cent of the 
world’s railroads. 

Before the war we owed other na- 
tions five billion dollars. 

We have not only paid this debt, 
but foreign nations now owe us ten 
billion dollars. We now hold the larg- 
est gold reserves of any nation in the 
world. 


GERMANY MUST PAY $50,000,000.000 





Which is— 

More than $66,000 for: every man, 
woman and child in St. Louis. 

Double all the’ gold and silyer min- 
ed in the world since 1492. 

Five million dollars more than all 
the paper money in the world today. 

Ten million dollars more than the 
national debts of all the countries in 
the world in 1913. 

Five times as much as the total val- 
ue of all the real estate and all the 
personal property in the five bor- 
oughs of New York, the ‘wealthiest 
city in the world.—Exchange. 





WANT A TAXI? 


Call any of the following for taxi 
service: 

J. D. Seott, phone 157. 

Harvey Kitterman, phone 24. 

Harry Sones, phone 150. 

Estel Heck, phone 149. 





See our line of three tine forks for 
the harvest season. 

Elmer Belote has just ‘finished a 
new wall bread case for the~Home 
Bakery. 

Dan Daley has purchased one hun- 
dred and sixty acres of land near 
Fowler. 

John Holscher has purchased Dan 
Daley’s eighty acre farm near Dun- 
nington. 

Val Krick has purchased of us a 
new Waltham piano-as a present to 
his family. 

Philip Bohlinger has purchased of 


United States troops, backed by| John Holscher eighty acres of 
good United States brains and erit.| Jos. Dehner Boose ninth y soctiaaainaes 


delivered the “knockout” blow that 
ended the war. 

Don't you believe that we can suc- 
cessfully.solve all of the problems of 
peace? 

Are you a “bull” or a “bear?”—Ex- 
change. 





Library Notice 


Have you called at your library 
lately and taken home one of your 
new books or magzzines? You should 
take advantage cf the opportunity to 
read the latest fiction and best per- 
iodicals. Jf zou want information on 
any subject call up the library and 
we will gét it for you. Phone 151. 





We have a new line of pictures and 
frames, assorted sizes. We also are 
now in a position to give prompt de- 
livery on frames made to order. 

We are advised of an increased in 
price on Monarch Malleable Iron 
Ranges, taking effect June 30. If ig 
need of a range better get our prices 
before the new goods and prices are 
in. 





Try a gallon of our castor machine 
oil. We have a large trade on this 
oil. You will find it better. 

John Flinn Sr. is now out of the 
grain business. Mr. Flinn has been 
identified with the grain interests In 
this town for a good many y“ars. ° 

We are pleased to announce that we 
are getting shipments of some old 
numbers of Victor records. A good 
many of the older favorites are now 
available. 

Mrs. Roy Yates has purchased of us 
a new New Home sewing machine. 
The old machine was just worn out 
and in selecting a new one Mrs. Yates 
wanted the best. e 

Everything in the furniture and 
rug lines are advancing. We still 
have most of our lines priced at the 
old prices. We will be compelled to 
advance when we buy again. 

The town board has ordered Mar- 
shal Boldman to notify all ‘property 
owners to cut their weeds. He has 
orders to hire the weeds cut on all 
property where owners do not.comply 
with the order. 








Coming Conventions 


NATIONAL HARDWARE ASSOCIATION AND AMERICAN 
HARDWARE MANUFACTURERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 1919. Headquar- 
ters, Marlborough-Blenheim. T. James Fernley, secre- 
tary, National Hardware Association, 505 Arch Street, 
Philadelphia, Pa. F. D. Mitchell, secretary, American 
Hardware Manufacturers’ Association, Woolworth 
Building, New York City. 

AUTOMOBILE ACCESSORIES BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, Hotel Sherman, 
Chicago, Ill., Dec. 8 and 9, 1919. A. H. Nichols, chair- 
man, Detroit, Mich. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Oklahoma City, Dec. 9, 
10, 11, 1919. W. B. Porch, secretary-treasurer, Okla- 
homa City. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 4, 5, 6, 1920. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, INC., CONVENTION AND EXHIBITION, 
Philadelphia Commercial Museum, Feb. 10, 11, 12 and 
13, 1920. Hotel headquarters, Bellevue-Stratford. 
Sharon E. Jones, secretary, 1314 Fulton Building, Pitts- 
burgh, Pa. 

NEw YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 
20, 1920. Headquarters, Onondaga Hotel. Exhibition, 
State Armory, Jefferson Street. John B. Foley, secre- 
tary, 607 City Bank Building, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Minn., Feb. 17, 
18, 19, 20, 1920. H. O. Roberts, 1030 Metropolitan Life 
Building, Minneapolis, Minn. 


Reading matter continues on page 92 
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sien 28-page supplement illus- 
trates and describes some of the 
many new products which we have 
perfected and placed on the market 
since the publication of our general 
catalogue No. 26. If you have not yet 
received a copy, write for it now. Ask 
for Supplement A. 


Mc KINNEY MANUFACTURING GOMPANY 
‘WROUGHT STEEL (mck / BUILDERS’ HARDWARE 


PITTSBURGH, PA. 

















Products Being Placed on the Market by Hardware Manufacturers 


New Hacksaw Adjustment. 


A new steel hacksaw attachment 
has recently been invented for use on 
an ordinary hacksaw frame which is 
intended to make it unnecessary to 
throw away a hacksaw blade that has 
been broken. This attachment, known 
as the “Griptite,” is manufactured by 
Ira I. Slomon, 164 East Thirty-fifth 
Street, New York City. 

The broken end of a hacksaw blade 
can be inserted into the “Griptite” at- 
tachment and the “Griptite” then at- 





“Griptite” hacksaw attachment 


tached to the pin near the handle of 
the hacksaw frame. By turning the 
winged nut at the other end of the 
frame the desired tension can be ob- 
tained. If the blade should be broken 
at both ends, one of these emergency 
devices can be placed at each end by 
attaching it to the frame handle pin 
first, and then to the pin near the 
winged nut. Adjustment of the 
winged nut will give the necessary 
tension. 


H-K Auto Coaster 


The H-K Toy and Novelty Company, 
Indianapolis, Ind., is the maker of the 
H-K Auto Coaster which is sure to 
tickle the hearts of the little young- 
sters. 





The H-K auto coaster 


| The wagon steers like an auto, has 


@ shock-absorbing steering mechan- 


. 





On this page 
each week 
you will find 
noted new goods 
for 
new profits 











ism with a positive control over the 
front axle at all times. Wood screws 
and bolts are used throughout. All 
wheels have metal bearings. The 
coaster can be pulled or pushed, or it 
may be propelled in the usual man- 
ner. Coil springs, the concern states, 
take up all loose play and absorb all 
shocks, taking strain off front wheels 
and steering mechanism. It is quick- 
ly attachable and replaceable. 


Push and Pull Switch 


The “Presto” push and pull switch 
is a new device placed on the market 
by the Metal Specialties Manufactur- 
ing Co., 338-352 N. Kedzie Avenue, 
Chicago. The body parts and plate 
are made of steel and all the switch 
parts are thoroughly insulated. The 
advantage claimed for these materials 


with screw terminal and connection 
bars for the gang switches. 

The standard finish is black plate 
with nickel plated knob. 


Nailless Strapping System 


The Acme nailless strapping sys- 
tem increases the strength of the 
shipping container and guarantees the 
user against loss from damage and 
pilferage. 

The system is rapid in operation. 
With a convenient arrangement of 
boxes, it is stated that one man can 
































Push and pull switch 


is that they will resist intense heat 
and stand a lot of rough usage, be- 
sides having the holés for the screws 
in the top plate far enough ‘from the 
center so that the screws will not 
break away from the wood. 

These switches are also provided 


Showing the Acme strapping in use 


reinforce with two straps each—ap- 
proximately sixty boxes per hour. 
The ease with which the tools are 
operated, permits their use by one 
man continuously. 

The Acme method is adapted for use 
in properly securing all commodities 
transported, whether packed in boxes, 
baled or bundled. The system per- 
mits the use of thinner lumber, thus 
reducing the weight of the package. 

The stretcher is used for all widths 
and gaug s of strapping. Its opera- 
tion is easy and rapid. The Acme 
sealer is positive in its action and the 
concern advises cannot be misapplied 
to the seal, thereby making it, so it is 
said, impossible to spoil the seal and 
strapping. The seals, when applied, 
are practically as strong as the strap. 
They are easily threaded and may be 
used on either cut length or coiled 
stock with equal rapidity. The use 
of the Acme seal necessitates only one 
inch of overlap, or the actual length 
of the seal. The seals, which are gal- 
vanized, lie flat on the case, thereby 
saving shipping space, and permitting 
a perfect stacking of boxes in ware- 
houses. The strapping is painted to 
prevent rust. The Acme Steel Goods 
Company, Chicago, IIl., is the maker. 


| Reading matter continues on page 94 
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A Look Inside 
R-W Trolley Track 


reveals its strength, economy 
and adaptability to a wide 
range of uses. 

A Look Inside 
The R-W General Catalog 


reveals that R-W trolley 
track and R-W door hang- 
ers are adapted to any door 
that slides. 


Get your copy. Sent without 
obligation. 





Manufacturing Co. 


AURORA, 
ILLINOIS 


BOSTON 

CHICAGO 

NEW YORK 

ST. LOUIS 
PHILADELPHIA 
MINNEAPOLIS 
LOS ANGELES 
SAN FRANCISCO 

LONDON, ONTARIO 


Sliding Door 
Equipment 
For Barns Garages 


Churches Schools 


Residences Warehouses 


Elevator Door Fixtures 
Fire Doors and Hardware 
Door Checks and Closers 

Rapid Acting Vises 
“OveR-Way” Carrying Systems 
Mounted Grindstones 














' 
“A hanger for any door that slides”’ 




















Metal Punch for General Use 


An improved metal punch designed 
for field and shop work is the latest 
addition to the Parker Supply Com- 
pany, New York City, products. This 
is a hand punch made of drop-forged 
steel, heat tempered. The working 
parts are hardened and tempered. 
The combination of the front pointer 
and side gauge is a new feature that 
eliminates the necessity for center 
punching or the inconvenience of reg- 
istering the center of the punch by 
looking into the throat. The new side 
gauge also acts as a wrench for the 





Improved Metal Punch 


removal of punches and as a screw 
driver for the replacing of dies. It 
is known as the Parker Metal Punch 
No. O X. 

The length is 8 in., weight 2% Ib., 
and the depth of the punch to the cen- 
ter of the punch is 1% in. Standard 
sized dies are made ranging from % 
in. to 17/64 in. 


Improved Self-Measuring 
Pump 
The Milwaukee Tank Works, Inc., 
151-201 Becher Avenue, Milwaukee, 
Wis., have recently made new im- 
provements on their Type 11 self- 


measuring pump. 
This pump provides an inexpensive 





means of converting any ordinary 
steel barrel into a self-measuring out- 
fit for retailing oils or kerosene. The 
pump is made especially for non-vola- 
tile liquids. It has many features 





Self-measuring pump 
Milwaukee Tank Works, Inc. 


that the manufacturers claim war- 
rant attention. 

As shown in the illustration, the 
faucet leads direct from the cylinder 
head. Before it led from the crank 
head. This brings the faucet lower 
down, which is an advantage in filling 
cans. 

The plug in the top of the barrel is 
fastened so as to be perfectly firm. 
It cannot shake or become loose, being 
held by two thumb screws set at right 
angles. The handle is shorter so that 
the arm does not need to make as 
large a circle in pumping. 


Water-Proof Cover 


The Dafoe-Eustice Company, West 
Jefferson Avenue, Detroit, Mich., is 
making the Ustus covers for motor 
trucks. These covers are made in a 


large variety of styles and sizes, in 
both plain and waterproof fabrics, and 
are claimed to be absolutely dust and 





Ustus waterproof cover 


waterproof. Similar covers for agri- 
cultural implements and exposed ma- 
chinery are also made by this concern. 


New Bearings for Fords 


New bearings for Ford and Chevro- 
let front wheels which combine quality 
with low cost are being manufactured 
by Stevens & Company, 375 Broadway, 
New York City. These bearings are 
known as the Star semi-annular bear- 
ings and no tools for fitting are neces- 
sary. 

It is claimed by the manufacturers 
that by separating and controlling the 





New bearings for Fords 


balls and by keeping them well lubri- 
cated, Star semi-annular bearings 
materially reduce friction. They keep 
the balls in line—rolling easily—so 
they can neither jam nor lock, and 
hence cannot readily skid or break. 
That, it is stated, means longer life 
for the cups and cones, as well as 
permanent adjustment, quiet running 
and easy gearing. 


Reading matter continues on page 96 
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THE WEAR RESISTING ROAD G 
that 
OUTLIVES ITS GUARANTEE 


RixM0D tires made and sold represent an investment by 
the public of MILLIONS in thousands of TIRES. 
This shows the universal appreciation of the Riv 
tire, and, it should convince you of its merit, and 


that it is the tire you should sell your patrons. 


will sustain its merited reputation with you also. 


Your Opportunity for Sales and Profit 
Write for Dealers’ Proposition 








Notes of the Retail Hardware Trade 


USCALOOSA, ALA.—The Archer Leland Company 

has recently opened a hardware store on Greens- 
boro Avenue, where a complete stock of automobile ac- 
cessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, crockery and 
glass, cutlery, dog collars, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy hardware, paints, oils, varnishes and 
glass, prepared roofing, ranges and cook stoves, refrig- 
erators, shelf hardware, silverware, sporting goods, 
wagons, buggies and washing machines will be carried. 
Catalogs requested. 

NORFOLK, CONN.—Joseph R. ‘Carroll has purchased the 
hardware business of the Brown Company, with which 
he has been identified for some time. ; 

GAINESVILLE, GA.—The Carbine Hardware Company, 
composed of A. B. Carbine and J. F. Overly, requests 
catalogs on a general line of hardware. 

HIGHLAND Park, ILL.—The Harder Hardware Com- 
pany, which has recently enlarged its store, requests 
catalogs on automobile accessories, baseball goods, bath- 
room fixtures, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, crock- 
ery and glass, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, 
hammocks’ and tents, heating stoves, home _ bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, lubricating oils, mechan- 
ics’ tools, oil cloth, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and _ cook stoves, 
refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, games and wash- 
ing machines. 

EVANSVILLE, IND.—The E. M. Bush Hardware Com- 
pany has increased its capital stock from $15,000 to 
$25,000. 

OTTERBEIN, IND.—G. W. Hertzing has commenced 
business here, carrying a stock of the following: Auto- 
mobile accessories, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, cutlery, 
fishing tackle, galvanized and tin sheets, gasoline en- 
gines, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, lubricating 
oils, mechanics’ tools, prepared roofing, pumps, ranges 
and cook stoves, shelf hardware, silverware, sporting 
goods, toys, games, wagons, buggies and washing 
machines. 

CLARKSVILLE, Iowa.—O. M. Graham has sold his 
hardware stock to Joseph Deeming. The new owner 
will take possession about Oct. 1. 

GRINNELL, Iowa.—Richards & George have been suc- 
ceeded by the George Hardware Company, composed 
of Russell and C. S. George. Catalogs requested on 
bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household spe- 
cialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating 
stoves, heavy hardware, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games and washing machines. 

Ruopes, Iowa.—E. L. Wertman has established him- 
self in business, carrying a complete stock. Catalogs 
requested on a line of shelf and heavy hardware. 

NEODESHA, Kan.—C. R. White has purchased the 
hardware and implement stock of E. P. Moulton. 

Norway, Kan.—The hardware stock of P. Pehrson 
has been sold. The Norway Hardware Company is the 
purchaser. Automobile accessories have been added to 
its regular stock. Catalogs requested on a general line 
of hardware. 

St. JoHN, KAN —The Charles R. Harlan Company, 
in which Dewey E. John has recently acquired an in- 
terest, requests catalogs on toys, automobile acces- 
sories, fishing tackle, etc. 

WESTFALL, KAN.—The Westfall Mercantile Company 
has engaged in business. The firm’s stock will com- 
prise automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, buggy whips, builders’ 
hardware, churns, cream separators, crockery and 
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glass, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, 7 tackle, furnaces, 
furniture department, galvanized and tin sheets, gaso- 


line engines, hammocks and tents, harness, heating | 


stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen 
housefurnishings, lime and cement, linoleum, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies 
and washing machines. Catalogs requested on a gen- 
eral line of hardware. 

DECATUR, MicH.—R. W. McCook is purchaser of the 
G. L. Roberts hardware store. 


WHEATLAND, Mo.—The hardware stock of LeRoy F. 
Mansfield has been damaged by fire. 


DONIPHAN, NeB.—C. F. Glazier & Son, who have 
bought the hardware business of R. D. Wood, request 
catalogs on the following: Baseball goods, bicycles, 
builders’ hardware, children’s vehicles, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, 
dog collars, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, heat- 
ing stoves, heavy hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, poultry supplies, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys, games and 
washing machines. 


Avon, N. Y.—J. C. Wallis has disposed of his stock 
to J. T. Marshall. The new owner requests catalogs 
on poultry supplies, farm implements, saddlery, etc. 

GREEN, N. Y.—Hotchkiss & Driscoll have bought the 
hardware stock of I. G. Martin. They request catalogs 
on bicycles and camping outfits. 

OGDENSBURG, N. Y.—The Robert Bowman Hardware 
Company, Inc., 84 Ford Street, has been incorporated 
by Robert Bowman, James S. Bowman and Clark M. 
Bowman. The capital stock is $25,000. 


COURTENAY, N. D.—Gentry & Nelson have bought 


the Larson hardware stock. 


SELFRIDGE, N. D.—The Selfridge Hardware Company, 
purchaser of the hardware stock of Mr. Loubek, has 
been incorporated with a capital stock of $25,000. L. 
A. Tavis is president; C. C. McLean, vice-president and 
George W. Janda, secretary-treasurer. Catalogs re- 
quested. 


BLACKWELL, OKLA.—The Wallace Furniture Com- 
pany, 115-117 W. Blackwell Avenue, requests catalogs 
on children’s vehicles, crockery and glass, cutlery, fur- 
niture department, hammocks and tents, heating stoves, 
iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, paints, oils, varnishes and glass, plumbing 
department, ranges and cook Stoves, refrigerators, sew- 
ing machines, silverware and washing machines. 

CONNEAUT LAKE, Pa.—F. J. McLaughlin has engaged 
in business here, and requests catalogs on the following 
lines: Automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glass, cutlery, 
dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods, tin shop, 
toys, games, wagons, buggies and washing machines. 

NASHVILLE, TENN.—The Deeds & Jordan Company, 
152 Second Avenue, North, has discontinued business. 


BROWNSVILLE, TEX.—The Borderland Hardware Com- 
pany, 1222 Elizabeth Street, doing both a wholesale and 
retail business, has started in business here. A stock 
of the following will be carried, on which catalogs are 
requested: Automobile accessories, buggy whips, build- 
ers’ hardware, churns, cream separators, crockery and 
glass, cutlery, electrical household specialties, fishing 
tackle, galvanized and tin sheets, harness, heating 
stoves, heavy farm implements, heavy hardware, 
mechanics’ tools, ranges and cook stoves, sewing ma- 
chines and sporting goods. 
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GENERAL GOODS—Gvods which are made by more than one 
manufacturer are printed in italics. The prices named represent 
those obtainable by the fair retail Hardware trade. Very smail 
orders and broken packages often commund higher prices, while 
lower prices are usualiy given to larger buyers. 


SPECIAL GOODS—Quotations printed in small type (Roman) 
E relate to goods of particular manufacturers who request the 
= pub'icat‘on of the prices named and are responsible for their 
= correctness. _ They usually represeut the prices to the average 


Nid ayant 
TMT MR UH Tid nn ETT 


Current i aailiaeeis Prices 


vetail trade. On some goods slightly lower prices are obtain- 
abie for large lots. 

SLANDAKD LISTS AND DIRECTORY OF go eee 
—Contuins the list prices of many leuding goods. It is 
lished in loose-leaf form and is kept up-to-date by a nae 
subscription service. 472 puges, 7 x 10 inches, Price, $7.50. 
ADDITIONS AND COKKECLIONS.—'lhe trade are requested 
to suggest aby improvements with a view to rendering these 
quotations as correct and as useful as pussible to Retail Hard- 
ware Merchants. 


HA 





a 





Machine Bits— 
ApbsusteRs—Biind— Russell Jennings Mfg. Uo....... 35% 
H. B. Ives Lebanon Machine Ca. 


Co.: 
Blind and Casement. Sr Open center, Pyramid Point, Lemco 
Superior Spring Hinge Co.: 





4u° 
Casement adjusters ..........25% Mch. Bits, Pat’d, Screw Point 
Window Stos— 40% 
Ives’ Patent ......- .3314 % Post Hole— Per dus. 
Ives’ Stop Bead Screws ‘and ‘Wash- Hall, No. 1 Adjustable, 3 in tis . 
QED cccccveccccecccccccccer Sh GH 3 pte 
ADZES a wes Hall, No. 2 Adjustable, 3 in a39.9 : 
arpenters’, Kings, per dez... Hall, No. 3 Adjustable, 3 in 1, 
Ship, dipped conceding: > , aj $21.12 
RS— iwan Bro 
a Supply Co. : 5 0 Post Hoie, 3 in. to 16 in..... 35% 
Screw Anchors, Parker. ..75&10% liercules, per doZ.......... $16.50 
Star Expansion Bolt Co. : a Perfection, DOF GOB... ccccve . 16.00 
Sebco Screw Anchors..... 60&10 % Split Lidle. Diggers, per doz. 14.vu 
ANTI-RATTLERS— ship Augers and pe b 
Fervuld Mfg. Co. Burton Anti- Ship Augers up to 12/8ths.. “30 
Rattlers, 3% doz. pairs, Nos. 1, BME So.cccepeséeeen List + 2 
$1-38 3 2, $1.10; 8, $1.00; 4,|/ Ship Bits up to and including 
+ & nif +2, ; COPDEMS ccccveve eerie Ayes 
vernald uick-Shifter, doz. Re. cane gaeeaes List + 25% 
_ pate ..------ 'e ii 00) C.K. Jennings & Co. 
Safety = “Shifter, ie oe L’Hommedieu’s .........6. List net 
pairs 25@$2. i ae ae 12% % 
Auto Door Anti- ‘Rattlers, per Watrous, above 114 “Gn ll list wet 
. Ay ven aia a Bae hg Fie 30 Lebanon Machine Co.: 
erna y , Open center Tree Nai vers, 
Little B-R-A-T-8 (Brake Kod (  peierentire beatae 
Rattle Stoppers), per “33.5 Snell Mig. Co.; ‘ iiss 
ROTH nw ccecereccoees eccess 5 Ship Augers, Blk. Twist..... 10% 
ANVILS—American— 5 aa Ship Augers, Pol. Twist. -Ldst, Ne! 
Solid Wrought, per lb....23@23/2¢|_ Solid Center ..........- 80% 
imported— Lebanon Machine Co. : 
Peter Wright & Sons, @ ™. 80 to Open center, Ring Augers, No. 700 
849 Ib. 23¢; 350 to 600 Ib... .24¢ Ps 
Anvil, Vise and rili— -|AUTO TIRE PROTECTOR— 
Millers Falls Co., ea.......- -$82.47 | am. Automobile Accessories Co.: 
APRONS—Blacksmith’s— MME SEES hos ks vc ooo os 50% 
Livingston-Cooper Corp. : baad Automobile Accessories. ‘ 


Leather, Star Brand, Livingston 
list, July 1, 1919: 
Medium and Heavy, Split. .10% og = IOig in. “~~ ee 
Medium and Heavy, Mule. .10% 16% to 12 in., per pair..... 


Warner Pattern Co.—Warner-Le nz : 












AUGEHRS AND BIl1S— 
Ordinary Double Spur.........- 504 | AXES— ; 
Jennings Pat., Bright.........- 204) Single Bit, base weights, unhandled: 
Black Lip or Blued.. eee 404% Se : Per doz 
Boring Mach. Augers... 49@ 405105 First Quality .....seeee+++ $15.00 
Car Bits, 12-in. twist.......-. 45 G54 Second Quality ..... cece ee fl4.50 
Conn. Valley Mfg. Co. Double Bit, base. weights: 
Wright’s Jeunings ..........25% First Qualtty 2.00080 ett a 2 
Wright's Solid Center. ca ear % Second Oaehly cvceccccses 18.51 
Conn. Valley .~ Twist. . 11 25% a for handles: Per doz 
W. A. Ives Mfg. : NS GENEIEY 6665604000008 ’ ee 
Mephisto ..........-++--List Net Fitcinioe ; ed ese aN ae Steseg pia . a 
I. Jennings & Co. : No. 1 4 
"No. 1% 00 CSden ee es 5.66% 25 % No . 9 oop cae isis tig Rta ps 37 
po. 2%. ext. tip, standard list. oe, | Marble Arms '& Mite. “6003 3 ie 
a eee Mle mae es a i Sefety unting o 2 Met. Je 
Russell Jeunivgs’, Standard Li: ‘. ” Hdle., per doz........ $33.00 Ss 
Lebanon Machine Co. : ; —-. * Nos. 5 and 6, es. per 
a" Snee OZ. cc cc ccccescccces -80 
me, ae center High By, Camp, No. 9, Hickory Tldle., VE 
- wooo nese as czec cat 5& 10% | PRebn: 3 Cote 13.30) 2 
Ne. 1308" ita iss a | Camp, No. 10, “Hickory “Hadle., S> 
— Machine ata. : lee 16 in. or 20 in., per . 10 ¥ 
‘o. 112 High Speed, Z —— Camp, No. 15, Dble. Bit, Hick. | © 
No, 118 High Speed Z Twist, Hdle., 2% Ib., per doz. $26.40 ) > 
i 25&10% 
No. 2308 Bright, Hollow... ..50% B acances—soring— 
No. 3308 fin’s’d Shanks & Hives | Cintipen's: 
Profile Brand . 2 DOETOG Light Spri 2 
“ : Selb p Spring Balances....List, Net 
or = Natural Twist, oe Straight Balances ...... List, Net 
= sue gecese ke a ees $1. ty ee re ae i 
Pexto Solid Center......... 30&10% | peck, Stow & Wilcox Co. 7 aia iat: F 
Progressive Mfg. Co.: Nos. ‘ q 30 
Be ag PE acacia tes 26% | Per gross ........... $16.60 $27.00 
Sueit M fs Gong" ee 70 BALERS—Waste Paper— 
Extra Vi 40&T% % a, Mfg. Company: 
ee pote &T YY % Steel NO. 5: 
Jennings’ Pattern .....- 40&7 — oso he Feds O45 
Car Bits— 3, Open Top, $69; No. 4, 
Russell Jennings Mfg. Co....... 20% $95, and No. 4, Open Top, 
Dowel! Bits— $110 each. 
Russell Jennings Mfg. Co....... 15% | RARS—Crow— 
Lebanon Machine Co.: ~| Steel Crowbars, 10 to 40 Ib. 


No. 105 open center, High Speed Z 
Twist, Dowel and ee. 





per lb, &@@ 9¢ | 





10% | Pinch Bars, per lb........+. 8a Ge | 
Expansive Bits— _ _, Towel— 

Conn. Valley Mfg. Co.: Durond-Koering Glass Co., Ine., 
Wright’s Patent ............. 109% | Crystal Giase, Nie. Pitd. ir. 
Wright’s Patent, Machine, 1 x 30 in., ea., 31.05; % x 24 

List + 20% $D., Ch. nccvccececvsecesevcnes 106 
Cc mare eer .33'» %| BASES—Porch— 

Cc. E. Jennings & Co., ‘Arrow Head, Ss. Cheney & Son: 

: pat dca aeaentl atedl aba Sati ink aon gs 6% % Zimmermap Patent ......List net 

ewe in eae were No.2.” | paskeTs—Galvanized— 

‘ . Hall Mfg. Co, : 

Clark Patters ....----+- -;--40%) “Hall, 1 bu.. per doz....... $16.08 
hus Jenuings Mfg. Co., Y% to Hall “| Ars pte 

oY, i Oe. ss ase 15% all, 1% bu., per doz..... 18.72 
Pexto Clark Pattern......... 331% | BATTENS— 

Gimiet Bits— | F. D. Kees Mfg. Co., 
(See Cimlets and Gimlet Bits.) | Metal Barn, per 1000 ft... .%15,00 
Hollow Aucers— }BATTERY BOOSTER— 

Bonney Pat., per doz $5.504 $6.00 France Mfg. Co., A.C FF... 

Kb. C. Stearns & Co.: : OE: dus ehawrewees et $15.00 & un 

Ko. 3, per doz . $45.00 As et Pe $24.00 
No. 4, per doz.. .$10.00 Farm Lighting, “FE. FB.,’? ea., 
No. 55. all steel, per doz. . .$48.00 $24.00 





CEAMS—Scale— MO svisctecccarssousevewes en 
Chatilion’s No. 1, List Sept, 25, 1918. Americun Screw Cy. 

20% Bay State, list Dec. 28, '99..60% 
No. 2....200 300 400 600 1000 Ibs. liugle Puil., list Oct. 16, 84.75% 





hu. Det &: 5.00 $4. UU $U.U0U $38.00 ee OU le ogyie— 
ie, Be MGMes. +.0.6:9'+000 80680008 o%o| Ankyra Mfg. Companys 
. af Ankyra Auchor BOItS......... 
List Oct. 1, 1918. .5% Aukyra Cola psing OT eta 4 
Sargent & Co., Parner Supyny ce 
List Sept. 7, 1918..16% % ‘Loxgle suits, No. 2 » **Parker’’.70% 
BEATERS—Carpet— ‘Loggie Bolts, 10a and 10b 
Bouquet Brownson Co., Ine, “Parker” cocccccccccccc + US 
Just Right, per doz ..........$1.10}] Star bajuusion holt Co.: 
beLLse—Low— Seheo Toggle Kolts...........65 
Wrought Cow Bells........++-.30%| BORING TOOLS—Automatic— 
Hanag— Millers Falls, No. 3, a doz. .$15.40 


Polished Brass ...ceee++.-List net| No. 4, $19.43; No. 45, $20.15. 
White Metal ....cccccece List + 54| BOAES—mitre— 

Nickel Plated .. List + 54|C. E. Jennings & Co..........-20% 
SHU ovccces ener Millers batis, New Langdon, size 1, 








Miscellaneous— $6.90; Langdon Acme, size 1, 
Ferm Bella ....0. seeeedby 5 & SVE _ 13; New Langdon, Imp. size 
Church and School. ..cccrcecrees 45% ee ets) 
drip Gongs, Brass and Beil Sneit— 


; ¢| A- Ul. Green Co.: 
Metals .ccccccvcsecsclsst + 20% Lithvehanaealin Zacher Corner. 


Trip Gongs, Steel...sscccssees 20% Nos. each 1, 15 2 Cy 
BELT DRESSING— 20¢%, 4 _ 26¢5 5 40e; 7 iad TE 

See Dressing Belt. 22,2 ; 28, 81¢; 24, 40¢; 25, 
BELTING—Leather— WEE pocessccccoscacceces 80% 


‘rom No. 1 Oak Tanned Butts. BRACES— 
Belting, Ex. Hvy., 18 08...++++++35%| Com 
Belting, Heavy, 16 02....+++.+. 40% Se “wry ny soeceeeee oB35.20@$5.00 
Belting, Medium, 144 08........45% Sweep..... in. S 10 12 
Belting, Light, 13.08. «6ccceceee sth Samson Per doze 
Second Quality, Sides......++++ 55% Series 8000. “$39. 4 $40. 42 $41. 74 
Second Quality, Shoulders......604} Series 7000.. 32. 33.22 34. 
ut Leuther Lucing, Strictiy Series 5000... 313 32.23 33.35 
PERE oe awa igure shee woe een Series 5300... 22.27 23.04 24.038 


Leather Lucing “Sides, per sq. oo pr Fi pons 7 a. ary 


jt. Kaw liide, No. 1, tn Sides Vaughan & Bushnell Mfg. Go.: 







17 sq. ft. and Sonex wenn netae No. 222, . 
Under TF 205 Fb os ove s02 e010 Oe doz... wal hv = _ " Pty 
Riubver— RAG ETS-— ia 
Competition (Low Grade)...... Attas Mfg. Co.: 
New List 50&107¢ Bradley Peer e eneeeee 50@55% 
Standard ........-New List 40&104¢ | Grittin’s wro’t Steel............ 50% 
Best Grades ....e+e-.-New List 354 | Griffin's Folding Brackets...... 
BELTS— McKinney wro't Steel 


Woodworth Mfg. Corp.: Stanley’s No, 792 
Ko. Stretch Fan, for 1916 Ford, |Stanley’s Folding No. 
MA nec ois vba apices .24¢) R. & E. Wrought Steel 
No- ‘Stretch Fan, for 1917, Ford, BRAKE SHOES— 
ch . .26¢| Adamson Mfg. Co. 


OE AR REO veers 

BENCHES—Wash- Unlined, for Ford Car, per pair. 35¢ 

Eagle Woodenware Mfg. Co.: Lined, for Ford Car, per pair. .70¢ 
Folding Wash Benches, per doz., Gondrich-Lenhart Mfg.” Co. : 


$17.00] Goodrich Ford Brake Shoes, 1 & 


‘1 OCKS—Tackle— 2 p. c., oe ea. per set..80¢ 
















4 Lined, ea 5 
Raeeind seeee scr 4 » Ca. per Set............ 85¢ 
Lo i 30% 2 P. e. ‘Thermoid. Lining, ea. ) 6388 
ote aersaccecoresences eke ee 30 (eS 
RP rs ey 2 z. ¢. Lined, Rival, ea. per ne 
Drili Blocks ...........-List net] 3roOiLERS— seoee 2.2515" 
byte gy en wie OILERS: sae 
\nxyra Mfg. Company: ors, Ci 
Ankyra Anchor Bolts........30% tego ne ea 40% 
Ankyra _——s Tools....--20% | RBRUSHES— seseeeee 10% 
Parker Supply Co. Whitin fy Co. : 
Auchor Bolts or “Serew Anchors. Sonat hd. P jet, 
“Parker” ....... veo e T5&10% Herb ‘. Ary ver cececece ce. 20% 
Star Expansion Bolt Co. $ G od dis steer seeeeces B0% 
Sebeo Screw Anchor...... 60&10%] \feaiam. Varni Speeeereeeee 11.1) 
Carriage, Machine, &c.— Gch Malan 
Common Carnage (cut thread): Medium Kalsomine peat 
¥% x 6, and smaller...... 40 & 10%) Good, Dusting ........... 
Common Carriage (rolled thread) Medium, Dusting ....... 

3% x 6 ond smaller. .40 & 10 & 54 Good, Floor & Household... ._. 
Larger or ’onger.. 30 & 10 & 104 Medium, Floor & ‘ 
Phila.. Eagle, $3.00 list cap ea oie OMS 604 eres eee aevewe ceeee 

Bolt Eads, FH. PF. NGS. occ ccecs 410% Shaving— 
Vlachine Cent thread): Warner’s Fountain, shaving, 
% x 4, and smaller.......: 50& 104 Per doz, ....+.-..+-.... $33.00 
Larger’ OF LONGER 0:5 000408 40E& 10% Warner's Cream © artridges 
Door and Shutter— auispeene per doz........ 2.80 
Wrought Steel ‘anes ak oo me 
Barrel Japanned— Nation. e. Co... No. 16 Barn Poor 
2 OOOO 45 & 5% omew, © 0B... eee eee + $1.80 
Heavy .... cece cesece e408) Milwaukee Prorat Seon C 
Barre! Bronsed— Milwankee, Wis, — 
pene eerie TT 7am Ne Guardian I Bumpers... .87.00 to $12.00 
Spring Jap .vcccccccceernd o’ | Wrought Brass ....ceccccccs 16%% 
Spring Neck ee st ‘ BRIGHT 
Ee ere ; Light Narrow .......000+33Y&204 
Brass: Barrel ... ‘ Peversible and RBroad.e........: 50% 
a reenter) 2.2 A | rani 35&r 54 
Soving Neen .icceces eae ne ee 209 Table Hinges .....25&10&10&2'4.4 
Ives’ Mortise Door 1... .... 98%, TC hee THNG0s ooo cesiccnsvene 30E 10% 
ives’ Wrought Door § BRONZED 
eet oe Light, Narrow, Loose Pm. List 4- 404 
' a yr. UO y H } 
Ankyra Anchor Bolts...... .B0% Light, Narrow, Loose Pin, Ball Tip, 
Ankyra Collapsing Tools......20% 14 2 ba "bu, di 
Parker Supply Co.: $1.6 c ? 3 3% 4-in. 
Lag Type. “Parker”. ..... angio | F160 1.95 15 255 2.65 4.10 
Machine Bolt Type, ‘Parker’ .55% Broad c F. Bail Tips M rgd 50 pele, 
Star Expansion Bolt Co.: Bins) v3", 44 
Sebeo & Star Expansion Bolts 4, 50 35.50 6 ‘0 as 54g 35.00 
Ho& 100 V4Ar4IY, 5r5 
Sebco Mae ao * Bolt type. .30&10% 51.00 64.00 
ove— 
Stove Bolts .....06 reer rT: | C aces—sira— 
Tire— 0. Tindemann & Co.: 


Common Tom ..sceeeeeeeeees 60%] Japanned Canary ......Uist+45% 
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Resists 


Heat and Wear - = 


and insures absolute safety when it’s up to 
the brakes to save a car and its occupants. 


RUSCO 


BRAKE LINING 








is closely woven long fiber, heat-proof, asbestos webbing, 
strengthened with brass wire and solidified with Rusco Com- 
pound, making it impervious to oil, dirt and water. 


Rusco Brake Lining endures for months the wear of grinding 


brakes and still presents a never failing friction surface. 


Eighty-nine years of skill and integrity in web making stand 
behind all Rusco products. 


Rusco Brake Lining Is Guaranteed for One Year 


THE RUSSELL MANUFACTURING COMPANY. 
Home Office and Factories: 505 RUSSELL AVE., MIDDLETOWN, CONN. 


New York City Detroit 
349 Broadway 18 Alexandrine Avenue E 
Chicago Atlanta 


1438 Michigan Ave. 60 So. Forsythe Street 
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210% 
Cop 


Brass Canary 


——, “Aviaries, ‘ B% 
Stan ° 
CALIPERS’ ‘AND ‘DIVIDERS— 
Athol Macbine Co.: 
Premier; A. M. O.....+++++++25% 


Blunt and Med 1 ? 
rong, per 

J an edium, y we 0 ber 20 

store, o prong, per "100 Ib... $6.70 


Cages, 


Heel— 
Blunt and Medium, 1 prong, per 
Bb EB. ccc conccsbencsss nee 
Removable, "screw PAl. veccccee lL 
Removable, drive pat.. oe 
Sharp, 1 prong, 100 lb. sconces “$7. 20 


Detachable, Screw err 
Detachable. DRO ..00.05400000080eur 
CARBOLA— 
Carbola Chemical Co.: 
Triad Piiles., GR..ocrsoccccneceks? 
10 Ib. dog aad doz. .---+..$8.00 
50 Ib. bags, ea.....- tosenens ee 


CARBON REMOVER— 
American Automobile Accessories S.3 

Carbogor, qt. can, $2........8 % 
CARBURETOR PERFECTOR— 
Automotive Mfg. Co. : 

York Carburetor Perfector, ea.$7 
CARRIERS—LItter— 
Hunt, Helm & Ferris Co... 
CARTRIDGES—Metallic— 

F.0.B. Factory: | 
Black Powder, 22 Rim, $1.80. 
Blank 
Rim, 


50 


20% 


EPPS ere 18% 
$3.30 Blank. 
F. $6.60 Blank 
F, $8.40 Blank 
aps, Con. Ball, 
. Caps, Round Bal 4 
7,, 22 Short and . 
“Black and Lesm yk. 

F 22 Long Smokeless. 
R. F., .22 Long Rifle, Black, 
L ie and Smol eless... .18% 
Smokeless, .22 aeagiel 18% 
~ other size 18% 

F, Pistol whe Rifle plus .184% 
Military and Sporting plus. .18% 
eters Cartridge Co.. 

B. B. Caps, Semi-smokeless.. . 
C. B. Caps, Semi-smokeless. 
.22 Short, Se mi-smokeless....... 
22 Long, Semi-smokeless....... 
“29 Long Rifle, Semi-smokeless. . 
C. F. Revolver & Rifle......... 
Cc. F. Military & Sporting. 5 é 

All smokeless car tridges. . 0000 18% 
CASEMENT STAY— 
Monarch Metal Weather Strip Co.: 
Monarch sash operator, adj., ea. 


$1.60 
© gdeaneatell 
Bed eee 


onsale 


2 
2 
8 


Ww Wy 





$2.65. . 
$2.10 .18% 
esi: 


Ww 





C. 

C. 
Ca 
Ca 


buoy 
Boy 


BQ 


. 





Plate ~ ° 
Philadelp hia es" 
Truck Plate 
Fauitless Caster Co.: 

Faultiess (Pivot Bearing) .49@ 45° 



















Fibre ...-00. weecee e BDQL40% 
Glass (Insulator) .......-35@40% 
Leather Wheel ... +++ -35@40% 
Plate ... + + -40&45 % 
Hospital ..... coccen 
Schatz Mfg. Company ae 
Acme Ball bearing... p64 5608 sac 
M. BB. Schenck Ce : 
Steel Gem, Iron Wheel, Pol...30% 
Steel Gem, Iron Wheel, Unpol- . 
errr % 
Iron Gem, Nos. 437 & 637... .45% 
Iron Gem, No. 837 and Larger, 6' 0° Z 
Yale veseeeee oo000s 0s cae Ke 
CATCHERS—Grass— 
Specialty Mfg. Co.: 
Detachable, Nos. 19 & 22, 
‘Lis 5% 
Do No. 
Do Nos, 
Do Nos, 23 
Do Nus. 5 
Easy aucaeier Nos. 
Do 9, 11, 16G..... ecccceses 10% 
Do 1G, 2G..--.scccee 000 LADD 
Do 5G, 6G, 10G, 12G... 20% 
Pennsylvania Lawn Mower Werte: 
Golf Grass Catchers..... 20 28% 
Pa. Braun Grass Catchers. 25% 
CEMENT— 
L. W. Ferdinand & Co.: 


Linoleum, 20th Century, per gai. 
$3.20 
CHAIN—Proof Coil— - 
American Coil, Straight Link: 






er 100 Ib. 
3/16, $15.00; %, $14.00; 5/16, $12.00; 
3g, $10.00; 7/16, 39. 75; 4, $9.50; 
5%, $9.25; 34, $9.00; %, $8.75; 1, 
in., $8.50. Subject usual extras. 
Halter— 
Liberty Pattern: 
Nos. 2/0 to 0, incl. .cceceee40&7 
OID to G/b, GAEL. o6cseseneseesecEe 
Nos. 1 to 6, incl. wucaintee 504 
0 to 6, incl. S cEaeeseescca see 


Jack— 
Iron Chain 
Brass Chain 


Pump— 
Galvanized Pump Chain, per ft. 3%4¢ 
Safety— 





Safety, Brass oseweer 


Sash— 
Niagara Falis Meta! Stamping Works: 
Premax Steel Chain Plain or 
Electroplated, Copper, Brass, 
Ee | eee 30% 
Parker Supply Co., ‘*Parker’’. List net 
CHAINS—Miscellaneous— 
Niagara Falls Metal Stamping Works: 


Premax Coil and veeeupyey > % 


ads 
Rowe Calk & Chain Co.: 
Prest-O-Grip, Traction 
Tir 


ao 
ecccecced 0 


e 
Woodworth Mfg. Corp.: 


Br E fits 3-3% i 
%, Easyon, s 3- D., 
4 b. Eas ae -apaase ene 
, Easyon ~ . 
7 r se wer sae BAL ne 3.33 
5 . asyon, fits n., 
* _ Easvon, Mite 65% in, | 
Trace— 
Traces, Western Standerd: 100 pr. 
6%4— 8-2, Straight, with ring. .$76.00 


—— Sait. with ring. .$81.00 
E.—Add 2¢ per pair for Hooke 
Twist “Traces add per pair for — 2 
and 3, 2¢; Ko. 1, 3¢; No. 0, 4¢ to 
price of Straight Link. 
Eastern Standard Traces, Wagon 
Chain, €tC. cccccccccccevccecs 
CHALK— 
Carpenters’ Biue ooeceeeesG¥0-, $1.25 
Ce nters’ Red ... llgro., $1.25 
Carpenters’ White .«so++-gro., $1.10 
CHECKS—Door— 
tussell & Erwin Mfg. Co.: 














Russwin coevccccoccccces 40% 
Superior Spring Hinge Co.: 

Superior Screen Door Check. .25% 
th ag re col— 

E. Jennings & Co.: 

Carpenters’ ere 
Machinists’, Empty peeeeees 20° ¢ 
Household and Boys’..-eceeda!s ‘ 

Union Tool Chest Co.: 
‘Tool chests, ea A $12.00; AA, 
$15.80; B, $10.3 : BB, $10.98; 

F, $8.70, and G, $5.76. 

CHIMNEY TOPS— 
Iwan Bros.: 
Revolving .ccccccccccsccces 040% 
CHISELS— 
Socket Framing and Firmer 
fandard Last: 
er Framing .ccccseeesse 00% 
Socket Firmer ......50 & 10 & 5% 
( “e Jennings & Co. 
Socket Firmer en. 10 and 70, 
we ne 
Socket Framing No. 15....... % 
Pexto Socket, sieves aber, 
Pocket, Butt ..... B0&2 14 % 
PEAMURE scc0c ss ecccccens List Net 
Tangea— 
Tanged Firmer ..ccsecvcs List Net 
C. kk. Jennings & Co., Nos. 191, 181 
New list ...cccccccccceceksist Net 
PextO coccccccccccccccseeckist Net 
CHURNS— 
Sturges & Burn Mfg. Company: 
Sturges Steel Churn, 
eS Te eee $5.60 
No. Z, F Get. OWORecccsece 7.00 
BO. Be 8 Oe, GROR.. 6 cck as 7.85 
No. > 15 gal, without pulley, 
WRG osb cp aie kxeoe hae 9.30 

No. 4, 15 = with pulley, 

ea = eee iekebeavwes 5 
CLAMPS— 


Athol Machine Co, : 
Machinists’ afd Tool Makers’, 


List Net 
P, & W. Star: 
Gnctens Makers..... List + 30% 
Star Expansion Bolt Co.: 
ae re 206 
E. C. Stearns & Co.: , 
No. 61 Mal. Cge. Mkrs 
sist + 25% 
Nos. 1 and 2 Carp., steel bar 
List + 10% 
J. H. Williams & Co.: 
“C’’ form Agrippa, Light Serv- 
ice, Tool Makers’ and Vulcan, 


10K10% 


Machinists’ Vulcan .......10&10% 


ern, VEGA 2..cvcecvces 10&10% 
Hoge Clamps, see llose Attachments. 
Saw— 

E. (. Stearns & Co.: 
No. 0 Stearns, per doz......$6.00 
No. 3 Stearns, per doz......10.00 
CLEANER— 
Automatic— 
Vital Mfg. Co., O8..occccccecGSBOO 
Drain— 
Iwan Bros.: 
Adjustable ..... cccevccccces40% 
Lawn— 


Pennsylvania Lawn Mower Works: 

’a. Lawn Cleaner Rake.......20% 
Repair Parts.... - 40% 
CLEANING IMPLEMENTS— 
Marble Arms & Mfg. Co........380% 
CLEAVERS—Butchers— 

Foster Bros. & Chatillon Co. 

List Jan’y 1. 1918, 20% 
CLIPPERS—Horse and Sheep— 
Chicago Flexible Shaft Co.: 


No. 2 Chicago Horse, ~~ 
6.00 
Stewarf’s No. 1 Ball . ining 
Horse, each ..ee $12.75 
Stewart's New Mouei pe 
Shearing Machine, each 
$19.2 95 
Stewart Enclosed Gear Shegsr- 
ing Machine, No. 8 cach 
$17.00 
Stewart Ball Bearing Enclost d 
Gear Sheep Shearing Ma- 
chine, No. 9 each....$19.25 
Toilet— 
Chicago Flexible Shaft Co.: 
A 1 Toilet, $1.40 wtteeeeees edd I 
A 2 Fetlock, $1.40.... 
CLIPS—Nali— 


eecceesd Fo 








li. C. Cook Co.: 
Gem, per doz..... Terrrire 
Ansonia, per d0Z.....ee0+++.$1.10 
CLOTH—Emery— 
See Paper. 





cOoOcKS— 

Brass Hardware lis: 

Plain Bibbs, SOG 10% Globe, 45&5%; 
Kerosene, 506104 ; "Racking, 333% . 
Liquor, 33YE244; Bottling, 40 

G2y%. 

Compression BOG ccc BOM 

Tron Petroleum ...cccccccecess 40% 

COMPASSES, DIVIDERS, &c.— 

Ordinary Goods ...... cccee cde OS 

Marble Arms & Mfg. Co.: 

Coat, Pol. Br., per doz. 
_ 50 and $19.80 


Pocket, Pol. Br., per doz. 
$1 3.20 and $16.50) 
DORI 06:00.6:5:5000000000000Ne ee 


CONDUCTOR PIPE— 
Corrugated, Rownd or Square: 
Galvanized Stecl ...++00+ S0G1I0E5S4 
Galvanized Toncan Iroitece.. 444% 
Copper wcccccccesecccccecoese sts 
See also Eave Trougls. 

CONTROL LOCK— 
Monarch Metal Weather Strip Co.: 
Monarch Fused Window Stay, 
each Siblew Ke ob seb 0.0 acme 
COOLERS—Water— 
“XXth Century’’ No, 56, 
hogany $15 
ALL WHITE 00 | 





No. 16 Mahogany. 2.00 | 
ALL, WHITE wo. 600% 3.00 | 
No. 156a Mahogany 00 | es 

ALE; WHITE «2 00:0% 00 - 2 
No 1162 Mahcgany. 00) & 
AEX, WHITE ..sscce :$14.09 
No. 560 Mahogany. 
ALL 
No. 160 Mahogany. 





ALL WHIT 


BD coe 


Note: These prices are without 
bottles. 
L. & G. Mfg. 


Co. 
Galvanize d Lined, side handles, 


al. 3 4 
Bach $3.00 3.25 4.00 4.75 6.00 
White Enameled Lined, Side 


liandles 
Gal. 3 6 

Each $5. 40 5.50 7. do 9.00 13. 00 
COPPERS—Soldcring— 

300 Ib, lots. ccccccesscces base 30¢ 
100 to 300 Ib. ecccccccccccccecccdi¢ 
Less than 100 Ib. ccccccccceces AG 


CORD—Sasn— 

Bratded, Drab. ccceccccescell. 85¢ 

Braided White, x No. 6, O8¢; 
No. 7, 66¢; No. 8, 

India Hemp, fon... lb. 85¢ 


India Hemp, Twisted.....lb. 26@30c 
Patent India, Twisted... 1b. 28@ 32¢ 
Works: 





Sanson Cordage 
Braided, Nos. 8 to 12, 7) Ih, 
Drab Cotton, of. 12; white, 
Cotton, 93¢3; Spot Cord, 93¢ Up 
Massachusetts, white, @ Ib 88¢ (8 


Massachusetts, drab. 2 Ib 95¢ 
Phoenix, -White, Nos. 8 | 
12 occccccccccccces oOUS 
Silver Lake Co. ; 


Braided Nos. 8 to 12 ine. 
Siiver Lake A, per Ib 


A White, 85¢; Drab, ‘926; Hemp, 
$1.00; Linen, $1.25; Silver Lake 
White, 83¢; Drab, 90¢; Eddy- 


stone, 70¢,. 
Wire, Picture— 
Tinned, new list, 15 ft, 25 ft. 25 
Coils 


Brass, new list, is Tt. "25 ft. 25 | 
WG. CONS 6 c002 00268 errr. 
Turner & Stanton Co.......... 5% 


E. H. Tate Mop & Cordage Co.: 
Wire Picture Cord...........70% 


CORNERS— 


F. D. Kees Mfg. Co.: 
No, 4/0 Metal Bldg., per 1000.$15.00 
No. 6/0 Metal Bldg., per 1000. 14.50 
No. 106/0 Mtl. Bldg., per 1000. 16.80 
COTTERS—Spring— 
Spring cotters in packages...... 904% 
COUNTERSINKS— 
Cc. B. Jennings & Co. 

Countersinks Nos. O01 & 002 1645 % 


CRANK RELEASE— 
Sandbo Ball Bearing.....25@30°% 
RAYON 

Wiite Round Crayons, Cases, 100 
gro., $8.00, $8.50, $9.00 and $10.00 
according to grade. 

Joseph Dixon Crucible Company: 

No. 520, Red, per gro......$10.80 

CRUSHER—Ice— 

Alaska Freezer Co.: 

Toy Town, each....seeeeee+$4.00 

CUPS— 


Priming— 
Morgan Mfg. Co.: 

Priming Cups .....++e0++50&20% 
CULTIVATORS— 
tag! Mfg. Co.: 

PEC Hand Cultivator, 
per doz., $12.00 
PEW 2 Wheel Cultivator. 


per doz., 34.00 
PEJ 1 10 in. Hdle. Jr., 
per doz., 4.75 
PEJ4 4 ft. Hdle. Jr., 
per doz., 6.00 
PE 5 War Garden, per doz. 9.60 
CUTTERS—Glass— 


Crescent Co.: 
Crescent No. 6...eecee+eee++40% 
Fletcher, Terry Co.: 


Glass Cutters ..........80@50% 
Meat and Food— 

P S. & W. Favorite: % dor 
Smal, Ne. Fi.600 eoswe $14.41 
VPamiliy, No, 27... .ccccccscs 16.99 
Large Family, No. 37....... 21.238 
Hotel, No. 47..-sccccsecs 33.99 

law-- 


Bluffton Slaw Cutter Co. : 
Rapid Slaw and Vegetable Cutter, 
No. 0, per doz. with metal box, 


r «65 lb 











$15.00; No. 1, per doz., $4.35; 
No. 2, $2.50; 


$ 
extra "8% disc. in gross lots. 


Dampers— 
Parker Supply Co.: 
Damper quadrants........List net 
Serensens—tiavid Soap— 
bas. Morriil Soapurn, ea. 
No. wall, $4.00; 
slab, $5.00; No. 2 
$3.75; No. 2 
No. 3 
wall, $2.50 NO 5, wall, 
$3.00; No. 5 slab, $4.00. 
DRESSING—Belt— 
Jobbers’ Mfg. Company: 
Blue Ribbon Stick, @ Ib 
Paste, 5 & 10 Ib cans, 2 
Liquid in gal. cans, ®@ gal. $2.25 
ete AND DRILL 
STOC 
Twist, Bit , -50&10% 
Lurst, Taper and Straight Shank, 


Wire Gauge, Jobbers’, & R. S. 
Blacksmith ........ 45% 
Brace Drills for U ‘ood. oc. 50104 


%%e8 


- Ib, 


Gooddell-Pratt Co...... eeccee ee 30% 
MAGCROL, POLES 6 6 icikventnece 30% 
Brick and Stone— 





Star Expansion Bolt Co 
Parker Supply Co..... 
ORIVEKRS—Screw— 
Crescent Co.: 
BO. 22 vvcccvcvesevecesccccdn 
No. ecececccce se  A0% 
Gooddell- Pr ratt Go... eecccesccee cd0% 
— _ Mfg. ae 
igh voltuge Electricians... .259 
M-B Tool Co.: miinl 
Insulectric ..c.sccce 
Marble Arms & Mfg. 


+ 60% 


eeeceseet5%o 















Vest Pkt, No. 240, Der, doz... $4. 62 
Nos. 11, $22. 12, § $30.7 7 3. 
Nos. 20, : 2 
Nos. 41, 

Millers Falls, # ls 
20.61; 12, $27.7 oe 
21, $20.61; 41, $2 5. 56; ’ 4, ‘ 
Pexto Solbar Tere rie 
Pexto No. 9.. iptdcnieiinisktnpee 


DUMBWAIT ERS— 
Sedgwick Mach. Works: 


List Jan’y 15, 1918. ....00020% 
Sedgwick: 


Sedgwick Hd, Power ovate, 


Eaves TROUGH— 


Galvanized Steel ..........00 & 10% 
Galvanized Toncan I[ron......55% 


CORRE «wives ee ee 
See also Conduc tor” Pipe and El- 
ws. 


ELBOWS AND SHOES— 
Galvanized Steel: 
Plain, Round and Corrugated, 
Gl] sizes to G-in...cccccecee 
Squares, all sizes to 6-in.....60% 
Copper, all sizes....cccccccesed0% 
Ferdinand Diec kmaun Co. : 
Plain Round and Round Corru- 
gated gal. steel, 
29 Gauge..... 
26 Gauge . 
24 Gauge .. ° 
Square Corrugated os ‘3B ‘and oc- 
tagon galy. steel. 
20 GSURT. cc cccvcerecececc BS 
26 Gauge. 
24 Gauge. 
EMERY— 
“Sultan” Brand: 
25 lb. and up, per lb.....0--$ 10 
10 Ib. . 








sete eeerccee es 40% 


see vececscceees lI 





J. Childs Co. 
Copper ‘lank, 40 gal 
$225. 00@ $450.00 
20 gal., ea. 
$75. 00 to $100.00 
Steel Tanks, 40 gal., ea. 

$165. 00@$400.00 

EXTINGUISHERS—Fire— 


Steel Tanks, ¢ 


QO. J. Childs Co.: 
Utica, ea. $25.00...........25% 
Childs, ea. $15.00...........25% 


Nu-Ex Fire Appliance Co. : 

Nu-Ex Fire Killer, 1 doz. lots..5% 
7 Sa x Auto eyerepenes 1 doz. 
so eees 5% 

In’ ‘ots of 25° to 50, “10% : $ 50 or 
EVELETS— 
Solidhed Tack Co.: 
Solid head, per 1000.......+++.60¢ 


F asTENERS—Casement 
H. B. Ives Co. 
Ree +++ 38314 % 
Cord and Weight— 
H. B. Ives Co.: 
Ives Patent cccccccccs edd h % 
ee cdtowecss ae 
Corrugated— 
Acme Steel Goods Co. : 
Saw Edge ..ccccccccccccce sdd% ‘o 
Plain Edge .ccccccccccceeesO0% 
Cary Mrz. Co.: 


Saw Edge . 

Plain Edge ..eccce 
Stanley Works: 

Saw Edge 

Plain Edge 
FAUCETS— 
Cork Lined, Common, 40%; Best, 


Metallic Key, Leather Lined... .40¢ 
Bee COGEr ocvccscccvecccuesse can 
Petroleum 
John Sommer 

Diamond Lock ..... 





nor 
ser rccccccsccees 0% 


tee eecesecceess O0% 


ecccccccccecccccc cs FOS 
Faucet (.: 


seveceee 10% 
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“Gentlemen, it’s funny how things work 
out in this world. 


Now there's that boy of mine, he turned 
out a fine business man and now he’s just 
opened up for himself in the Hardware 
Business. 


He had me down there nights and Sun- 
days to go over all his catalogs with him. 
He said, ‘Dad, a man who has gone up 
from plumber’s helper to boss of the power 
house knows all about tools and supplies and 
I want your O.K. on my whole stock. 


This is going to be a hardware store with 
an all-star line.’ 


Well, I enjoyed speaking a good word 
for the tools | like best. Of course Moore's 
Stillson Wrench was my first O.K. 


Now the boy says, “Dad, if you would 
only do a regular old-fashioned plumbing 
job in my front window the adv. would be 
wonderful. Everybody around here knows 


: MORCO" you. Mart.” 


Trade Mark Registered 














Character is the by-product of conviction tested under a great 
variety of conditions. 


The Moore money-back Stillson Wrench has masterful char- 
racter because no Stillson has ever stood up under more different 





tests. 

The Moore character is one that men like to work with. In 
a Stillson Wrench, character is essential to increase of sales. Re- 
member this when you go over your Wrench stocks. Do it now. 
Jobbers supply Moore's. 


a 


Moore Drop Forging Company 
Springfield, Mass. 


SALES REPRESENTATIVES 
Surpless, Dunn & Co., 76 Murray St., New York 
and 34 North Clinton St., Chicago, Ill. 
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d eee Sie 
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Cie oo = utes List Net Bich 
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= in ian fo $5. 50. = 25 © tins 18%¢ | sane eee 4%; Fore, dos “ a A rs Surface H 
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The demand in foreign countries for American products opens 
an unparalleled opportunity to build permanent and profit- 
able world-wide trade. 

To aid manufacturers in getting world trade, a big American 
institution, after years of preparation, has developed a co- 
operative world-wide catalogue and export sales service. 


The Iron Age Publishing Company has placed at the disposal 
of American manufacturers a staff of experts to edit and 
distribute THE IRON AGE CATALOGUE OF AMERICAN EXPoRTS. 


Comprising hundreds of individual catalogues, classified, in- 
dexed—in an easy-for-reference, permanent form—in five 
commercial languages—THE IRON AGE CATALOGUE OF AMER- 
ICAN EXportTs will be sent gratis to large manufacturers, 
large dealers, Railroad Companies, Public Utilities Corpora- 
tions, Native Chambers of Commerce and United States Con- 
suls, Attaches, etc. 

The Iron Age Catalogue plan is based on accurate knowledge of 
the needs and wants of foreign buyers. It offers adirect and an 
economical way to get world-wide sales. 

















Please address your inquiries to 


THE IRON AGE CATALOGUE 
OF AMERICAN EXPORTS 
239 WEST THIRTY-NINTH STREET, NEW YORK 
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Wire Goods Co.: : 

Crown, 608109 To 3 Chief, 60%3 
Chieftain, 60% 
Corn— 

North Wayne ‘luvi Co.: B doz 
Brooks ...cccccccessecsvece $4.00 
Barles ccccccscscvcccece eve 4.50 

Grass— 

North Wayne ‘luv vv.3 @ doz. 

Little Giant ......-+-+++4+- - 5.00 

MMB onc cccee coccccce COO 
— Concave ......++. + 6.00 
Komet ...--ccccscscccoe 2.40 
pattie. Giant, adjustabie... B.UL 
DEE on 000s ct sn0000000 see 3.50 
Quick Clerk ass’tm’t....+.++ 4.75 


Wali, ¢1.c.— 
C. T. Williamson Wire Novelty Co.: 





Wall, Picture, ‘uumb, Moulding 
or Cornice % 
Punch bow! .. Ye 
HOOKS AND EYES— 
ee ee ee 


85% 
Matleabse Iron....60 & 10 & "10% 
HOSE ATTACHMENTS— 
Bartlett Mfg. Co.: 
Hose Clamps ......-seeceee 40% 
Morgun Mfg. Co.: 
Hose Clamps.......... err 
William Lesmuvu: 
Hose Clamps, Garden Llose, Cast 
Brass, per doz.........-. 386@i0¢ 


All other sizes, Water, enn 
Air, etc., according to quantity, 


50@55% 
HOSE—Rubber— 
Garden Hose, ¥2-inch: 
DMD ciisascsasavacns<st ft. 1I5y¢ 
ON er eS 
TDID voc ceccoessccsee -- ft. I7¥a¢ 
Gunite Hose, %4-inch: 
COMPEUHDA ..x0cesoues ..ft. 14¢ 
3-ply Guaranteed ........ ft. 14¥¢ 
4-ply Guaranteed ........ft. 16¥%a¢ 
Cotto Garden, W-in., coupled: 
Good quality .....+ecceeeft. 17¢ 
CE TOOLS— 
Gitlord-Wood Co. 3 
lee ‘Tools 000s e06besesenvee 
IRONS—Sad— 


2. List - ig 


55 
Jap’d Caps ... $4 1.68 fe re) 
Tin’d Caps.... 1.80 1.74 1.78 1.75 
Note—Some Western manufactur: 
ers quote lower prices. 
American Electrical Heater Co.: 
Am. Beauty Electric, ea.... °$7.50 
Chicago Flexible Shaft Co.: 
Princess, El.ctric, $6.00. .30&7 % % 
Soldering— 
American Electrical Heater Co.: 
Am, Beauty. ea. 
$8.00, $11. 00 and $13.50 
Bar and Corner— 
Richards-Wileoc Mig. Co., Bar 
Irons, List net; Corner Irons, 


from 4 to 10.. 
Mrs. ee Nos. 


Nos. 77 and 79...... ---List net 
J acks—Automobiie— 
ite Mf 
ee ee ae Auto &. oe 3 Truck, 
Nos. 46 48 
Ea. 1.2.40 1. 80 3. 25 4.50 pong 
0% 
Wagon— “ 
Richards - Wilcox Mfg. Co., Tiger 
Steel No. 180... .cccccccccceelS% 


Rowe Calk & Chain Co.3 


Bi-Eo  JQuds..--.s-ccccvesecs 25% 
K ETTLES— 
Wagner Mfg. Co.....++ ooeeLdst, net 


KIDDIE TOYS— 
H. C. White Co.3 
Kiddie-Kars 
Kiddie-Kar Trailers ..... 
KNIVES—Bread— 
North Wayne ‘Tool Co.: 
Brooks Bread Knives..... 
Butcher, Kitchen, 
Foster Bros.’ Butcher, &c.. 
June 30, 1917..........-.- «220% 
Drawing— 
Standard List 
Cc. E. Jennings & Co., Nos. 45, 46, 
List net 
C. E. Jennings Folding Handle, 
List, net 
revised “<-> 


oeeee BB%% 
- 83% % 


Griffin, ' 
POOP TTT TT % 


Jennings & 
og N "40, Fidg. Hdl li ~ 
Pexto No. e, new lis 
38% &5 





ee 
North Wayne Tool Co.: oz. 
Brooks gag hears TTT. 
Little Giant ...... ccccccee 11.50 
Iwan Bros. 
Sickle Edge. ner d0e....... $15.50 
Hunting— 
Marble Arms & Mfg. Co.: 
deal, 5 in., per doz... .$°0.00 
6 in., per doz. . . . $33.00 
7 in., per doz....$36.60 [& 
8 in., per doz.. 7. $39.60 $5 
Expert,5 in., per doz. ..$30,00 
Woodcraft, 4% in., per doz., 
KNOBS— $19.80 
Base, 2%4-inch, Birch or Maple 
Rubber Tip ..e+ee++0+> gro., $2.00 
Cherry and O2k....e++-+s aro., $4.40 
Door, Mineral .....-- .doz., $1.70 
Door, Por. Jap’d...sss-+- ‘doz, $1.80 
Door, Por. Nickel...+++++ dos., $4.50 
GLASS— 
Moore Push Pin Co.: 
Push Screw Knobs, % in. per 
BEO, wo cccccccscccccccece $3.20 
AOOENS ere. &c.— 
icycle Ste er Company 
as Taahere. ann ee $10. DO&S15. 00 
Track, Pree res 12 ames C¢ 


per 
Noiseless Store Ladder: 


ators’ New lists, "3814 % 





Milbradt Mfg. Co 
Koillug Step Ladters, each $8.00 to 
$10.UU; ‘tracks, per It. 25 to 3d¢ 


LADLE S—Memny— 
u. & G. Mfg. Cv.'s list, — 
and Plumbers’ ...... ee t net 


LANTERNS—Tubular— 
. KB. Dietz Co. Per dos. 
Wizard Short Globe........ $12.50 


Little Wizard Short Globe.. 10.05 
Large Fount Wizard, No. 2.. 13.80 
Vacwor BsOt Blast... 62 ccvsce 8.45 
Monarch Hot Bu.ast......... 8.45 
PPT ee rere cere v.20 
Buckeye Dash Lamps....... 12.56 
Se ae 12.50 
Junior Wagon Lamps....... 15.9 
Octo Plain Lens.........06 34. 90 


Union Diiving Lamps...... 
Eureka Driving Lumps 
Bestoy Hund Luuips.... 
Pioneer Street Lumps..... 
LAIUnEs—voor— 
swational Mig. Co.: 
Washburn, No. 28, per doz. .$2.25 
All Steel, No. 29, pag” duz.. 2.5 
Ricuarus-wiaicor Mig 
Bull Dog, Heavy. Mee “125. 222-5% 
LAVATORY HARDWARE— 
——— Mfg. Co.: 





ea. 4.80 


CE voce dS 1&5 % 
LEAUERS—Cattie— 
Smail, doz., 75¢; large...... oo $1.10 
LENSES— 
Prismolite Co.: 
Nu-Ray, Auto, per pr.$2.00@$3.00 
Sun-Ruy Auto Lens, per pair.$1.75 
LEVELS— 
trauk B. Hall Co.: 
Stevens Line Level, per Rage oy 00 
J. Sands & Sons: 66% % 
Carp. Aluminum, ar hs. 


4.00 to $72.00 
Carp. Walnut, per doz. 
$6. ‘00 to $45.00 
Masons, per doz...$15.00 to $54.00 
LIFTE RS—Stove Cover— 
Morgan Spring Co, 
Straight Hale. ie with ring, 
®@ gro., $7.00 
Loop Hdle. .........@ gro., $9.00 
Transom— 
R. & EB. Mfg. Oo. .cccccccccece 10% 
LIGHTERS— 
Davenport Mfg. Co. 
_ and Giese, Blectric, Model L, 
$12 


LINES— 
wwe Clothes, Nos. 18 19 20 


Oe eae $5.00 4.25 4.00 
ee ere «$4.50 3.75 3.60 
vhaik Lines, Cotton, Ya-ti. 
Balls, per Ib..... voseeeeee 
Vason Lines, Linen, "y-ib. 
De DOF 1hss crcsaee 346% oo ofl SF 


sumounu Corduge Works: 
Solid Braided Chalk: 

Nos. 0 2 8 

Per gro. $11.70 $12.60 $13.65 $14.80 
Solid Braided, Masons’ Lines, Shade 
Cord, &¢., per doz.; White Cotton, 
No. 3%, $3.83; No. 4, $4.15; No. 
4%, $4.93; No. 5, $14.00. 
Samson Spot Clothes Line: 





50 ft., $11.17; 75 ft., $16.75; 
100 ft., $22.35, 
Silver Lake Clothes Lines: 

SE ae See $69.00 

75 ft., per gro....... $103.50 gNet 

100 ft., per gro...... $138.00 

Chalk Lines, No. 0 to 3. 

White Cotton Mason and Shade 
Cord, No. 8% to 4%. — Net 
Awning Lines ...... Lis + 20% 

Vurner & Stanton Co.: 

Solid Braided Chalk, Mason's an 
Awning Lines....... wage ~* 

eee re % 

MOE, ce vetibeceus tivo ross 20% 

Clothes Lines, White Cotton, 

List + 30% 

Shade Cord, Cotton....List+30% 

LINING—Transmission— 
we * Automobile Accessories 
ae ance Cock Iasert for Fords, 

o- 
Advainee! _White Se $1.33 4 
LOCK 
acatt tontent Mfg. Co.: 

Goodrich Steering Column Lock 
in 3 sizes for all cars, ea. .$5.2( 

Perfect Rear Compartment for 
Ford, C8. cocccscccvcccces 1. 

All other cars, each.........$9.25 

Sash, &c.— 
Ives’ Patent: 

COUMERE occ ccccnnsevesese 834% 7 

Automatic Gravity Metal Sash. 

ae S| errr 

Window Ventilating 

LOCKSWITCH— 


Goodrich-Lenhart Mfg. Co.: 
Goodrich, for Ford’s, WS 50. 
25@33'; 


M ACHINES—Boring— 


Millers Falls, Nos, 145, 146 
Each $12.88 $13.46 
Ice Cutting— 
i. Jennings & Co.: 
“Chandler’s new list.......... 50% 
Washing— 
Dexter Company: Eact 
Dexter Double Tub Power, 
eh - Perrererrerer eT, 50.0 
Dexter Double Tub Electric, 
aa 79.00 
Dexter Hand, Model DH.... 13.51 
“ruiser Vacuum Hand Power, 13.56 
Dexter Climax, Model CE... 58.00 
Duchess Power, Model 3P... 35.00 
Duchess Electric, Model 3E. 62.50 
Eagle Woodenware Mfg. o.: 
Hydra, Water Power... .ea.$15.00 
Grabe Automatic Washer Co. : 
Simplex, Auto, Boiler Type, 
BOP GOB. cvccevccnccserers $15.00 











Maytag Co.: 
tiuud Power, ea... 


Power, @C&. .-cccce cece e ‘2 
Biectsic, CR. cccceccccers coe 62.00 
Mualti-Motor, €8..cc.scscvcoce 64.00 
Cabinet, biectric, ea..... + +-105.00 
Oue ar a Mig. Company: 
No One. Minute Hand 
Wa sher ee cccecccocere - $12.00 
No. 11 bench Power Washer. 
$ 
No. 15 Electric, Long Bench 
Washer ooccccccccccccece $67.00 


No. 24 ‘Lwin ‘Luv Bench Waser, 
1 veg Doily, 1 Vacuum Wusuner, 


$54. 

No. 37 Twin Tub Electric Bench 
Washer, 1 peg ones 1 Vacuum 
Dasher ...... - - $88. 
No, 40 Que Mu. Siugie- ‘Lub, 

Power, Swingiwg Wiiuger. $43.50 
No. 41 One Miu. Singie ‘Lup, 

Electric, swinging Wriuger, $61.00 

Voss isrus. Mig. Cumpuny ; wach 
hk PrP rere $14.25 
Sunshine, Hand —_—* - 19.50 | 


Vacuum, Hand Power.. 21.00 | 
Piatform, No. G-1...... 61.00| 8 
— No. E-1, Elec- to 
1 ie 
s 





Woodrow Mfg. Co. : 
No. 1, Bench Power, ORs secs 42.00 
No, 2, Bench Electric, ea....7 


No. 5, ‘Tilting ‘I'win Power, ea. 
59.50 

No. 6, Tilting Twin, Electric, ea. 
MALLET 5— _ 87.50 
Hickory woccccsececccers List + 60% 
Lignumvitae ....e00.00- List + 60% 


dinners’ Hickory ava apple- 
WOON occecccesetecccce cle FON 

MATCH BOX— 

Marble Arms & Mfg. Sos $ 


Waterproof, per doz.......$4.62 


MAT d—veur— 
Acme Flexible Steel........ 40&10% 
Cary’s Flexible Steel........... 25% 
2545 % 
Wire Goods Co. 
Elastic Steel,” ot eee 30% 


McKinney Mfg. 
— Steel " Folding, 
MeKinuey ‘Steel ; Folding, viecial 
sizes, per sq. ft. net... 50¢ 


stoc x 
25 0 


MILLS—Coffee, Corn, Ete.— 
Charles Parker Company: 
Ball Bearing Store.......... 25 
Box and Side............-List net 
MIRROR 


Couron-McNeal $ 
Steel ‘Trench Mirrors, waterproof 
lined Khaki, per doz, cases .$3.00 


MOPS— Per Ib. 
Common Cotton ..... List + 33% 
SHING coccsescvcccces List + 3344: 
E os Se List + hai 
E. Tate Mop & Cordage Co. 
Best Twine, - / rer .50¢ 
SS eer 27¢ 
MOTOR MICA PRODUCTS— 
Motor Mica, 1 gro. % oz. pkges., 
A Hear eens 7.50 
Motor Mica Grease, 1 doz. 5 Ib. 
PAIS, DOF CHBO.cccsvcccecece $9.00 
Motor Mica Tire Powder, per gro,, 
OWERS—Lawn— $9.80 
Milbradt Mfg. Co., Power, Gasoline, | 
_ a i Serr $600.00 


Penusylvania Lawn Mower Works: 
Pennsylvania and Continental. .25% 
Penusylvania Junior B. B.. 20% 





Great American B. B..... 40&10% 
Shock Absorber: 
15 17 19 21 in. 
$11.00 $12.00 $13.00 $14.00 
Pennsylvania ‘Trimmer, 
$12.00 40% 
Underent Trimmer,$12.00 30% | 
Penn Putting Greens: . 
+ 18 185n. ° 
$24.00 28.00 32.00 36.00 25% bee 
Penn Golf Ball Bearing: 
17 19 21 in. a] 
$24.00 88.00 42.00 25% 4 
Penna. ‘‘Trio” 86 in. cut. | & 
$350.00 |° 
Penna, Grand Horse..... 10% 
Penna. FOR .-ccccccece 20% 4) 
i. C. Stearns & Co,: 
moO. 1, @ Mh, Week. cocess 50&10% 
No. 2, 10 in. Wheel. ..ssccceed 50% 
No. 3, 11 in. wheel...... 10&10% 
Naics— 
Were Nails and Brads. Miscel- 
JAMNEOMS wocvecorccececvessrss 754% 


Cut and Wire..See Market Report. 


Ilungartan, Finishing, Uphoistey- 
ers’, &c. See Tacks. 
Horse— 
Jobbers’ Special Brands. No. 6_ 
and larger, Per ID. ..000000cb0¢ 
Livingston-Cooper Corp. : 
Anchor, No. 3, 12 in........ 25% 
pS Se: 2S rere ere 
Unten Tlorse Nail Co 
Star Ne, GB GPs ccc svcccvercse 25% 
Northwestern § ..cccccccccccses 25% 
Picture— 
1'4 2% 3-in 
Rrass Hd., pre: $0.79 1.05 1.20 1.43 
Plated Hea » OF0., Gil BOS. 0206. 504 
Upholsterers’ _ 
kT TTT CEE List Net ot 
Co PTR Per CTT ee eT 10 


Turner & Stanton Co.: 


Nails, Furniture..........List net 
Nails, Matchleather..... mae 
SI Sas is wie wie fr duanatar 4628 0.4 SS 20% 
NUTS—Blank or Tapped— 
Cold Punched, C. T. & R.: 
FAZEGOW soceccescers List + $1.00 





Square, C.T. & R....List + $1.00 
Hot Pressed: 





SQUETE occccccccccce clettt + $1.00 
Hexagon ..... cocccccLtst + $1.00 
O iILERS— 
Steel, Copper Plated..... 
Chace, Brass and aaah 
Chace, pe errr 
Railroad, coppered ...-. 30: 
Railroad, OFESE occccce cccce e LUGSS 
v’ Wail * Mix. Supply heat $ 
Bench Oilers...... - -T0&10% 
Railroad Oilers... ecccee 6UK&10% 
oIiL— 
— ee eet, gun oil, 
0z., per bbewesneoeabe - $2.10 
é 0Z., per - pepbebete: | 
OPENERS—Box— 
Chas. Morrill, = 1, Doz. . .$24.00 
Can— 40% 
Fletcher, Terry Co.; 
Can Openers .........--30@40% 
Schatz Mtg. Company: 
REMC, BOF GIO. cccoeccccce + Po 
Kan Kut, per gross.......... 
Packinc— ‘ 


Asbestos, Packing, Wick and 
Kope. any oo. seaccoocesee 


ubber— 
(F “ quality goods.) 
Sheet, G. Lovcsece cenhewecueeee 35¢ 
Sheet, é: O. Sec eeeeee ens BBE 
Sheet, of a Aer rrr 35¢ 


sheet, Pure Gum. cccccce OC SEI. 00 
SHOR. HOE cccccecccvceoccccces 50¢ 
PAILS—  Fibrotta— 
Cordley & Hayes: 
“‘Fibrotta,’’ per doz.. 


Star, - $13.00 
Less 25% 

Galvanizea— 

a per duzen, 

Quarts, 10 12 14 «16 
Light $3. Pe 4.00 4.55 5.00 6.00 
a heavy rocccecoeee GH OF 
scound Bottom 

Fire Pails, Red 
Painted .. $450 7.00 7.50 

Well Pails. $v.80 785 8.50 
2AINTS— 

Boston Varnish Co. : : 
Kyanize Floor Finish (clear & 
RSs eee 30% 

Kyanize Sanitary Floor Enamel 

Oe WN bo ek 8 ace bwe-s-0-0en 30% 

Kyanize White Enamel (Gloss, 

SF Be : eee 30% 
Kyanize Motor Car Enamel 


(White, Black & 8 Colors) .30% 
Yharles H, Brown Paint Co.: 
Brown's pure linseed oil paint, 
ordinary shades, 1 gal. cans.$3.49 
Brown’s Flat Wall Finish, white 
and ordinary shades, . gal. 


CANE coccccccccces o.. $2.89 

Josep Dixon Crucible Co. : 
Silica-Graphite, in ™% gal. cans, 
$3.55; 1 gal. cans, $3.40 ; 5 gal. 
Legs, $3.05; 10 gal. kegs, $2.55; 
25 gal. bbis., $2.47; 50 gal. bbis., 
$2.40. 

Hilo Varnish Corporation: af 
Hilo Motmanite White Enamel, a 


$8.00 
(Flat 
$4.50 


ga 

Hilo Compo Coating 

Wall Enamel), # gal. 
Montauk Paint Mfg. Co.: 
Di-mel-ine Prepared Paint, Screen 
_* Stovepipe Enamel; 

% nts, ea. per gro., $16.80 
Di-melsine Enamel a White 

and 6 colors; \% pints, 
per gro., $16.80) 
Di-mel-ine Gold and Aluminum 


Bory 


+ Paints, % pints, per gro., $16.80 
PANS—Dripping— 
eg ek eS ere 20& 10% 


Refrigerator, sr 


LS ee 6 
Per doz ....$4.13 4.73 583 9.33 


PAPER—Bullding, L. C. L.— 








Per Roll. 
Resin sized Sheathing; 500 sq. ft. 
rolls, 36 in. wide. 
See MAM scons ceaccnds 85e 
4. 8 2 ree $1.00 
ee eee 1.35 
Deadening Felt, 50 sq. yd. rolls 
36 in. wide, per ton........ $85.00 
Rooting, Kubber, see Roorng. 
, Fiint and Emery 
Flint — and Cloth. 30 & 10¢ 
eT COs 6 bio ecnas sens ist net 
BMY FOR wacccscces List + 101 
Garnet Paper ......+++00 ist + 15% 
Garnet Cloth ...........List + 10% 
Turred Felt— 
1 ply, DOP PER. cc ecseene $61. mere, “4 
, SS Serer 
., —. a. ee riey 
Slater's eee ber roll: 
30-1b~ 666 Pea eCRat ew ine $1.00 
2 RRR tin A ERGOT $1.30 
PATCH— 
Ies-Stik Pateh Mfg. Co.: 
Las-Stik Rubber Tnbe Patch, ea. 
321%4¢, GO¢ and 90¢. 
6 doz. assd. 10% 
Perma-Loc Mfg. Co.: 
Perma+Loc Fabric Patch, 
oer renr rye | 20, 60 & 906 





Ea 
Perma Tac Rubber Patch, 








Pr re re 30, 60 & 906 
RE Patch 
3% 4 4% 5 
En. ar sie 33¢ 37¢ 43¢ 45¢ 
PENCILS—Carpenter— 


Joseph Dixon Crucible Company: ad 
No. 997, 7 in., Red with Blk. 
Bevel, per gro............$6.58 
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Blu-Streak 


INE unique features distin- 
guish the Blu-Streak Spark 
Plug—and sell it to every 

motorist that learns about it. 

You can rely on a steady, continuous 
demand for it because the motorist can 
rely on a Blu-Streak Spark Plug. 

It is the one spark plug that won't fail 
him. 

A sectional plug that shows the’ work- 
ing advantages of the Blu-Streak Spark 
Plug is given free with each assortment. 
Every Blu-Streak Spark Plug is abso- 
lutely guaranteed. 






Special Profit Assortment 


HARDWARE AGE 109 


TREES sai 
SARK Ding 








This durable sheet metal 
display case, together 
with a sectional plug, is 
furnished free with each 
complete Assortment. Is 
built special for counter or 
window display—holds one 


complete Assortment. Fin- 
ished in an olive green 
enamel. 





No. 20, Your Profit $17.75] |No.§10, Your Profit $21.50 

















% 
50 of the following Blu-Streak Spark 
Plugs (regular style). Packed in indi- 
vidual printed cartons. 
24—Ford Plugs 
6—!4-inch Regular 
14—7%-inch Regular — 
6—Buick Plugs 
Cost you $32.25 
Retail for $50.00 


50 of the following Blu-Streak Adjust- 
able Gap Spark Plugs. Packed in indi- 
vidual printed cartons, 50 to the case 
24—Ford Plugs 
6—l4-inch Regular 
14—74-inch Regular 
6—Buick Plugs 
Cost you $41.00 
Retail for $62.50 


Exclusive Sales Managers, State-Lake Bldg., Chicago 











Oh l/-SSTREAK, 
SP 
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7 in. Dixon's 


Maroon, 


No. 538, 

Framers, Bevel, 

H Leads per Br0...secesss 
PICKS AND MATTOCKS— 
Railroad aceareesecee es SO @UGSE 
Cuntractors’ Picks ..0++-25@25G5% 
PIINS—Escutcneon— 

BiAtE. acnrheesh vcknesesceeeesseern 
Push~ 
Moore Push-Pin Co. : 
Moore Push-Pins, per doz. pack- 
et, 80¢; per ZTOSS...ceseeee 
PIPE—Vitrified Sewer— 
Standard Pipe and Fittings: 
.0.b. New York points, carloads: 
EAU Us ¢s2c0seeseerenscee’ 
27 to 30 iM. coceccccccccccece OO 
33 to 36 i... ceccvccccccceee sf 
PLANE IRONS— 
Wood Bench ....seceeeeList Net 
PLANES—Wood— 
Bench, first qual. poo sea + 20% 
Bench, second qual..... yas + 20% 
MME So cnksswsenees6 t + 20% 
PLIER 
Button, 7, quality, per doz 
4% Baia 


udvance over these prices. 





¥% gal. gal 

Each 1.20 2.10 
For Automopiles— 

L-V Sprayer, per dos.......$12.00 


1 gal. Veneer and Sprayer, ea.§2.1u 
Hg ee Her 

1 qt. Square...doz. $1.15; gro., $15.00 
iY, qt. Square.doz. $1. 50; gro., $19.00 

2 qt. Square..doz. $1.75; gro. $24.00 
POTS—Giue— 
Enameled secccccsseveeList -+- 40% 
Tinned and Turned. + +.+0.+0++ +208 
American Electrical Heater Co. 

Am. beauty, ea..$22.50, "F85,00 


PRESSES— 
Atbol Machine Co.3 
MeEStic ..sessevccees-Lhst, net 
Lead Seal— 

Chas. Morrill: 
per doz. oeeee-$36.00—40 % 
per doz....$27.00-—40% 
All Nos. 100 in box, new list...25% 
PROTECTORS— 
Mealy Mfg. Co.: 

Wrist Watch, Duo, per gro..$15.00 


Diaphragm No. 3, 


-|}RAIL— 


See Track, Barn Door, &e. 
RASPS—Horse— 
Livingston-Cooper Corp. : 

my a Star, 18 in. 
plain, slim, per oe 
7.00@7.50 net 
i: 00@6.50 net 
14 in, tanged, slim, oe. doz., 
$6.50@$7.00 
Delta File Works 


Delta, all when teed punched, adv. 

2 in, on list. 
Heller Bros, ....++... amennnes 
McCaffrey Am. Standard....... 
Black Diamond ....-+++-+-- 510% 
Nicholson ....0-¢ eccccce -40&10% 
Superior ......++ eecvccee 70&10&5 % 
BSCTieIe= 
France Mfg. 

ellen as .. Fy ” ea...$15.00 & up 


Current F-F --» 15,00 & up 
Battery Charging “coplyy 
15.00 & up 
REELS—Hose— 
Specialty Mfg. Co.3 
— oe scsvcccccocsooe RE 





NT OOD oss ccsucucans 4 

Plow Steel teeeereeeees JOG2 2% 

Errore. 23% 

RULES— 

Lufkin Rule Co.: 
Steel Board........eeee+eKist aut 
Hickory Board. . 10 

Sash Operator— 

Monarch Metal Weather Strip Co.: 

Monarch, ea. 


seecccccccces $l, 


Saws— Re 
E. C. Atkins & Co.3 
Greater (Scroll) ..esercess++10% 


ani ee cccccccccccccescce cll 
Butcher eccecccccccccc cet 
Oroes Outs cccocceccccccckstt, Bat 


One-Man Cross Cut.......List, net 
Narrow Cross Cut........List, net 
Hand, Rip and Panel....List, net 
Miter Box and Compass ‘List, net 
Mulay, p .. and Drag.........5% 
Wood ecevcccccccccceewO% 
oF.  R & Co.3 
OR e coeee 
umgece and “Key Hole. 








-List net 














Inch. . Senta Gates ate waa oon Ff BEE See reneconesecsesees eee et fat A. “ee *° 
$4.67 $5.10 $5.44 $6.98 $8.52] Warrior Wrist Wateu, per oO 00 eed thse’ tach’ anh’ Giticn Wood ae Blades...0+0-+- 510% 
Gas Burner, fair quality, per doz.,) Cross Wrist Watch, per gro.$12.0u REFRIGERAT 50&25%! Millers Fails Com any: : 
C . $3.68; 6 ~ 5. 34 - Eagle 8 Shield, per gro voooe seals 90] - City. etrigerator ee Butcher Sey Blades: a 
as Pipe.. poceeeee gua Economy, Fibre, No. 9, ea. .$16.50| p . ie 
Pexto mee os fae 6.43 wy") PULLEHS—Nail, ‘Ete. lt $1947 75| Economy; Fibre, No. 1, ea.. 21.00 Per ~~. 015.06 $15.88 og 
9 No. 46, per il pa $18.48 Economy, Fibre, No. 3, ea.. 25.00 $17.57 $18.61 $19.57 $20.49 
$13.14 14.41 17.88 20.40 30.52| Chas. Morrill: REGISTERS— Simonds Mfg. Co. : 
Solidhed Tack : No. 1 Nail Puller, @ doz., $36.00 |Japanned, Electroplated and DUP vcnccsscouncthant ¢ 10% 
Solidhed Eyelet, per doz....$14.00 ite L.A eee «+ 308 cecccccccces...List, net 
Vaughan & Bushnell Mfg. Co. Pearson | Cyclone ae Pulier. |Solid Brass or Bronze Metal Hand ..cceseeccecees List +10% 
lo. 56, V. & B., Nut Plicr, r. ot Se. : peaeees 20% List + 10% Cross Cut ‘eres ensenns aay net 
GOR wceeecceeree coccecees — ngte — = uck— 
PLUGS—Spark— Lots | Awning or Tackle, Pap’d......-- 30% io ae per Ib......$1.40|Red, St’d Brace, per doz......$8.00 
Champion Spark Plug Co.: 10 to 100] Awning or Tackle, Gal......... 30: REVOLVERS Red, D’ble Brace, per doz... . $8.50 
Heavy Stone ..-....+»s +++++-78¢) Hay Fork, Swivel or Solid Eye Iver Jobneon Safety Automatic Ham Plain Frame, per dos........50¢ less 
See Gea, Ee 30% | "Mner, $13.00; Hammerless, $14.00;| Hack Saw Blades and Frames— 
Overlan Stu ’ 62¢ pied HOUSe cccccccceccccceces oon :. PO ea 1900 Double Action, Cnppeens 3 = 
eee cor rcvccscccccccoccccccs ‘00. ; ES ee eee 
: ash— RHEOSTAT— Orient gp Abrseinesinaivetenstiag 
Relipse Ditg. Go. veceecceeecea. 65¢)COmmon Frame; Square or Round France Mfg. Co.: Goodell-Pratt Co. .....-+-... (30% 
Hercules, Junior....... Siibleal 40¢] End, barrel lots, per doz......29¢ Charging, “‘F-F”’...ea. $24.00] © gs se & Co. : 
Hercules, Giant Airplane, Small lots, per doz.....ssceee Lighting mal .ea. 24.00 rames, No. 175, List net No. 
Pa ‘ ee pec. ea, 75¢| Niagara Falls Metal Stamping Works: RINGS AnD RIN ERS— ‘= ) Alle beeen cemmaacces <r eeees oo 
Hercuks Giant & Annem, Niagara .ccccscccscccccevece Net Bull a Millers Falk Co. : eveccccce Go 
spec. porcelain........+.+- 35¢ Pulley Blocks—See Blocks. “ oe onstch: —— 3 
oul _ = lain ete 25¢ = oz. 
it oe o.. Ine. 4 High 8 a Cistern, Iron rennet re 2.40 2.65 doz. Per gr0..$5. -25 $5. ‘2 30.00 $6.7 
tandar eh GpeeSs BD. ZL, ccoccocccccccscoscccccs pee 50 87. : 
Each ......-.++ 7-4 #2.09 Pitcher Spout, Iron, old list... .45% Hoe Rings and Ringere— Per gro. 5 $3 “00 
200 a... a 1.20 barnes ite Banke lt dll alii 9541 Hill's Rimgs ...5.00+eeeeeeee0++258| Millers Balls Co. : 
Tungsten Mfg. “ee - 52%¢ Iron oo, © Spout, Pies: 2 & 3. Hill’s Ringers, Gray Tron, doz., 5 Bag complete, each......$8.30 
Regular Plugs, doz. lots, ea. .52 O% ALES— 
SE DONG! GR, ob:04-06 3:00:00 84 47 oe No. 4 Fig. 606 set length with Hill’s Ringers, Malleable Irom, John Chatillon & Sons 
Heavy Duty, “dos. lots, ea:.>..70¢ Sie: MON CPs ssasccsacds 65 doz., $1.10 
100 lots, C8...-.seeeeees «- 65¢ Double Acting......... en Blair’s Rings. ..per gvo., $5.00 $5.50 
Hartford Machine Screw Co. Favorite, ‘Tank, Iron Fie. 838, Blair’s Ringers....ber doz., 65@70¢ 
Master Calorite, Lots of 12 en .55¢ . $12.00] RINGS AND HOLDER 
node ey Ee bg ae Tank, | C-,2- Williamson Wire Novelty Co. : 
i uaenatwme | oO e-Acting Thresher Tap ‘50 e — a * SF 
ets 0. eeecceccocee lo ee ear. 
Mergan Mfg. Co.: Side Suction, RIV ts 
Spark sine Sones vbeee -40@65 % 
A. ««. Mosler & 
Spit-fire, Piatinats Point, 4 in. 
metric % in......cccce -90 
in. long, % io. long, ea. 01: 00 
in. and % in. ex. long, ‘ea. 1.25 
baat . as coccce pueso sete 
} % ca or Mic! 
ae oo wes 104 
an Tractor, % ing x % 
in. long. 
% in. x % in. long, metric, ea.85¢ 
% in. x % in. long; % in. and 
% in. ex. long, ea........$1.10 
Superior, Ford Special........ 40¢ 


Silvex Co.: 
Bethlehem, 1 point. . 
Regular, % in. standard and % 

8. > E. 


-list ea...75¢ 


in p Ms 00-0000bss0ee 5¢ 
Ford Mcp CRecccccce 1.00 
Bethlencen, As mica, %& & % 
fm. metric, C9..ccccccccces $1.00 
Mica-Pore. local. % in. Metric, 
ea. $1.00 
Extra Cores ......--.- ea. 30@50¢ 
Jnited Mfg. & Distributing Co. : 
United Hvy duty, ea.........- 60¢ 
EGE, GR. o55:c sacs ccvsoosus 40¢ 


PLUMBS AND LEVELS— 
Athol Machine Oo. : 
Carpenters’ and eineiiatete’, ee 


Plumbers’, Pocket 
POINTS —Glazlers— 


Bulk and 1-lb, papers... 
Y%4-lb. papers 
Y%4-lb. papers 

POKERS— 

Morgan Spring Co.t 
Nickel Piated, Straight or Bent, 

¥% x 20 in., @ gro $10.00 

POLISH—Auto and Furniture— 

Am. Automobile Accessories Co, : 
Dri-Kleanit 50% 

O-So-Ezy Products Compa 
O-So-Ezy cedar oil Polish. ++ 40% 

Stove— 

Jos. Dixon Crucible Co.2 P er. 
Joseph Dixon ..+eeeecccees- $6.66 
Fireside 2.50 
GeM ..ccccccoccceccccccccs eho 
Japanese 
Jet Black ...cccccccccces-: 
Dixon's Plumbago. cocccoe DD 12¢ 

Eclipse Mfg. Co.: 


Per. Doz. 






eeeeeeeeseeseeees 





net 
oo--. List, net} / 


Spraying Fig. 1129 and 
WASDING 2... cc0rcvecceorecs 
Lift and Force Pump Standards; 
Force Pump Heads; Packing 
Box Heads; Cylinders (Iron) ; 


4 
White 
6 


and Iron Rotaries......... 30% 
. A. Foree Challenge: 
HigGramts§ ..ccoccsscccvesese 30% 
Goulds Comb. Pumpg. Hd. & 
FEE ccccesveceoeces v00+220% 
Cy linders— 


F. FE. Myers & i“? 

Myers Polished Iron, Brass and 
Brass Lined Working Barrels. 
es FOR 3314 

Brass Body: Brass Lined and all 
Brass Cylinders and Poeumatic 
Cylinders, New lista.....8344% 

Pump Leathers— 
Plunger Leather, Crimped, per doz.: 
Cylinder Diam. 


Inch 2 24 2% 2% 
$1.05 $1. 20 $1.59 $1.95 2 10 
3% + 
$3. 21 $3.84 
Not Crimped: 
Ine 2 2% 2% 2% 


72¢ =81¢ 3 96¢ 


4 
$1.05 $1. 3% $1.92 
Valve Lesther: 


nch Ye 2% 
90¢ 96¢ $1.20 st 2 si 80 





Ps nh 3. 06 
Tire— 
Mosgen Mfg. Co.: 

PUNCHES— = 
Saddlers’ or Drive, good full polish. 
er doz 
it WO: Bocncnnsscneeeeeensseseee $1.43 
Eh ate -$1.70 
10 to 12.. - $2.42 
Half polish . ‘enwed 10¢ less 

19, single” tube, ‘good qual- 

DP csscecsbedsssssebeesce - $4.70 
Rev olving 4 tubes). indoew doz. $10.00 
Revolving (6 tubes)...... doz. $13.00 
Chas. Morrill No. 1, Doz., $24.00 

40% 
Hercules, 1 die, each, $9.00..40% 


Parker Supply Co.: 
Portable, Metal. Hand........20% 
USH PLATES— 
Bteel . ccccccccccvcccece sDOkI1O% 
MES sos eeceeeceeeess 20% 
ACKS—Whip— 

John H, Best & Sora: 





Metalglas, 4 oz. size, per doz, 
$1.60 
1 Ib. size, per doz... 4.0) 
De ee, Gee <b20 065 200% 1.35 
10 Ib, Pail, ea. 2.55 
Liquid Veneer, jReaular— 

Roffalo Specialty C 

‘a "12 on. pee 6 
Per doz.....$2.00 4.00 3.49 








Portable Revolving Whip Display. 
om. No. 1, with Display Shelf, 
$15.00; No. 2, without Display 
Shelf, $12.50. 


Copper and Burrs........ 10 
Tinners’ and Miscellaneous. 50 & 10% 
Bifurcated— 

Assorted in Pasteboard Boxes. 
Per dozen boxes, 100 counts... .$1.50 
Cop’d, Clinch, Asst. 91¢, Solid... .25% 

ROADLIGHTER— 
Ford size, 8% in. and smaller, 

2) RES eosdoccocs cGate 
All larger sizes, per 
Carton, 10 pr. single ae ‘ass’ sizes, 

33% % 


ROLLERG—Staye , 
DGET  acscvens -New list, 3314 % 
National Mfg. 00.3 

Barn Door Stays, ‘No. r @ doz., 


$1.40 
niente Wilcox Mtg. Co.: 
Ha -— = Reversible No. 
‘and Reversible No. 
15 


5: 
Lag Screw, Nos. 55 and, bt 


> 





15% 

Underwriters’, Nos. 58, 60....15% 

Favorite, No. 54..e00.0+++++-15% 
ROOFING— 


Rubber, 108 sq. ft. rolis, 32 in. wide, 


per roll: 
rst Quality 
\ ae 








SCRAPERS—Foot— 
e #6. Gesnste & Co.: 


ACN. ee seeeveeses $13. 


National Mfg. Co., per doz. 
me, ot, Self renner, $i. 10; No. 
62, right, $1.10. 
Richande-¥ ileox Mfg. Co....... 15% 
Safety Wire Gas Globe Co.: 


C 
— per dos., $1.10; ea 


Sidewalk— 
Conron-MeNeal Co.: 
Cleaner or scraper, per doz. ..$6.25 
In six doz. lots, per doz..... 6.00 
Rech Ben. oar ane Hand— 
Bench, Iron, 


15 $6.82; 1 1 DS: Thy $9.45; 1’, 
o., 6.8 

Bench |. ae haw ewe 50% 
Eee, WOME vecccnsescorcuaes 50% 


Coacn, Lag and Hand Rail— 
Lag, Cone: Poitite<osccesss ios<5O8 


Coach, Gimlet Point......0++++50% 
Jack Screws— 
weenie TOE ésccccesisees ci 33149 


MachIne— 
Cut Thread, Iron, 
Flat Head er Round Head 
75&104 


2 ply 45 Ib. rolls.ccecesevee 2030 Sumter or Oval Head... .50&10% 
3 ply—55 Ib. rolls...secesees 2.85 

Second Quality "Plat Head or Round Head 
1 ply—35 lb. seal ceeee $1.45 65&104 
2 ply—45 Ib. rolls..cceeeees 1.75 Fillister or Oval Head «. 40&10% 
3 ply—55 Ib. rolls.....+2++.+ 2.20) Rolled Thread Iron: 

ROPE— Sa) FF eae 80 & 104 

Eastern Retail Trade. Per lb Filister or Oval Head......... 

Manila, % in. diam, and larger: Rolled Thread pres: 

Highest Grade ..ccccccoccess2¢ Bt. OF Ry Eseseasouse & 104 
Second Grade ..ceceseses coe L0¢ Fillister or Oval Head....... 60% 
Hardware Grade.......see00+ 24¢ Set and Cap— 

Sisal, ¥% in. diam, and larger: TT eT 65 & 104 
Highest Grade ..... covcccce nents Set (Steel) net “advance over 
Second Grade ...... -20¢4 Iron ...... A wenscupent 254 

Sisal, Hay, Hide and Bale Ropes, Sq. Hd. Cap.. cahaneatene veces 654 
Medium and Coarse: oe Hd. Cap. rcccccevsecececs 65% 
First quality ..sseeeeeee+-23¥el Fillister Hd. Cap. CO 45% 
Second quality ...cessseses 20%4¢ Woo 

Sisal, Tarred, Medium “Lath Yarn: Flat head, Iron OT, & 10 & 104 
First quality ..ccseceeseseee+23¢| Round Head & O. H. Iro 
Second quality cecccccccoees 20¢ 75 & 10 & 104 

Cotton Rope: Flat Head, Brass.........- 

Best 5-16-in. and iarger....49@50¢| Round Head & O. H. Brass, 
Medium, 5-16-in. and larger 57154 
47@48¢| Flat Head, Bronze......55&10&10% 
Common, 5-16-in. and larger Round Head & O. H. Bronze, 
45 @ 46¢ 521, & 10& 104 
Jute: Sheet Metal— 
, Y-in. and Up.ssceeee. -19¢ Parker Supply Co., ‘‘Parker’’ 
2, Vein, and OP ccevees SIAAG SCRIBER List, net 
re— F. Brais & Company: 

Galvanised ...¢++++00+-List + 15% Improved Gem, per gro... .$26.00 
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In calling attention to the calibre of the Perfec- 
tion tire organization we submit the following 
facts for the consideration of dealers and dis- 
tributors. 


PERFECTION 
TIRES 


The factory of the well known Perfection Tire & Rubber Co., now under our 
universal marketing control, is located at Fort Madison, Iowa. 
It is at present turning out over 1000 fabric tires daily, with ultimate produc- 
tion facilities for 11,800 daily. Demand which is now doubling that of last year 
will shortly call our entire equipment into activity. 
Here is also a nucleus of 24 houses for some of the employees. This will shortly 
be increased to from 100 to 200 dwellings at a cost of $5500 each. 
For future extension 384 acres of land have been reserved. 
In preparation for heavy cord tire production there are now being built machines 
with a capacity of 20 cord tires an hour. This volume will materially reduce 
cost of production. 
Our large stock of Rubber and Fabric of unmistakable quality was purchased 
at very favorable prices. 

Perfection Tires are Sold on an 

8000 Mile Adjustment Basis. 


This extraordinary service value is made possible and practical through the use 
of our exclusive Asbestos Breaker Strip, an extremely tough oversized tread 
and a carcass in which quality of material and careful workmanship leave no 
room for failure. 

The responsibility of the Nemours Trading Corporation guarantees this well 
known tire as to performance and service. The sales plan is particularly at- 
tractive. Write us for particulars. 


NEMOURS TRADING CORPORATION 
General Sales Dept. for Perfection Tire 4 Rubber Co 
151 FIFTH AVENUE, NEW YORK 
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s— Sue doz.| New Club, 10 and 12 gauge... .25% Tinned tron— |swincs— Lawn and Porch— 
Plan Grass Cutting Edge P. New Club, 14, 16 and 20 tage, iP SCTee Te eee per gro., $2.75|Myers Low Down ae » eeeee 
biviess 14.50 PRE x:nccswneb even 5.50 New list, 3315 % 
Solid wf Cutting ag at Loaded— SPRINGS—Door lj Myers Porch Swing, ai 
Only Pol: lished AoE a4 Posts. 00 Black Powder ee ee eeererseree « - 18% Bommer eoring seit oe. ¢ New list, 331s % 
Bush, Weed and Bramble, —— Powder, medium 184 2400. SIESET rd «3 Tackve—Fishing— 
$14.25@$14. 75 i MUTE CCT e i) 2500. 6%&7% % Wise S 
; > portsmans Supply Co.: 

Groin, Cutting Edge Pol i700 eee ae, ae 184] Chicago (Coll) -s .2082% % |_ “Sim Dandy” bait, per doz. .$6.00 
ished _....+-- hanes ni Smokeless Powder, 416 Reliance (Coil) « 20.4% | TACKS— Carpet, Bill-posters, etc. 
Be eee ones, $16.00@F16.50] 90808 .....-.--- 00-0000 - Lawson Mfg. Co. ag t ee, Nall por 3 
Little Giant Bush and Weed Boys’ Scout Shot, case 31 lbs. $4. Steel ...-.++0 oe eee -25&5% c N is a - 

$16.25@$16.75| Peters Cartridge Co. ; Morgan Spring 5% Cop ees Tack, socccceee ober Ib, 55¢ 
Aroostock, Be xe Be & Puritan, League, Black Powder....... “18% so : MWinkan, Stee Trunk Now osha nisenk ue Soe ee 
ame as Little Giant Referee, Semi-Smokeless ..... 18% 1% a tg agon, Poy 700 Ib. run List S, 5.30; Base, per’ ido Ib. 
F : 4 
Black, Diamond, Gr98tb.00@$15.50| ices epebrrretperrteers: (7 veereveseseeseess$10.00] Bee ‘also Nails, Wir 


Black Diamond Bush and Weed 
$15. 2b OSi5. 75 
Swift Cutter, 


Same as Black Diamond 
Seeders—Lawn. 
Pennsylvania Lawn a Works: 
Pen-Vel. Lawn Seede 
List "$25.00, 25% 
SETS—Awi and Tool— 
Millers Falls Company: 
Tool Holders, per doz.: 


Nos. 1 
$14.29 $17.73 $24.80 
Cellar Window— 
McKinney Mfg. nets... $18.00 


6 
$13.80 


Co. 
Japanned, per gross, 
Galvani 
National Mfg. Co.: 
No. 70 She rardized, @ doz...$1.85 


Naii— 

Knurled 

Swan’s, Knurled, @ gro........ 
Rivet— 


Regular List ...eccoes ea 
Sa 


Chas. Morrill, mod 


Per Doz. 
No. 1 O. 8, hand...... 7 00 
No. 1 hand........--- ee 50 5 
No. 95, hand. ceecece 34-00 Re 
Special, hand .......- 24.00 | > 
Nos. 3 and 4, Cross Cut. 36.00 
Bie. 5B Timber......ccce 54.00 


Stearns & Co. 


pnd 100 Morrill Pat., per doz.$8.00 


No. 195, Eccentric Anvil, per 
reer 12.0 

No. 395, Eccentric Anvil, per 
GOB. sovcccrccccesece ++ -$12.00 


Screen Door— 
SeKinney Bite. Co. : si 
Toss 
— oo $29. 00@$32. 00 
Plated ......-++- $32.00@$36.00 
SHARPENERS—Razor Blade— 
Hyfield Mfg. Company: 
Hatfield Machine ....+eeeeeee20% 
= eee 
DOOD oncssacdnctred cosesee dos. $1.98 
Weod, doz., 2% in., $5.25; 3 in., $6.00 
Millers Fails C 


Nos. 1, $1 10.083 2, $18.46 net per 
doz. 
SHEARS—Cast Iron— , 
7 8 9 in. 
Best ....$3.35 3.95 4.45 doz. 
Good ... 3.50 4.00 4.50 doz. 
Cheap .. 2.00 240 2.75 doz. 


Straight Trimmers, &e.: 
Best Quality ——, 
6 


10 in. 
$5.00 5.75 6.50 10.00 
Best Gualts si 

6 


10 in. 
$6.40 7.25 8.50 13.00 
Tailors’ Shears ...ssecccees40&10$ 
Pruning— 


Bartlett Mfg. 
Tree Pruners, Nos. i & « ont... 
TWiT No. 
Hand Pruners, 
Hedge, List + 10% 
ANd OOD... -cccccece --List net 
Clyde Cutlery Co 
No. 5400, 24 in. hdle, per doz., 
$26.40; No. 5401, 22 in. hdle, 
per doz., $22.00; No. 5408, 20 
in. hdle., per doz., $20.00; No. 
5406, 20 in. hdle., per doz., 
$8.80; No. 5407, 6 in. hdle., 
per doz., $11.00; No. 5407, 8 in. 
hdle., per doz., $11.75; No. 5407, 
in. hdle., per dos. «> $13. 
No. R 70, per doz., $1 
50, $8.50; No. 60, $10. 70; 
$24.00. oe 
Tinners’ Snips— 
‘Steel Blades .......+.- oaoel & 5% 
Steel Laid Blades .... . 1554 
Bartlett Mfg. Co.: 
Compounds Lever Snips, Nos, 7, 8. 
2 & 14 


List +5% 
Bench, Nos. 








20 and 30....List net 
——- & Griffin ae, Co.'s 6% 


ane . .New list, 18% 
Pexto re “Original... .List + 10% 
8. » BAMSON..ceccceeees 

Kimith « Hemenway Co., Inc.: 

“Red Devil’ s0eneesecestaee 

Viking, each ..... ccccceeecGueee 
SHELLS—Brass, Empty— 
Remington Arms - og Yetaltte 


Cartridge Co. : 
First Quality, all gauges......25% 
Club, 10,and 12 ganas ecccccesO 
‘aur mpty— 


Peters C@rtridge Co.: 
League, 10 and 12 gauge......25% 
League, 16 and 20 gauge......25% 
Target and High Gun....... ¥ 
Ideal and Premier......+e0+-25% 





Ideal and Premier. . -18% 
Remington Arms - Union Metallic 
Cartridge Co.: 
New Club Black Powders..... 18% 
Nitro Club, Smokeless Powders. 18% 
Arrow, Smokeless Powders....18% 
SHIELDS— 
Parher Supply Co.: 
Screw Shielis............75% 
ae oxpansion Bolt 
Sebeo Machine Bolt "Type. -380&10 % 


SHOCK eng ea 
Arrow, etc., list set. 
Star Specialty Mfg. 


- -$200.00 


Star Cantilever, per set. +7 $3 88 
WX, per set.....+-+- «++. $5.00 
HOES—Horse, Mule, Etc.— 


Ss 
F.0.b. Pittsburgh: 
Iron or Steel. .per keg. .$6.75 base 


SHOT— 25-ib. bag. 
0! Drop, SS: ee reer 
Drop, B and larger...sccesee 2:39 
BIE. éndowpenantaee venaceee Se 
oe ae eeece 60 


ones. SPADES AND 
OOoPS— 


Plaine Soe. 
First and second grades..List net 
Third eee was ane coccckst net 
a ee List net 


Hollow Back one Back oer Shovels: 


| aa ist net 
SECORE GVOEE ..occvecvsee ‘List net 
Third and fourth grades..List+5% 


Back Strap Eastern and Western 
Pattern Scoops: 
First and second grades......2%% 
Third and fourth grades..List net 
Baldwin Tool Works: 
Plain Back, No. 2 Black, 
Dollar Brand, per doz....$16.00 


Pinnacle, per doz.....+.. 14.97 
Semper Idem, per doz. ooe 48.71 
Knox All, per doz..... eee 12.45 


Snow Shovels— 

Long Handle, steel blade Type. .$10.50 
SIEVES AND SIFTERS— 
Hunter's Imitation, per gro...$20.00 
Hunter’s Genuine, per gro....$23.00 
SIGNS— 
Lebanon Machine Co. : 

LEB—IRON, Highway, 
$12.00@$50.00 


Comb. Streer & Lighting, Stand- 
OEE .cccccscccvecse oe ++ $30.00 

TOE 6000055500000 ecocee 17.50 

Traffic, with light..... eocce 22.00 


SINKS—tIron and Steel— 
Barnes Mfg. Company 
Cast Iron, patetes. “20 x 36 in. 
and smaller. (Low List) ast net 
Cast Iron. painted, 20 x 
and larger, (Low List) list +5 5% 
Lalance & Grosjean: 
DD ..c0200080:0 occcccccsceedl% 


Conron-McNeal Company: 
Extension Rocker, Hockey3 
Men’s and Boys, per pairs 


Polished 0082.18 








Polished and plated....... 1.65 
Girls’ and Ladies’, per — 
Polished 


Polished and plated 
Extension Bobs or Scooters 








pair, polished ..... 
Polished and moma oe 
er— 
— —— B.B. No. a, 
Cvs eveseeseess 1.87 
Self * Contained, B.B. "No. 100, 
DEP OOF oo <cecs Stee ees $1.98 
No. 1008S Girls case iescn< ones 
No. 150 Boys-..... coccccces 2.43 
SNAPS—Harness— 
Domestic .ecccceccecsce List + 40% 
Niagara Falls Metal. Stamping Works: 
Niagara HlarnesS .......s000-- 5% 
SNATHS— 
Grass oC ber doz....$11.90) & 
Dash, POF BoB. ccseccccses $13.00 § 
SNIP —Tinnere— See Shears. 
SOAP—Autcmoblie— 
A. W. Harris Oil Co.: 
Harris Motor Car Soap, ] 
bbls., 25¢ and % bbls., per! e@ 
., 26¢; 25 ™. tins, ea. } © 
$7.38; 10 I. tins, $3.05; 5/ & 
th. mal ea. $1.65, J 
SOLD 
we A a Be icocendiies poeane 45¢ 
2 wccccce 406 
Peincd ee 34¢ 


SPITTOONS— 
Indu-Namel per fl. aM E 
eercerceceseres Par 25.00 


Plus War Tax..... 02 210% ‘ - 1. 
Remington Arms - Union Metallic sons AN ater 
Cartridge Co.: Good Quality ......... ee 
| Arrow, 10, 12, 16 and 20 gauge, Miscellaneous— 
a 
Nitro Club, 10, 12, 16 and 20 fe LO LI, 


GREG cccccccccscscesccceste We 








seen: Silver 


saentareoxeuentil 


Black .... 
Half Bright enone 
ee Creer iT ec 
Wagon Seat— 
Painted Seat Springs: 
14 4 in....++--per pair $1.00 






14 = 224 2.. per pair 1.15 
m33%3 phe kek -per pair 1.6§ 
Clothes— 


Elyria Specialty Co.: 
Even-Spray, per doz., $1.00; ‘sf gro. 3 


SPRINKLERS—Lawn— 
Stuber & Kuck Co.: 
oe Fa 1 & 4, $6.45; 2& 


5, ee a 73 & 6 rs 10. 
SQUA 
Nickel Plated Steel and Iron..Net 


Rosewood Hdl. Try Squares and 


OO 
Tron Hdl, Try Squares and T- 
Bevels .cccecvccevececsece: san 


Athol Machine Co.: 
Combination ............List, net 

Pexto squares .....e++0+-10&24%% 

SQUEEZERS—Lemon— 

Wood Porcelain Lined: 





Tinned Iron: 
Low Grade 


oc ccccccccccce c$l50 
a Quality .sccccscees $1.90 
700d ‘ 40 
Iron, Porcelain alesis $2.75 
STAINS— 
Charles H. Brown Paint Co.: 

— “yp mixed, 1 gal. 


cere come occcccee cd 


cans, per gal......+..94@$1.43 
STALLS~Cattle— 
Hunt- hg > Setsl ©o. : 

Sta ay ee. snes 
STANCHIONS—Gattion 
a Helm, Ferris & Co.: 20% 
STAPLES— 

Fence, Bright, $3.80: 

Galvanized, $4.50 f. 0.b. Oy age 
Poultry Netting. . -Per 100 lb., $7.00 
STEELS—Butchers’— 

John Chatillon & Son: 

Chatillon’s..List June 80, 101g, 
Bros.’..List June 80, 
eeeeeee eeeeeeeeeeeee 20% 
STEELYARDS— 

Peck, Stow & Wilcox o-. 

List + 20&10% 
1 pees DIES AND TAPS— 
Hand Taps, % to 1 inch........ 45¢ 
Hand Taps, smaller than % in..454¢ 
M. S. Taper Taps Nos, 2 to 12 a 

O5&5% 

M. S. Feper. Tebe, larger......454 
STOPS—B 
Chas Morrill: 
0 


is. 
Per d0Z....$18.00 .cccoccecee 40% 
STRAPS—BOX— 
Acme, Embossed, CaseS...e.+++215% 
Cary’s Universal, cases.........10% 
Stanley, Twinrod, cases........10% 
STRETCHERS—Wire Fence-- 
liunt, Helm. Ferris & Co. 

Elwood Rod, No. 191, per . 


ey oy Pattern, No. 190, - 
abd dees 06 R abES © - $10.20 
Little Giant, Sr., per doz..... $9.78 
Star, No. 482, Plain Bearing.$14.45 
Star, No. 482, Roller ae 


F. J. Townsend: 


Foster 





Townsend's Wire Fence Stretcher, 
St Seas ovcccce se -$14.5( 
SWATTERS—Fly— 
Bouquet—Brownson Co., Ine.: 
Per doz. 

BB1 BB2 BB3 BB5 
40¢ 65¢ 80¢ 40¢ 
BB10 BB15 
70¢ 90¢ 
SWEEPERS—Carpet and Vac- 

uum— 

Bissell Carpet Sweeper : Per Doz. 
Am. Queen, Cyco B.B. Nic. . .$43.00 
Crown Jewel, Jap’d Fittings. 30.00 
Elite, Cyco B.6, WiC... ss0% = 8.00 
Grand, Cyco B.B. co ceecne 2.00 
Grand, Cyco B.B. Ja 37-00 
a Rapids,’”’ Gyo ‘RB. B. 

Nic 40.00 
35.00 

74.00 

64.00 

Parlor Queen, Cyco B. >, 46.00 
Princess, Cyco B.B. Nic..... 41.00 
Standard, Nickeled Fittings.. 36.00 
Standard. Japanned Fittings. 31.00 
Superba Vacuum Swpr., Nic. 88.0 
Universal, Cyco Bearing Nic. 38.00 


Universal, Cyco Bearing Jap. ¢ 
Subject to quantity allowances. 








Prices guaranteed by manufac- 
facturers against their own decline 
to Dec. 31, 1919, 


Double Saino 


Double Pointed Tacks List + 204 
Thumb— 
Moore Push-Pin Co.: 
Brass, Nos..... = oe 53 
n. in, 
mi Gog" 65¢ 75¢ 


Nickeled "tee 
Nos, it 52 
in. 4S, in, 4 in 
doz., 35¢ 
Celluloid, Col’d 


OB, weeeeee 


> 7/10" in. in 
Per doz., i 72¢ %, 
Solidhed Tack Co.: 


Solidhed Thumb Tack Display As- 
sortment No, Serhevaeseceodim 00 
No. ites es pteeeese - 6.00 
Han n. steel, per 1000. by 50 
T.APES—Measuring— ‘ 
mericaw Asses’ Skin..List + 1634% 
et WE 866s 0eees yy + 54 
BEEd . co cccccccccccccs obtSt a 
Lufkin Rule Co,: pian 


Ass SKin.....ccccccseees- List, net 
Metallic PEREIRA: 8 
Bend, Leather ........ List+10% 
Pocket eeeccercccccces-- List, net 
Steel caeneer nes List +10 % 


Wiebusch & ‘Hil 
Gamen's  Riciaittc No. 34L. 
-List .+ 20% 
NOs Feta Po 
TAPS—see Stoe a Dies A tag 

THERMOMETERS— 

lin Case, Cabiect, Flange, Dairy, 
i a list, 204 

TIMERS— 

eee Auto Engine & Supply 


Milwaukee Timers for Fords, ea.$2.0u 
TIPS AND MPERS— 
a. Tip Co.: 


eee eeee 


Chesternian" 8 Steel, 


~~ Complete, 
eeenes $12.00 





nate Head “Nails, * per gro., Nos.- 


0, 60¢; 1, 55¢; 2, 45¢; 8, B5¢ 
Bumpers, per gro., os. 1, 354; 
%, 45¢; 2, 50¢; 2%...... 80¢ 
Stetson Tip pense cecnecenss aan 
we’ oo'ss Tips, per gro., Nos. 





2.25; 232, $2.50; 233, 
$3.00; 234, $3. (aetna: 80% 
Rocking Chair Tips, per doz., 
. te errr. | 


TIRES AND TUBES— 
McGraw Tire & Rubber Co.: 


McGraw Ribbed Tires, 30x3 in., 
$15.65 ea.; 30x3% in., $20.75 ea. 3 
34x4 in., $35.50 ea. 

McGraw Tubes, 30 x 3 in., $3.60 





ea.; 30x34, 

$6.85 ea. 

Cc fombination, 

3Ox3% in., 

ea., $: 3.40. 
Star Rubber Co.: 

Star Tires 

Star 
- $31.20 

45.95 


$4.30 ea.; 


Red, 30x3 in., and 
Red, ea, $4.15; Grey, 


34x4 in., 


Ribbed 


3%. 28.70 


a) 
- 
MoM MM 


x 74.90 
s x +. 92.00 87.40 
Beecccccccess 06.80 
TOOLS— 
Cement— 


8. Cheney & Son.......seeeees 
TOOLS—Haying— 
Hunt, Helm, Ferris & Co.: 
Harvester and Peerless Hay 
NO 6 cannes cendenesce 331% % 
Track, Track Hangers and ro 
CCB .ncvccccccscccccececs 3M 
» a, orks, “Pulleys, ete... .25% 
E. Myers & Bro.: 
Fork” Unloaders; Myers 
Double Rail; Myers Single 
Rail; Clover "Leaf and Fault- 
less, and all wood track fork 
unloaders w lists, 3314 % 
Sling Unloaders; Myers Sure 
Grip, Olover Leaf and Cross 
raft -New lists, 3314 % 
Steel ‘Track ‘and Steel Track Fix: | 
CUFOB. occ ccccce New lists, 33% 
All Myers "Forks, except fi 
Nellis & Walker, 
New lists, 3344 % 
Pulleys, Harpoon, 
Nellis and Walker Forks, 
all Slings.......New lists, 25% 
Saw— 
Simonds’ Crescent: 
Nos. 340 and recente 
Hammers .. 
TR ACK—Barn “Door, 
Griffin’s: 
es oem, oho’ 100 ft., 1% 
age 
Hunt, Hels. Ferris & Co. 
20th Century, pound, per 100 ti. ‘90 


All Myers 





. .List, net 
st 


Flexo, per 100 ft.......... $6.50 
McKinney Mfg. Company: 
Hinged Hanger ‘Track, ® ft.. 
SOE spadigiedoscccanernc eee 
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T is the policy of this organization to study 
thoroughly the requirements of each type 


of motor and to build the dest spark plug pos- 
sible, to meet the special requirements of that 
particular type. . 


We will not try to force upon the public 
one or two models of our plugs as a cure-all 
for all motor troubles. 


The right spark plug for the right motor is 
as important as the right oil. And when we 
specify a Bethlehem spark plug for any type 
of motor you can rest assured that we know it 
is right before we put our name on it. 


2 ] % inch Large Hex Plug 


The Silvex Company President 


BETHLEHEM PRODUCTS 
lf 


le 
WIZ 
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1% x 3-16 ee... (iene sanee 30% 
Y roliey Track . 
Myers’-Stayon ‘rack. *"Myeis New 
_ Giant and Hercules, ‘Tub- | 
ack ........New list, 256% 
Faultiess self- aneening, wae Hercules, 


list, 33 +3 % 

Mfg. Co.: 
Braced Rail, per 100 ft. - $8.00 
Btorm-Proof Rail, per. 100 tt $: 26.00 
— eee Mfg. 


National 


eee ee 65 @ 38.5 
Special. Hinged ia iiail So 
Lag Screw Rail, eS 15% 
Gauge Trolley cack, @ ft.: 

SY: ees List + 5% 
EO, BS: 0060040900 0068 List + 15% 
No. SB ..cccccvvcsecs List + 25% 
Nos. 61, $6.65; 62, $6.85; 63, 

.75; 64, $8.50; 68, $8. 75; 
6Y, $4.50. 


x 


Hero, Adj. Track, No. 19.....20 
—— ‘Track Tandem ‘Trolley 


Track, No. 16.. 
Royal Adjustable ‘Track ‘No. Per 
20% 


TRAPS—Fly— 
Balloon, Globe or Acme, gro. .$15.00 


Harper, Champion or Paragon, 
gro., $21.00 

@afety Wire Gas ane Company : 
Columbus Sanitary...per doz. $1.10 
a gross 12.00 








rels, 
Trot 


Cotton 
to 


er 
5 ball. 


¥-lb. 


India 


American prong, 2-Ply, %4 
American 3-Ply Hemp, 1 


TWiNE—Miscellaneous— 

Vlax, % and %4-ib Balls: 
LS ee ree Trey 
OY eer 42¢ 
Be. BF occcccnscesnecosesengs 4u¢ 
WOE 600009%4555064 Seana IY¢ 
Bs De 008300800 06508 ecccee Pcie 

Cotton Sete, 
Soft Laid thread—9, 66¢ ; ee ase; 
BOT nd 605006 5860 o0 60648 
Meaium Laid thread 6, ver 5 " 
O7¥24¢; 12, o5¥¢; 15 to 42, O5¢; 
RP nn nnn bs ss0nsro connor 64 y2¢ 
Hard Laid "thread—9, 72%a¢; ‘R, 

09¢; 15 to 42, 6644¢; larger, oor 

Staging, 2 to 4 oz. bails, in bar- 


65¢; in 5-lb, sacks 
Line, in balls, % to 3 ib., 


65¢ 


in + apes Nos. 1, 2 and 3 ib., 
er 
nme white, 3 bails 


oem coccscccecsecete 60 S5¢ 
60¢ 


rapping, varsegated, 
8 £0 Di ccccvsccccccees so 
and 
Balls ccs nn one 
Lib. Bails, 
29 
3-Ply Hemp, 1¥%-lb. oy 

22¢ 








‘Tube-Kit 
Ford-Kit . 
Vul-Ki ee 3.5 
Motorist’s "Electric Heated 
odel ....... -$12.50 less 25% 


Warrce irons— 
Wagner Mfg. Co....eccccccecselO% 
WAGONS—Coaster— 
Hunt, Helm, Ferris & Co.3 

Overland and Star.....ee....15% 
WARE—Enameled— 
Lalance & Grosjean Mfg. Co.: 


Agate Nickel Steel Ware. --15% 
El-an-ge ....scccccoes ceovcce 5 Jo 
All white Enamel........ Net List 


Volirath Co.: List March 1, 1919: 
New Idea Kettles, Cast Iron. .30% 
Imperial Livliow Ware, Cast Irou, 


309 
Enameled Ware, Steel, White 
and White, 10%; Special 
Bime wcccccccccces 10% 


Iron and Aluminum— 
Wagner Mfg. Co.: 
Iron, Hollow 
Cast Aluminum.. 
WASHERS—Bibb— 
Durst Mfg. Co.: 
Dumaco, all sizes, per 100... ..60¢ 


ast— 
Over %-in., bbl. lots, per 100 A 





Ga (Spring Os 00 
Niagara Falls Metal “Stamping wee India, 3-Ply Dark Hemp.......-22¢ Cloth , 
ag (cence tent sesveoe sox India, 3-Ply Light Hemp.......23¢ Edwards Mfg. Co 1es— 
Cher ..seseeses coos > a. 1,4. “dwards Mfg. AH e 
Oneida Community Lta.: 2, 3,4 and 5-Ply Jute, ¥-Ib. Brea 88 sc] Havorite, ea...... cosoncee eo PE.SS 
Victor— Per doz. 7 @ Perfection ... eocceee 5.35 
Without] Common India, No. 18....27@30¢ Iron or Steel— 
Size Chains} No. 264 Mattress, %4 and % 6b. Size bolt..5/16 % % 
No. 9 $1. es Balls, according to ee 254 ors fi .00 10.00 ofa 8.80 8.70 
oO. er 
Me. 1% ret Se gy | I “wg A 0. 4 He: B _y Usual extras for less than full kegs. 
No. 3 4.191 Wool, 3 to oFly, i 68 | sotig ..roathere Axie— 
No. 4 5.16 eoevesesccrrese j ae eeeee Kcbhwseeueswes couaceuee 
—- 739] WVARNISHES— Patent eee BON 
No. 91%. 2.81] tito Varnish Corporation: sia 22¢ 25¢ 38 yh y~ a 
No. 1 . ——| "Hilo Flat Finish, per gal te ¢ per box 
Giant— . . $4.50 & ee 
1. cececee $2.02 ° ~ achines— Washing 
Oneida Jump— Per dos. Hilo Floor Finish, per se. {S| WASTE—Cotton— 
Without} iio Varnish Remover er R] White per ib. Colored per lb. 
gal., $2.50 2S No. 1 13%@14¢ No. 1 ..++-9@10¢ 
Montauk Paint Mfg. Co. No. 2 sal 
Di-mel-ine Fercivers” Varnish; |No. 3........ 
\% pints, per gro.........-$16.80 WeANens— 
Di-mel-ine Varnish Stains ; - D. Kees Mfg. Co.: 
\% pints, per gro......... $16.50 "No. 727 Calf, per d0Z. .eeeee+$1.50 
VEHICLES—Children’s— No. = — per doZ...eeee6 1.75 
Arden Mfg. Corp.: WED 
Roly—Autos, per dozen, Oil Rose sisigasiesaubha ahs ere 
$55.00 to $81.00] WEIGHTS—Sash— 
Roly—Kars, per —. 00 to 942.00 wiikitewei N. ¥. 
adeeb "T" $34.50 8 in, to 14 im. .sseeeee 15% 
Roly—Mobiles, ea. 4 to $16 WHIPS—Featherbone Whip Co. : 
ee wide We RTI 1 Pad Drop ‘Lop menue” 13 er or, 
oO eee 
Continental Co.: er doz. Straight Featherbone, buggy. 









Mouse. and. Rat— 
Meuse, Wood, Choker, gre. neta 
Mouse, Round er Square ae 4 


Lovell Mfg. Co.: 
Erie Rat .... 








Sure Catch Mouse.. -20 
Wood Chokers, 4 hole....... 75 
Niagara Falls —- bre ing 

Works: Enticer Rat....15% Dt Tist 


Oneida Community Ltd.: 
Net per gr. 
error ry. $2.60 


Victor Mouse 
Victor Rat ... 





Holdfast Mouse 2.60 
Holdfast Rat -11.00 
Official Mouse 4.00 
Official Rat ..... 13.50 
Out o° Sight Mousi -00 
Out o’ Sight Rat... 15.00 
Wood Choker, 4 hole 11.00 
Out o’ Sight Mole... ~100.00 
No. 44 Pocket Gopher .20.00 
End o’ Mice, 1000...... ooeee10.00 
Bushel Baskets—Net per basket. 
2% er. V. or H. ae . -$6.00 
With tripod sewn 
4% doz. V. or H. Rat. ° 
With tripod ........- 
Combination Bushel ... 
With tripod ..... seececcece 
TROWELS— 
Wm. Rose & Bros.: 
Phil. Pat. Wd. H 
$11.35 11.85 12.50 13.00 
10 10% 11 11% in. 
Wide Heel, Wd. Hdles. 
$11.75 12.25 12.90 13.40 
10 10 11 11% in. 
BH. C. Atkins & Co.: 
Plastering ......scescscces+ 80% 


TRUCKS—Warehouse, &c.— 
at aid Mfg. at each, net 
1, $24.5 No. 2, $22.50; 
th 1-A, $00. 50. 
nati 


Gal., per doz...... On. Bs $13. oF $6. 00 
Cypress— 
Eagle Woodenware Mfg. Co.: 


08. 
$18.50 $12.00 $10.50 List+5% 


TURNBUCKLES— 
National Mfg. Co. Screen Door, 
Ne. 195, Japn’d, per dozen. $1.20 


Contin 


Contin 


adju 


= 


With 





adjustable, 15 in. to 


wide 
Continental No. 96 g 
adjustable, 34 in. to 59 in. 


Athol Machine ” $ 


Adamson Mfg. 
Adamson, Moaet E, 


i Model U, 


P 
9 in. high 
23 in. $4.00 
ental No. 93, 9 in, high 


ental No. 92, 


adjustable, 23 in. to 37 in 
wide 
Continental No. 


ee erage 
stable, 31 in. to 49 


96, 9 in. high, 


WEE ins nceceesneneseeces 6.00 
Continental No. 153, 15 in. 

high, adjustable, 23 in. to x 

37 im. wide......ceccecee §.75 
Continental No. 154, 15 

high, adjustable, 31 in. ‘te 2 

49 in. wide...... ecccccce 6.45 

a, cay 

Athol achine Co.? 

Hand Vises ...... cccccceckO% 

Chicago Flexible She ift Co. : 

Stewart H’d’y Worker, $20. 00.25 % 
Parallel— 

Athol Machine Co.: eee 
Simpson ...-+-+s-- eee eee 20K Yo 
Standard ....---sceccce 2  25&5 % 
Starrett, Improved .......-25&5% 
Vise Attachments, Tyee. ---40% 
600 Line, Stationary Jaw. &5% 
600 Line, Swivel Jaw 





Falis Oval Slide setae 


2 2% 3 3% 4 
$2.33 $2.76 $3.36 $4.30 $6.23 


Ea. 

Parker's: x 
Belipse ....ceeeeeee eeeeeee ssa % 
Regular ...ceeeeeeees cocces +25 % 
Victor w.ccccccccce eccccccc es 70 

Pipe— 

Athol Machine Co. : 

Combination, ameces* oe cce c20&5% 

Parker's Combination 
87 Sertes Sew npegeessseseens 20% 

J. H. Williams 0. $ 
Vulcan Chain Pipe.....+ee++-15% 


Portable— 


H. Hs. Martin & Sons: 


Vise, 2 in. capacity, Stand & Pipe 
Be nder, complete, either chain or 
hinged vise...... ooe0.0 eat OU 


vise, less legs. 15.50 


Without vise, with legs. «++ +13- 00 
Without vise or le; gS. erry 
EB. C. Stearns & Co 


No. 500, Folding, per doz. . .$12.00 
No. 11, Filing and Guide, per 
O.. cravencsesves cceccesgua.00 


Wood Workere— 






Simpson pviewo0 ene 
Standard coccee 0a %o 
VULCANIZERS— 


Co.: 
‘odel T, 





Model §S. 


Cc. A. Shaler Company: 


5-Minute, $1.50; 


in dos. lots.. 


2.75@$7.50 
—— **Anti- Whalebone’ i 
bugg: $9.00@$14.00 


ORINET Rone” ° -$9.50@$12.00 
Drop Top Rattan, ‘per doz. 
$1.75 to $4.00 
Straight Rattan Busey. og doz., 
» to $4.50 


WHITE LEAD AND. OXIDES 
National Lead Co. 
." White Lead, Dry and in 


mae ° aa Pe Ib. 25 § bed Ib. 100 Ib. 
Y¢ 13¢ 
CanB ceccececes errr a Ib. 5 Ib. 
16¢ 15¢ 
Dry, Red Lead and Litharge: 
SD DOO T.. MONG so-so w ae ec oe 13¢ 
In 25 and 50 Ib. kegs.... 134¢ 
Te 2256 TD: BORG ss cc ne ceesne 13%¢ 
Red Lead in Oil: 
In 100 lb. kegs..... --.14%¢ 
In 25 and 50 Ib. kegs....... 4% ¢ 
ee ee eee 15¢ 
a of el lb. or “, less 
ee Se ere 10% 
Lots of 1 — or more. 1211682 % 6 % 
WINDOLATORS— 
Prismolite Co. 
Nos. 91, 23. 37, ea 
No. 151 ee 
sa 92 my 49, ea... 





J a Eee eee eee oe 


WiRE—Barb—See Market hisioee’ 
Fence— 
Market 100 Ib. Bundles— 


See Market Report. 
Bright and Annealed: Per 100 Ib. 
6 and 9 l.c.l. 1000 Ib. 
and over to retailer .base $3.80 


Smaller sizes take fence 
extras: for smaller 
uantities, viz.; to 999 
b. and 100 to 499 lb 
extras are charged. 

Galvanized, subject to same 


RE SE. base $4.40 
Coppered, subject to same 

COMMONS |. cos k:0R wees base $4.20 
Tinned, subject to same 


conditions seveuen es ONse O4.70 


tone— 
Less than car ried to retailers 
Bright and 2 led~ 


Nos 18 
Per 100 Ib., px So $6 90 $7.10 7. 75 ry 25 





Snooled— 
Annealed and Tinned.........: 354 
WEEE oie oc awe 6ee ser weors as 10& 104 
ST ee rere 10&10¢ 
Retailers’ Assortments, per box. $4.25 
51&. H. Tate Mop & Cordage Co. 
Conner Snool Wire........ 30. 10% 
Pracs Spool Wire.........- 30-4% 


Black and Tinned Annealed oe 


‘ol ee oe 5% 


|wiRE Goops—- 


Steel Wire Beeaeversstynnenn ill 
Brass Wire Goods. .....2+..++. 
Cup and Shoulder Hooks..70 & ioe 


Wire Goods Cv. : 
Bright Wire Goods..... 87%4&10% 
Brass Wire Goods...... 87 %&10% 
Cup and Shoulder Hooks. .75&10% 


WIRE CLOTH AND WNET- 
TING— 


ListeSept, 1, 1917 
Galvanized Poultry Netting: 
Before Weaving wcccccececss 
S| 
Screen Cloth, 12 Mesh, “Per ‘i00 sq. 
ft. Painted Black, $2.25; Ga’- 
Hee $2.85; 14 Mesh, Copper, 
7 


Stanaard Galv, Hardware Grades; 
100-jt. rolls, 24 to 48 in. wide, 
Per 100 sq. ft. 








SS a i ae $4.50 
Oe. 2 rrr 4.70 
a S| ee ee 4.75 
i a. ee ar 5.00 
No. 5 5. 
No. 6 
No. 7 
No. 8 
American Wire Fabrics Co.: 
Galvanoid Electro, galvanized 
after weaving, per 100 sq. ft.: 
12 mesh, $2.75 14 mesh, 
= aes 16 mesh, $3.70; 18 
OE 0.4:0066.006b0500400 000 4.50 
Gilbert & ‘Bennett’ Mfg. Co. : 
Regular ‘‘Pearl,’’ net, per 100 
aq. ft. cocccscccccs cOBe 
Ex. Hvy. “‘P . met, ‘ber 100 
iq. oe eee $5.50 


BQ. fb. ccccecee 
New York Wire Cloth’ Go. 
Screen Cloth galv., per 100 sq. ft. 


Opal Zine Coated, 12 mesh, 
= a 14 mesh, $3.20; 16 
ROSSCCeS¢O CDSE DOKOCS $3.70 


Reynolds : Wire Co. : « 
AluminA Rustproof Electro Zine 
coated after Me per 100 sq. 


ft., 12 mesh, $2.75; 14 mesh, 

4 wy 16 mesh, $3. 70; 18 mesh, 

on Shea Hdge k, 12 mesh, 

§2-33: 25; 14 aK 3a. 75; 16 mesh, 
WRENCH ES— 

IEP cbse’ Occtsecgecncea 40% 

Alligator or Cvocodile.......... 50% 

DUE FINO Soisivcvcccsccvcone 30% 

SOMCGOR DONOOR oc vciccccccss 60-10% 


Genuine Walworth, Stillson..50 & 104 





Athol Macuine Co.: 
Rapid Transit ..........List, net 
Art Metal Works, : 
een, Gr GURieccerccevccs $6.60 
86a vensonere $66.00 


er gro. .. 
Bemis & Call: 
a S$ 15%; Adjustable 
8s Pipe, 15% ; Str’t Hd’le Auto, 
15%, Briggs Pattern, 10% 
Combination Bright, 154%¢. 
Steel Handle Nut............ 10% 


Combination Black .. .....15&5% 
Merrick Pattern ............10% 
SOU SM MS be bicposc ee enue 15% 
Steel Handle Screw......... 10% 
Wood Handle Screw......... 10% 


Coes’ Genuine Knife Hdl... 


Coes’ Genuine Steel Hdl....List, net 
Coes’ Genuine Key Model...List, net 
P. 8. ae AL 
0 100...02 8:00 Hern List +2% % 
ts eds tanwenewene as L i ry 0 
pO ere rrr 40% 
Pexto, ae a Reece eps 60&5 % 
Keystone Mfg. 
Keystone Hatchets eeccccccce 15% 
Westcott “Ss” . ore cee 15% 
Lakeside Forge Co.: H 
Prop Forged.......c00.0..: 3343 % 
<< "eats eoae: 40% 
Frank Mossvberg Coney: 
Sterling No. op CM... . .NEOE 
me F Socket, “Set $3. 70: > 
10, $9.00 No. 14, $15.50; 
No. 20, $20.00. 


Niagara Falls Metal arenes 

Single and Double Vestpokit. . 
Prismolite Co. : 

Universal Grease Cup, per doz.$6.00 
Kichaurds-Wilcox Mfg. Co.: 

Shark Adjustable Pipe....... 60% 


Wizard Adjustable Kate het. ..50% 
Whitman & Barnes Mfg. Co.: 
eee 10 % 
Alligator P attern, Bull Dog. ..50% 
Machinist. H., case lot...10% 
Less than case lots........ TU % 
Railroad Special, case lots. ..10% 
—— than case lots......... Th % 


. tt. Williams & Co 
* dae Chain Pipe ‘ana Fittings nt es 
o 


34 
Vulean Improved Chain Pipe..1 5% 
WRINGERS—Mop— 
Bouquet-Brownson Co., Inc.. 
Family, per doz........... $13.35 
Eagle Woodenware Mfg. Compu... 
Eagle Mop Wringer and Bucket 
Combined : 
Domestic 10 qt., 
Standard 14 qt., per doz 
Janitor 20 qt., per doz.... 
White Mop Wringer Co.: 
Household per doz. : 


per doz. 








No. 2 Small Size, Weet. 
No. 3 Fam. Size....... $32.00 | & 
mage 4 » per doz. cr 
0 Extra Lares. . $40.00 7 
xe 00 Extra Large. ..$48.00 [x 
No. 1 Hotel Size...... $33.00 | 
No; 8 Hotel. oc.s0-006 $38.00 | 
No. 5 Round Mop.. ..$38.00 
WRISTLETS— 
Mealy Mfg. Co.: 
Wormer, Watch, a8 size, K 
6.00 


Joffre Watch, ‘6 size, | per ‘doe. 4.50 








UMI 


